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Independence Is A Wonderful Thing! 


Holland-Racine Dealers 
place a high value on their inde- 
pendence and so do we. Seeing eye 
to eye om the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 





NATIONALLY ADVERTISED IN 
POST: COLLIER'S - LIBERTY - ESQUIRE 


“|SzP "Snot 
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PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY . 
Three comprehensive, Nationally Advertised lines — and as the ads say: sold only 
by independent dealers who are professional hands at shoe fitting; double assurance 
of customer satisfaction. 


HOLLAND-RACINE SHOES, inc. wrcnican 
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it opens up the business you 
want, and will need, three 


and four months from now. 


Unlock your records, and your / 
memory, of pre-war summers” 
and rediscover the perennial “> ~ 
volume which white kid 

shoes brought to stores 

everywhere. This year, as 

always, millions of women 

will want white kid shoes. 


Because many factories 
received orders for Spring 
footwear late, retailers 
must do their white shoe 
buying at once. 


6. LEVOR & CO., Inc. Tanners Since 1876 GLOVERSVILLE, N.Y. 
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An established, consumer-approved brand. Fine fit. Proved foot-health 
features. Quality workmanship. A single resource from tots to teens. Adds up to an impressive 
total, doesn’t it? That's what makes Pollyanna the bread-and-butter brand for children’s and 


misses’ operations in leading stores and departments. Good for your store, too. 


A.S$. KREIDER SHOE CO. 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA. 
Marbridge Bldg., 47 W. 34 St. 
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AS ADVERTISED IN VOGUE, FEBRUARY 15 








“I sold the policeman 
and stayed out of court!” 


1 gulped when the tough policeman from the cor- 
ner came striding into the store. “Hey, you!” he 
roared, “You've got some explaining to do.” 

“I-I'm sorry, officer.” I stammered. “I was aw- 
fully late. There . . . there wasn’t anyplace else to 
park and...” 

“Oho! So that’s your jalopy I tagged. We'll 
get to that later. Right now I want to know what 
you've got under officer McRyan’s feet.” 

“Under his feet?” I said, dreaming of a five- 
dollar fine. 

“That's what I said. His beat is twice as long as 
mine and his feet get half as tired.” He tapped me 
on the shoulder with his night stick. “He said you've 
got the answer.” 

“Oh ... oh, yes.” I said as politely as possible. 
“That's Armstrong’s Cushion Cork. He always asks 
for it in his shoes. Says it makes his feet feel 
younger. Would you like to try a pair?” 

“That's what I'm here for.” he snapped. Then 
he blustered to himself. “That smart McRyan isn’t 
going to outwalk me on any beat.” 

While fitting him I told him how resilient Cush- 
ion Cork is, how it adds extra comfort by cushion- 
ing the foot. After I'd tied the second shoe. he 
walked up and down the aisle swinging his night 
stick. “Say.” he said in amazement. “McRyan’s 
talking straight. With shoes like these, no wonder he 
doesn’t mind the sidewalks. Now I'll begin to enjoy 
the old beat again. Sold. Wrap ‘em up.” 

“Try wearing them for the rest of the day.” I 
suggested. “Cushion Cork eases breaking-in. too.” 

“All right.” he said sternly. “Hold the old pair 
for me. But remember . . . the way my feet feel 
when I go off duty will decide whether or not I'll 
lose a certain parking tag.” He winked. Then he 
gave his night stick a fancy twirl, wiped his badge, 
and strode out the door. 

* * * 


SELLING SHOES made with resilient Armstrong’s Cushion 
Cork may not keep you out of court, but it will keep cus- 
tomers coming back to your store. Be sure to specify 
Cushion Cork in your next shoe order. It’s available in 
men’s, women’s, and children’s shoes. Armstrong  ¥— 
Cork Company, Shoe Products Department, 

9602 Arch Street, Lancaster, Pennsylvania. “= 


[le ae OO 
ADDS COMFORT TO EVERY STEF 








* Reg. U. S. Pat. Off. 


ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS « FLEXICORK* « FILLERS *« CUSHION CORK 
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One of the DREW 7 BASIC 
LASTS, No. 176. 15/8 heel, 
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with short-fitting backpart, 
especially graded to fit the 
variations of all sizes and 


LAST WO.176 









widths. 
Provision 
for elonga- 
Average to tion of one 
long toes | full size. 





with provi- 
sion for 5 
degrees in- 


clination. 







Norine 

















Full instep 
measurements. No. 7539 — Town Brown 
fll te : Kid, Brown Smoll Print 
ull tread. lizard Calf Trim, 176 
i s Average to Last, 15/8 Cubon Kant- 
of long arches. skuff Heel. 
Medium to - 4 
high arches. < 






Exclusive 
features of 





Drew's Ba- 
sic Lasts. 





Authentically styled, expertly tailored by skilled craftsmen, 
possessing the finest leathers and materials obtainable, 
made over Drew's famous 7 Basic Lasts with scientifically 
correlated pafterns and clinic-tested orthopedic features, 





Drew Shoes should be teamed up with your foot fitting sin PP css ete 
knowledge to give women the walking pleasure which will ace, we eae 


Heel. 


bring them to your store again and again for their future 
footwear needs. 


Capitalize on national advertising of Drew Shoes 
(Vogue — Feb. 15; Ladies Home Journal — April) 


Dir fooche 2th Hot 


\ THE IRVING DREW CORPORATION, LANCASTER, OHIO 
New York, 746 Marbridge Bidg. 
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Kc Division MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 
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Flag re CURTIS 0 Gouie 


Consistent winners . . . style aces . . . in quality and performance! 


And young men of America go for Curtis shoes —for their brilliant styl- 
ing and rugged service. Get America’s finest shoe values at your 


Curtis dealer. (Above is a Burly-Flex, style No. 861.) 


CURTIS SHOE COMPANY, INC. MARLBORO, MASSACHUSETTS 


Four Generations of Fine Shoemaking 





Smart Proposal 


SOLES BY Rajah a 








It’s not only smart to propose the purchase 

of shoes with RAJAH SOLES to your customers 
. but profitable as well! When they've 

tried ‘em . felt their super-comfort 


you'll be a permanent partner in their footwear future! 


Gah SOLES 


AS ADVERTISED 


IN faq uUVTL 


=. 


REG. @ U.S. PAT. OFF. 


Founded 1837 
ALFREDO HALE RUBBER Sea rast Vv. Bek & Quincy 71, MASS @ 
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SHOES WITH A PAST 


—AND A FUTURE! 


Ne ee 


Why face the keen competition of the 
future with an unestablished line of 
shoes—when Massagic Shoes give you 
the benefit of a proved record of fast 
first sales and exceptional, steady re- 
peat profits? For years, millions of 
men have bought pair after pair of 
Massagics for their built-in comfort 
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and fine cra 
are going to sv “cake sa 
years ahead. The\pest prokit in 
you can get is youn ¢ for 
Massagics — the shogge 

past and a greater futu : : ‘ rah 


WEYENBERG SHOE MEG. 
MILWAUKEE 1, WISCONSIN" 
¥ : 
TE This femeus line else sold end odv : i under 
the name — Porto-Ped Air Cushion , 
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to tell millions 


on Sole with the 


new . 
smart, of yt __™ as Convincing 
‘lies GO " ou: : 
f familie : ond three times h ae st buying the 
ther on 
look of leo ats that stress VONITE Soles 
iseme ake ss 
dvertis . ertisements at ™ to street and are 
best shoes- v . le gdvantag® 
; oint © . There’s no other sole quite like AVONITE 
e decided P d children 9 
h for men, wom in lightness, neatness, comfort, wear and 
shoes 


workability. That's because it is made by 


AVON SOLE COMPANY 
AVON - MASSACHUSETTS 


QUALITY SOLE MATERIALS FOR THIRTY-SIX YEARS 
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Wi she is a 
Fashion Queen 
FITTED WITH 





Now, her intimate footwear, however frilly and deli- 
cate, gives her greater delight and comfort, because it 
is fitted with SHUGOR. The same important features 
that have long afforded smart fit and style to her 
daytime shoes are desirable in her boudoir slippers. 
Write us for style suggestions. 


Sotin SHUGOR ocross the in- 
step mokes for trim fit. The 
decorative motif is corned out 
with Taylor-Moid broided gold 
Cordane. 


The top strop of wide sofe STRIGC 
hugs the instep, ond sets off the te> 
tones of satin ot throot ond toe. 


The smort sling-strap is of SHUGOR, _— SS le 
ond the sauxy pom-pom is occen- we, 
tuoted by Toylor-Mord silver Cordine. 





A medwm-height boudow slipper im 
two fones of satin, with SHUGOR 
heel sling-strap for fit ond comfort. 


THOMAS TAYLOR 


Hudson incorporated Mass. 
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Show that you sell the 
proven ORIGINAL...NOT a Copy! 


} = know the value of repeat-purchases. 
That is why you insist upon time-proven and 
tested products. 


When you turn that Work Shoe over and point 
with pride to the Vul-Cork Seal of proven qual- 
ity .. . relying upon Vul-Cork’s 10-year record 
of radically outstanding long-wear economy 
and all-round satisfaction, to help you over- 
come today’s price resistance in closing your 
sale—you know you have made a friend of 
another worker for life . . . he will come back 
again and again asking for shoes with Vul-Cork 


~ 


Soles. 


CAMBRIDGE 


Vul-Cork 


y, 


Ci - 
Gurefocled Stles 


1. Long-wearing ruggedness—made and tested 
to withstand the rigors of gravel, rough ter- 
rain, metal scraps, and mud. Soles that out- 
wear ordinary soles. 


2. Proven sure-footed non-slip grip on any 
ordinary surface. 


3. Resilience, yet flexibility. 
4. Light weight and insulation both. 


The Nation's leading Werk Shee Manufacturers feature Vul-Cerk Styles 


Kaffrarian Bros. Boots (Pty) Ltd. 
King Williams Town, So. Africa. 
Milwaukee a Company, 
Milwaukee, Wisconsin 
Milwuukee Fas Shoes for Men 


and 
National Shoe. Company (Division 
of Craddock Terry Shee Corp.) 
Lynchburg, Virginia 


Allen-Squire Co., Spencer, 
Massachusetts 
Allen-Sqwire Shoes 
H. H. Brown Shoe Co., Worcester, 
Mass. 
Gortlla Brand Shoes 
H. Cailds & Co., Inc., 
22, Pe 


Pittsburgh 


ona. 
Iron Safety Shoe 
General Shoe Corporation, 
Nashville, Tenn. 
Statler Service Shoes 
Joseph M. Herman Shee Co.. 
Millis, Mass. 


a 4 Shoe Company, Hanover 


Hanover Shoes for Men and 
Boys 


Lion Brand Shoes 
Albert H. Weinbrenner Co., 
Milwaukee 1, Wisconsin 

Th Work Shoes 
Weryenberg Shoe Mfg. Co.. 
Milwaukee, Wisconsin 
Weyenberg Shoce 
Worcester Shoe Company, 
Worcester, Mass. 
Men's Welt “Work Shoe 
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Fine Calf and Side Leathers 





FINE CALF AND SIDE LEATHERS - MILWAUKEE, WISCONSIN 


Boot and Shoe Recorder 











I, some ways it's the 







most important part of the 


advertisement. It's a safe- 


us” 





Ant aro 


guard to the consumer, a 


ask for ae made only by be Evans trade builder to the retailer, 


acherished possession to us, 


is again 
want, but the situation size-right 80, try ssochusetts and a warning that should 
cn it you dowtt @nd your wakefield, Mo iw 
SON COMPANY ° be heeded! 


. Yes, Sober is a registered trade mark of 


L. B. Evans’ Son Company. Undoubtedly any appropria- 
tions of this name have been inadvertent, but we 
Seuce & SANS 1841 do feel that they must be checked, and request your 


Sranpaee 
a2 cooperation to that end. 


Your guile le Ue best ie Maus Lepprers L. B. EVANS’ SON COMPANY, Wokefield, Mass 
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THE NEW SOLE 


Americas manufacturers of Quality Shoes ied 
are turning te PLYTEX Soles Sl 


@ PLYTEX Soles in Chocolate or Oak have widened the 
horizons for shoe manufacturers and have developed a 
new punch in designing, manufacturing and selling. 




















e@ PLYTEX will consistently maintain customer good will 
and confidence by furnishing that extra durability, firm- 
ness, and uniform &4éee Quality, yet combining 
ali necessary shoe making characteristics. 


PLYTEX 
Spotlights: 
Long wear. 


Waterproof. 
Helps keep 
shoe in shape. 
Forms a firm 
platform. 


RUBBER COMPANY 
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Te err is human, to forgive divine":—A 
most important point to remember when 
dealing with a fast-moving, hard-playing, 
vigorous boy. But, parents do have a seri- 
ous problem these days keeping their off- 


Gerberich 








spring well dressed and healthfully shod. 
Best friend and ablest ally in this youth 
program is the Gerberich-Payne Dealer who 
daily fits American boys with sturdy, well- 
made, honest value shoes, Gerberichs and 
Gerberich-Payne Official Boy Scout Shoes. 


Offices: New York, Marbridge Building, Room 

405 ¢ Los Angeles, 219 West 7th St., Haas 

Building, Room 919 © Phila., Lafayette Build- 
ing, Room 1025 


»—p 7 ¢ 
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ALL OVER AMERICA* CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 


n Little Rock, Ark., 36% of the women shoppers interviewed at 
lke Kempner & Bros. read Ladies’ Home Journal 


In your town in your store 


MOST OF YOUR GOOD CUSTOMERS READ <= some 


* 6) 809 interviews—159 cities—14 categories of stores confirm this fact. Results upon request—ladies’ Home Journal, Independence Squore, Phila. 5, Pa. 
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® turns a vast masculine market 
into greater volume sales for you 


Starting this week you, the Jarman dealer . . . the volume line dealer, 
begin enjoying the benefits of Jarman’s newest volume-minded national 
advertising. Destined for an estimated readership of 163,250,000, 

the new campaign unfolds as the first of ten full page, full color ads 
greets readers of Life’s Feb. 17 issue. Then, in carefully-spaced order, 
come nine more ads - - two more in Life. four in The Post, three in 
Esquire - - all featuring Jarman styles as seen at the season's nationally- 
recognized sports events. So there you have it -- First, a product 
already a proved volume-seller . . . and, second, a masculine product 
backed by masculine-appealing advertising that's truly volume adver- 
tising. Now what this means to you in your business is this --a 
constantly-increasing demand for your brand . . . Jarmans .. . at a time 
when the nation’s retailers again are back in the selling saddle. 


ome \ _, Ae 


SHOES FOR MEN 


JARMAN SHOE COMPANY © DIVISION OF GENERAL SHOE CORPORATION © NASHVILLE TENNESSEE 
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RUEPING’S KANKAKEE COLOR 704 \ 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN U. S. A. 


22 Boot and Shoe Recorder 











RR RO Foto 





RECORDIA 


TRADE MARK 


AMERICA’S OUTSTANDING — 










When you sell sandals, sell the best, — aN 
America’s outstanding rubber soled sand ‘There is 
no more healthful shoe than the sandgl the finest 
sandals are Recordia Sandals. Ch features. 

Recordia Sandals are the only s@ with self- 
contained orthopedic arch to brifig support to active 
feet. They're made of non-skid gubber*, too. Thanks 
to Recordia’s special scie insulating inner sole, 
plus its plump sheepskii Reel-to-toe insole, sand, 
tact with rubber sole are kept 
even though no hose is worn. 
Recordia sandals” sponge rubber heel inserts shock- 


FOR HIM 












cowhide, thé unique RECORDIA construction process 
eliminates any possibility of upper pulling away 
from.sole. 


i. a . ‘ = 
THEY’RE NEW 
e THEY’RE SMART 
e LIGHT WEIGHT 
e COLORFUL 
e SHOCK ABSORBING 
e NON-SKID 
e SPECIALLY CONSTRUCTED 






DIA, your whole sandal operation 
@ successful top grade operation. 


.' 
Write for New Colored Catalog 









They're RECORDIA’S [i 
Patented Sandals > 
with Self-Contained 
Orthopedic Arch 









FOR HER 





*A new formula devel- 
oped especially for Re- 
cordia Sandals — lighter 
weight and longer wear. 


FOR THE CHILDREN 
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# E Cc 9 R oS 4 A MANUFACTURING COMPANY, INC. 


142 WEST 14th STREET *§ NEW YORK I1, WN. Y. 
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$ @ Now that Mr. Consumer once again is “playing 
a the music,” get in step and swing into sales 
with Fortune's traffic-stopping, customer-building window 
SWING INTO panels. Like Fortune's national advertising . . . like Fortune's 
interior promotions . . . and like Fortune's shoe styles, 
$ themselves, Fortune's panels overcome in a jiffy just the 
SALES / kind of sales resistance many retailers are beginning to 
e feel. So let the other fellow trip over the ‘‘resistance’’ 
$ ... while you swing into sales with Fortune's complete 
program for Spring and Summer. Your Fortune 


3 salesman has the details. 


RICHLAND-DAVIDSON SHOE CO e DIVISION GENERAL SHOE CORP @ NASHVILLE © TENN @ 
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FOOTSTEPS INTO THE FUTURE. Past attainments and present 


glories while not to be rested upon are often true barometers of a prod- 
uct’s future. Supreme and unchallenged as was the Tandrite of yesterday, 


the Tandrite of today and tomorrow is achieving still greater heights in 


Quality, Color, Finish and Durability. 


is the perfect calfskin 
. pleasing the wearer... 


profiting the retailer, 


‘ 







“ROUND UP” 


A RHYTHM STEP tailored pum 
for spring, by 


JOHNSON-STEPHENS & SHINKLE 
SHOE COMPANY 


St. Louis, Mo. 
Tandrite Calf., Color No. 313 


ra 


| 
WALK THe (Ruth way 


Arch Buoyed 
Strain Eased Here 
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#1 For smart 


#1 For custom-f 


#1 ‘For enthusia 
trade and for that ever-valued 
recommend trade. 
d the 


Enterprisin 


Conforma 


money in 


styling. 





itted comfort.” 
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stica'ly satisfi 
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9 Contorma 


\ franchise means more 


their tills. 













Advertisement in 


Good Housekeepiné 


_COMPAN 
Y 
* DIVIS 
te), mi, bf3-4.)- 0018), 7° 
‘3. e) ae 
OMPANY 
* ST. LOUIS 








* 


+ A CUBES 





VIN 4 











that directs millions to -- 


KEDCO 


¥ This ad in 














The Saturday Evening Post 
and other national publica- 
tions is only one of a series 
promoting the quality of 
Gro-Cord soles and Heels. 
No other safety sole has all 
of the safety features of 


ottected 4 
Look soe NEO-CORD. They're sales 
ag gusser CO. 

features, too. 
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DOLORES 


backed by the 

integrity of 

a company that has been 
manufacturing 

good shoes for 


64 years 


THE H. C. GOODMAN CO., coL_uMBUS 16, OHIO 
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the elasticized shoe 


This famous fit-and-comfort feature, pioneered by Lastex 
yarn, is the greatest single improvement in centuries of 
shoe making. It is high on the list of those pre-war stand- 
ards of living for the return of which millions of women 
are impatiently waiting. Specify Lastex yarn to your 


suppliers: emphasize it to your customers. 


For models, samples and prices of those types of shoe materials 
made with Lastex yarn which are now available, apply to 
ALFRED VAMOS, 406 Marbridge Building, New York City. 
Alfred Vamos is the inventor and patentee* of Vamos stretchable 
shoes, and the selected consultant for shoe manufacturers using 
materials made with Lastex yarn. 
"Patents assigned to 
United States Rubber Company 


«+-THE MIRACLE YARN THAT MAKES THINGS FIT 





An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas * Rockefeller Center, New York 20, N.Y. 


® Serving Through Science 
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More than 6,000,000 subscribers to Life and 
Seventeen add up to a lot of circulation for 
Bea Friendly’s national advertising campaign. 
It also adds up to a lot of readers who want to 
constantly be in Bea Friendly’s shoes. 


The complete merchandising service which 
goes with the advertising is bringing teen-age 
sport shoe buyers into the Friendly dealer's 


store ... turning desire into sales and profits. 


Friendly “Sports” dealers know how the 
whole program pays off. It will pay you to 
learn what Friendly advertising and merchan- 
dising can do for you. 








FRIENDLY “SPORTS” ARE MADE BY EDGEWOOD SHOE COMPANY, 
DIVISION OF GENERAL SHOE CORPORATION, NASHVILLE, TENNESSEE 
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SEE BEA FRIENDLY IN 
LIFE AND SEVENTEEN 


Seventeen, March 1 Page, 4 color 
Life, March 17th % Page, BAW 





REG. U. S. PAT. OFF. 




















Here is a Darleen shoe-cloth that 
virtually invites the foot to slide into 
the shoe—typically “Darleen” in its 
lively ability to bend, stretch, 
straighten and walk with the foot 
..-from the first trial step to the last 


satishied wearing of the shoe! 


“Geet by any Test” 
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... Pointing oreater sales for you 


The easy, long-lasting fit . . . distinctive styling ... 
finer materials which characterize the John C. 
Roberts Shoe are fast making it a favorite of 
particular men everywhere. Nationally adver- 
tised in color in Collier's, Esquire, Life, Look, 
and Saturday Evening Post. Though still 
limited, production of the John C. Roberts 
Shoe is increasing steadily. Look into it 


now for greater future profit in your store. 





FRIEDMAN-SHELBY DIVISION © INTERNATIONAL SHOE COMPANY * SAINT LOUK 
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In shoes—as in shanks—fit is foremost. 
When you buy United Shanks, you can 
select the type that correctly fits the shoe bot- 


tom. You can be sure of shanks that are 


precision fitted to your run of lasts... and 


always uniform in bend and temper. 








VITA-TEMPERED 
STEEL SHANKS 


@ Are tough, hard, uniform 
@ fit like master models 
@ clean, ready to use 


@ provide even balanced tread 








UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON, MASS. 
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“JUST OFF \ 
THE PRESS! 


The New 1947 
BRISTOLITE CATALOG 


Write Dept. B 
for your copy 





BristoL MANUFACTURING CORPORATION prisTOL, RHODE ISLAND 
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lonrevor, on Carlingford ough, —Sreland 


ERE where “the Mountains of Mourne sweep down to the Sea,” in a town that has 

known Saint Patrick's smile, and the roar of the Norsemen, too . . . here lives a 
maker of clogs, or pattens. Many an Irish lad knows the feel of hard-soled clogs as he 
scufts his way to school. For them, the smiling Irishman cuts heel and sole from a two inch 
thick block of maple or ash. Then, with a chisel-edged “groover’’ he forms a channel 4 
inch deep around the edge of the sole, and by means of a gouge-like “hollower” he 
shapes the inner face to fit the little Irish foot. The upper he makes of heavy leather in 
the form of a shoe or boot . . . rivets hold it together. Now he fastens the upper to the 
sole, fitting it well into the groove, binding it there with a leather strip held down with 
many large-headed nails. It is dusk, so he smiles, for he hears the clatter of clogs upon the 
cobbles as the Irish folk come down to their homes from peat bog and field. They walk 
with a rocking motion of the feet, for the rigid soles won't flex. How different are clogs 
from American shoes with their pliable soles and their stretchable rubber goring. Our 
shoppers know and look for elastic . . .for maximum freedom. 
Especially fine and full of life is elastic made of precision cut 
thread of Paralastic . . . the modern elastic thread. 


PARA THREAD COMPANY, Inc. 
Woonsocket, R. I. 267 5th Ave., New York, N. Y. 


PARALASTIC 
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Executives... 
Salesmen... 
Employees... 
of THE SERVUS RUBBER CO. 


Express Unqualified Approval 
of the 1947 Line of 


SERVUS RUBBER FOOTWEAR 





In the laboratories of our designers and pattern- 
makers, out on the making room floor, in the confer- 
ence rooms of executives and salesmen, there's been 
an undercurrent of excitement throughout the past 
few months. Why all the commotion? It's our new 
line of rubber footwear, of course! 


And no wonder the excitement is running high! For 
the first time in five years, brand new styles, keyed 
to complement the newest fashion trends, are sched- 
uled for production. 


Watch for the new Servus items. We feel sure that 
you and your customers will be every bit as enthusi- 
astic about them as we are. 


THE SERVUS RUBBER CO. 


FACTORY AND GENERAL OFFICES 


ROCK ISLAND ILLINOIS, U.S.A. 


NEW YORK OFFICE AND WAREHOUSE 330 BROADWAY, 7, NEW YORK, WN. Y. 
AND LAMBERTVILLE, N. J. 











In a huddle over some of the new 1947 items are, |. to r.. H. A. Law- The New York sales organization looks over new items in the 1947 
son, Merchandise Mgr.; Fred Wilhelm, Chief Designer; Joe Raywick, line. Left to right are A. E. Phille, Hugh Joseph, Marvin Stevenson, 
Sales Representative; L. M. Rishell, Sales Mgr.; Paul Corry, Soles Walter Scott, Joseph Rubin, Harry Callan. 
Representative; C. E. Little, President; J. T. Crowley, Vice President. 
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ie) Look out’. . . “ads” ot work! Expanded national 


od advertising in Esquire, Post and Collier's —with 


' the distinctive styling ard fine performance of the 


}» 20a arene line—is rolling up consumer acceptance for 
> 0 ST American Gentleman Shoes . . . building sound 
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business for American Gentleman dealers. 
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AMERICAN GENTLEMAN DIVISION 
Craddock-Terry Shoe Corporation «+  lynchburg, Vo. 


February 15, 1947 
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WILL CARRY THE ESQUIRE POLISH 
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FOR A TOTAL MAGAZINE READERSHIP OVER L40GI000 
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Just imagine! Three more big National magazines 
telling millions of more people to LANOLIZE with 
ESQUIRE POLISHES. Yes, three important National mag- 
azines added to the ever-growing list of publications 
that are turning millions of readers into millions of 
ESQUIRE POLISH users... profitable customers for you. 
And once they've tried it, they're convinced that 
ESQUIRE POLISH is superior to any other shoe polish 
made. That's why ESQUIRE POLISH customers are re- 
pect customers. They always come back for more! 


KNOMARK MFG. CO.. INC., BROOKLYN, WN. Y. 
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BUSKENS LEAD AGAIN WITH THE GREATEST SHOE NEWS SINCE PRICE 
DECONTROL. OUR PRICES ARE REDUCED BUT NO CHANGE IN QUALITY, 
BECAUSE DURING THE LAST THIRTY DAYS MANY MATERIAL COSTS 
HAVE DROPPED EVEN THOUGH WE OWN CONSIDERABLE QUANTITIES AT 
HIGHER COSTS=--BECAUSE OUR PRODUCTION IS THE HIGHEST IN OUR 
HISTORY--BECAUSE WE ARE WILLING TO SHAVE OUR PROFIT MARGINS 
TO THE BONE=-BECAUSE WE ARE PASSING ON TO YOU ALL THE 
RESULTING SAVINGS INSURING FOR YOU THE GREATEST BUSKEN 
SEASON AND THE GREATEST POPULAR PRICED CASUAL SEASON IN 
YOUR HISTORY; THEREFORE, EFFECTIVE AT ONCE ALL WOMEN'S 
FABRIC BUSKENS FORMERLY $2.00 AND $2.19 WILL BE SHIPPED AT 
$1.85 NET PER PAIR AND WILL BE NATIONALLY ADVERTISED TO 
RETAIL AT $3.00, SLIGHTLY HIGHER DENVER WEST. WE ARE 
CERTAIN THIS 1S THE SOUNDEST AND MOST NATURAL VOLUME 
SELLING RETAIL PRICE FOR FABRIC BUSKENS. YOUR REACTION IS 
RESPECTFULLY SOLICITED.= 

CLARENCE N. JACOBSON, CORTELL SHOE COMPANY. 






IN RETAIL ADVERTISING LINEAGE 
IN ITS FIELD AND PRICE LINE 


IN STYLE AND VALUE 


@ Full Pages in Color in the Leading Fashion Magazines 


WOMEN'S WEAR e Complete Dealer Newspaper Mat Service 
¢ According to 
Retail Advertising Index. © Window and Counter Display Material 


fice, 111 Lincoln St. 
fice, 47 W. 34th St © Boston of " 

ESTER, N.H. @ New York O ¥ 

CORTELL SHOE CO., MANCH 2 
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Elegant simplicity in Fall Fashion 
Shoes indicates suede and calf skin 
with BUILT-UP HEELS 














CCS 


























BUILT-UP HEEL CONFERENCE 
77 Summer Street, Boston 10, Massachusetts 


February 15, 1947 43 











NEWS FROM NEWMARKET, NEW HAMPSHIRE 
stot LITTLE YANKEE sive 


Items of Interest to Little Yankee Dealers and friends & ay Published now and then by The Yankee Shoemakers 








RMA 








OUR FACTORY IN PORTSMOUTH, N. H. 
HELPS US SERVE YOU BETTER 


We have never relaxed for a moment in our striving to 
serve you better. Certainly our new factory in Portsmouth 
is convincing evidence of this fact, and of the vigorous 
growth and progress of The Yankee Shoemakers. 

Portsmouth, which is fourteen miles from Newmarket 
{site of our home plant), is in the heart of a shoemaking 
community where men and women who are famous for 
their craftsmanship have lived for generations. We are 
devoting our Portsmouth plant to the manufacture of 
specialized shoes and Yankee-Debs. 

It is easy to understand why these shoes, like all Little 
Yankees, are top-quality shoes. Not only are our workers 
highly skilled, but the factory itself plays a vital role, 
thanks to its efficient arrangement and completely new 


and modern equipment. 


— — 
= 





Our combined facilities at Portsmouth and Newmarket 
make us one of the largest producers of children's quality 
shoes in America. Before long, Little Yankee Shoes and 
Yankee-Debs will be leaving our factories in steady, ever- 
increasing quantities. 

Yankee Shoemakers are marching forward to leader- 
ship! We'll keep you informed about further developments. 
Sincerely and with best wishes, 


fn 


President, The Yankee Shoemakers, 
Newmarket, New Hampshire 


The Yankee Shoemakers’ new factory in Portsmouth, New Hamp- 
shire. Here specialized shoes and Yankee-Debs are manufactured. 
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BECAUSE THEY’RE SO 
SOFT AND SMOOTH 


oon 


INSOLE 
SPLITS 


ARE USED IN 


Inside smoothness is essential 
in well made shoes for children. 
Colonial Finished Insole Splits are absolutely smooth, uniform in thickness, easy to channel, 
and come cropped for greater cutting advantage. We're proud to say they meet the high 
quality standards set for all materials that go into Dr. Posner’s Scientific Shoes for children. 


‘4 , Mé-Mlit TANNING COMPANY, INC., Boston 11, Massachusetts 
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MAN-STYLE SHOES FOR BOYS 
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INTHROP SHOES for men 
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FOR ANY AGE AND EVERY TASTE 
Catch ’em while they’re young with man-style Winthrop Jrs. and hold ’em for 


range of prices — enables any dealer to enjoy the many advantages of 


The completeness of the Winthrop line — Winthrop Jrs. for boys, In-’n-Outers 
for leisure and Winthrop Regulars in a variety of types and styles and a wide 


years to come with Winthrop’s acknowledged style and value leadership. 
filling all his needs from one reputable, recognized source. Yes, 


Winthrop’s well rounded family takes the headaches out of 


buying, makes selling a cinch. 
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Color Deeth- 
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BE BE TONE 


It brings out the grain of the leather. It pro- 
vides unusual color depth and a hand-rubbed 
appearance. It’s Be Be Tone—the new tan 
shoe color finish. It rubs on and wipes off 


easily, without streaks, mellowing the tone 


of the leather and providing a uniform 
color base. 

You have a choice of sixteen warm color 
tones— golden browns, wines and mahog- 


anies—for “toning” any tan leather shoe. 


A Product of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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Good News from California 


CALIFORNIA COBBLERS are pleased to announce, due to new arrangements 
with our tanners, that our closed heel low-cut leather styles* retailing 
now at $7.95 will be priced to sell at $6.95. 

The Thong sandals (Strip Toes) will be priced to sell for $4.95. This will be effective on all 
shipments leaving the factory after February first. It is in line with Cobblers’ policy of giving 
your customers the advantage of the Cobbler quality at the lowest practical price levels. 

The retailers who still have some stock on hand will be protected for 60 days. New prices 
will not appear in advertisements in any national magazines earlier than April issues. 


We urge you, however, to take advantage of the new lower price to increase your sales 
and build your customer good-will. You will find it will repay you well. 


WATCH FOR YOUR COBBLER SALESMAN NOW ON THE ROAD WITH 
THE COMPLETE LINE OF NEW SPRING AND SUMMER STYLES 








* These are style numbers: 104, 87, Z e 
193 (163), 176, 189, 191, 183 . 
1212 STANFORD AVENUE LOS ANGELES 21, CALIFORNIA 
February 15, 1947 “ag 








Lita Conus Goods Deal / 


STRIKINGLY COLORFUL, POWERFUL SALES-BOOSTING 
NEW CABINET FEATURING 13 ASSORTED FAST-SELLING 


NATIONALLY ADVERTISED 


D' Scholls USIE 


FOOT COMFORT* REMEDIES FOOT RE MEDIES 


















ITH this striking new colorful 

cabinet on your counter near your 
cash register, or in some other spot 
where your customers can see it and 
help themselves— you'll get sales-action 
—two to three times your normal 
turn-over of Dr. Scholl’s. Your cus- 
tomers constantly read abdut Dr. 
Scholl’s Foot Aids in leading maga- 
zines and newspapers. They need 
only this reminder to buy. 


BONUS GOODS 
% Doz. 
DR. SCHOLL’S 
SUPER-SOFT ZINO-PADS 
Corn Size 





COSTS YOU $14.11—YOU GROSS $23.25 


Wholesale Wholesale 
QUANTITY ITEM Per Dozen Extension QUANTITY ITEM Per Dozen Extension 
1% Doz. Dr. Scholl's Super-Soft Zino-pads, % Doz. Dr. Scholl's Kurotex............-- 2.00 1.00 
GHEE 2 asasedsasessonss $2.80 = $3.50 % Doz. Dr. Scholl's Kiro Felt..........00. 2.00 50 
0 Ges. Or. Shee Superte® Eho-peds, % Doz. Dr. Scholl's Foot Powder......... 2.80 47 
SS Biking edicanscess 2.80 2.80 
% Doz. Dr. Scholl's Foot Balm (Ointment) .. 2.80 46 
% Doz. Dr. Scholl's Super-Soft Zino-pads, 
SE Te FERS a I Be 2.80 1.40 “% Doz. Dr. Scholl's Foot Balm (Bottle) s+eee 2.80 47 
Ye Doz. Dr. Scholl's Super-Soft Zino-pads, % Doz. Dr. Scholl's “2" Drop Corn Remedy. 2.80 A7 
Sa tcccenaesceten 2.80 70 % Doz. Dr. Scholl's Sulfa Solvex.......... 4.00 .67 
% Doz. Dr. Scholl's Moleskin. ...........- 2.00 1.00 Y% Doz. Dr. Scholl's Solvex Ointment 50c... 4.00 .67 


$14.11 
® Foot Comfort Trademart Reg. U.S. Pat. Q8. 


THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago - 62 West 14th St., New York 





50 Boot and Shoe Recorder 


























eer" 











J $s 


Sess 
/ 


HOC: 





EXECUTIVE OFFICERS 
EVERIT B. TERHUNE, President 


VICE PRESIDENTS 
Bernard C. Bowen Hugh M. Bowen 
Gordon Scott 
Everit 3. Terhune, Jr.. Advertising Manager 


EDITORIAL STAFF 
Raymond L. Fitzgerald, Editor 
John J. Reilly, Art Editor 
Owen A. Thomas, Research Editor 
Eleanor M. Rutledge, Fashion Editor 
Anne R. David, Managing Editor 
E G. Anderson, Associate Editor 
Herbert 8. Goodridge, Make-up Editor 
Loren D. Keys, Jr.. News Representative 
Elinor Fox, Fashion Assistant 


WASHINGTON STAFF 
L. W. Moffett Eugene J. Hardy Kari Ranneis 


LOS ANGELES STAFF 
Harry R. Terhune Juonite Sayer 


ADVERTISING STAFF 
Robert Lewis Stephenson 
100 East 42nd St., New York 17, N. Y. 
Telephone: Murray Hill 5-8600 
8. C. Bowen 
20? S. State St., Chicago 4, Ili. 
Telephone: Wabash 8059 
Hugh M. Bowen 
1221 Locust St., St. Louis 3, Mo. 
Telephone: Central 9698 
Gordon Scott 
10 High St., Boston 10, Mass. 
Telephone: Liberty 4440 
Clarence R. Heyde 
Chestnut & Séth Sts. Philadelphia 39, Pa. 
Telephone: Sherwood 7-1424 
Harry R. Terhune 
S410 Wilshire Bivd.. Los Angeles 36, Cal. 
Room 307 Telephone: Webster 3277/8 


Member Audit Bureau of Circulctions 
Mexico 


sf 


Washington Newsreel 52 
Talk of the Trade 55 
Editorial Outlook 57 
California Shoe Designers Quicken Their Pace 58 
1947 Looks to a White Summer 60 
Style Promotion Increases Sales 63 
Resort Story for Men .......... 64 
50-Year-Old Store Modern in Look and Outlook 66 
Teen-Agers want a Department of Their Own 68 
Out of the Ashes ......... , al 70 
Help ‘Em Say "Yes" 72 
Women Today Choose Kidskin 80 
Manufacturing and Markets 94 
Review of the Retail Trade . 97 
Cowboy Boots Are His Hobby 102 
Shoe News ..... 139 
Dates to Remember ........ ne . 142 
News of the Salesmen and Suppliers 161 


Owned, Published and Copyrighted, 1947, by 


® CHILTON COMPANY (INC.) ® 


Executive Offices 


Chestnut and 5éth Streets, Philadelphia 39, Po., U. S. A. 
Editorial and Advertising Offices 


100 East 42nd St.. New York 17, N. Y. 
Officers and Directors 


JOSEPH S. HILDRETH, President 
VICE-PRESIDENTS 


EVERIT 8. TERHUNE P. M. FAHRENDORF JULIAN CHASE 
THOMAS L. KANE 6. C. BUZBY CHARLES J. HEALE 
WILLIAM A. BARBER, Treasurer JOHN BLAIR MOFFETT, Secretory 
HARRY ¥. DUFFY T. W. LIPPERT FRED V. COLE 


WILLIAM H. VALLAR, Asst. Treas. 
PAUL WOOTON, Washington Member of the Editorial Board 


Business Papers. Yearly Subscription Price: United States and Possessions, 


Associated t 
and Cuba, $3.00; Canoda, $3.50; Foreign, $/0.00. Single copy, 25 cents. 


Vol. CXXXI, No. 6 
February 15, 1947 








ist shinglon newsreel 


L= by EUGENE J. HARDY 





Despite protests from various segments of the shoe industry, the 
Office of International Trade, Department of Commerce, has relaxed export 
controls on hides. An export quota for February of 60,000 heavy cattle hides, 
Winter kill, has been established. The Department of Commerce was bludgeoned 
into this move by a large group of Western Congressmen and Senators who in turn 
were goaded into action by a very small number of Western packers. These 
Western packers originally asked for complete lifting of controls, but were 
satisfied with the quota which was thrashed out after two days of meetings with 
government officials responsible for administering the export controls. 


Fortunately for the shoe trade the number of hides to be licensed 


is comparatively small and the hides are not a very desirable type. Future 
monthly quotas will be set only after a thorough review of the supply situation. 

The Department of Commerce still hopes to retain the hide controls 
until at least June 30 for the reasons set forth on this page on February l. 
These controls may be eased further before June by increasing the permitted 
export quota. 

While the government's primary interest in maintaining these controls 
is to protect domestic industries as well as to stabilize domestic hide 


prices, there is another important reason for holding exports in check. This 


lies within the realm of diplomacy. 


United States officials are well aware of the extreme world shortage 
of hides and leather and are willing to help out to the extent of permitting 
exports of any surplus that may exist in this country. However, various 
countries which rigidly control their domestic economies have cut off supplies 
of vital materials needed by the American shoe industry, notably goat and 
kidskins. The United States has always relied on imports for large quantities 
of certain raw materials and does not like being cut off from these sources by 
artificial restraints imposed by socialistic foreign regimes. 


Therefore, our representatives have been trying to horse trade these 
countries into relaxing these controls, using our e rt controls on hides as 
a bargaining weapon. Many meetings have been held with the British on this 
subject, and it is hoped that some practical results will be evident in the 
not too distant future. 


Briefly, the situation in regard to the major import items is some- 
thing like this: 


Cattlehides — The United States normally imports about 15 per cent 
of the cattlehides”used in this country. Imports were well below this figure 
last year, and are expected to be still lower this year. The primary reason 
for the drop is the export controls that have been imposed by the South Ameri- 
can countries, notably Argentina. Another factor is the prevailing higher 


price level in these countries. 
Calfskins - Imports normally account for about 30 per cent of 


domestic consumption. They were much lower in 1946 and there is little outlook 


for improvement this year. The European countries which were the principal 
exporters of quality skins have not yet attained normal production and are 


consuming much of the output in their own industries. New Zealand, another 
important supplier, has restricted the quantity available for shipment to this 


country, while Australia is consuming greater quantities than before the war. 
[TURN TO PAGE 88, PLEASE) 
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RAY A. ALLEN, shoe buyer at 
Hills, McLean and Haskins, Bing- 
hamton, New York, says: 

“Now you must stand on your 
own feet instead of depending on 
the government, through OPA, to 
run your business for you. The OPA 
told you what to do; now you must 
tell yourself. Few retailers would 
have it otherwise, as the government 
was not interested in whether or not 
you made money, or in the incon- 
venience which regulations caused 
you. 





all 
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“Now shoe dealers can once more 
manage their stores. And they will 
have to do so, as conditions are 
changing fast and making it more 
necessary for buyers to keep in touch 
with sources of supply. Competi- 
tion is coming back again. Cus- 
tomers already are looking for a 
wider range of styles. During the 
war they put up with a limited selec- 
tion but the inevitable reaction has 
set in and the public is hungry for 
new styles. Although manufactur- 
ers favor limiting the number of 
styles for economic reasons, custom- 
ers take the opposite attitude and 
retailers must supply broad assort- 
ments. 

“Soon stocks and turnover must 
return to their pre-war status. There 
is no way out. Stores that sell na- 


Februory 15, 1947 








tionally advertised brands, mainly, 
will have the least to fear from con- 


sumer resistance.” 
= * * 


ROBERT A. SEIDEL, vice presi- 
dent and controller of W. T. Grant 
Company, says: 

“We must start again to BUY 
goods; to be the purchasing agents 
for our customers. We must buy the 
goods that our customers want. We 
must be selective. We must insist 
on an immediate end to such prac- 
tices as arbitrarily allotting or al- 
locating goods in quantities and 
assortments that are not geared to 
our customer's needs. We must be 
meticulous in insisting on quality 
standards. We must be sure that 
every one of our suppliers realizes 
that a flood of postwar quality 
goods is already long past due, 





that our customers will no longer 
tolerate inferior substitutes, and 
that consequently we have no choice 
but to insist on A-1 quality through. 
out. We must be definite in specify- 
ing quality standards, and we must 
insist on rigid adherence to them. 
We can no longer be satisfied with 
slight improvemeat over the sub- 
standard goods of recent years, but 
rather we must demand immediate 
return to prewar or better quality 


standards.” 


FEBRUARY 15, 1947 * k *& 


WILLIAM S. STREET, president 
of Frederick & Nelson, Seattle, 
Wash., told the retailers at the Na- 
tional Retail Dry Goods Association 
convention : 

“Retailers as well as manufactur- 
ers and labor have an opportunity 
in the next many months to show 
whether or not they understand the 
effects of their actions on the econ- 
omy as a whole by the manner in 
which they approach the problem 
of prices. What we do today with 
the prices of cur merchandise or 





cur labor will help to determine the 
kind of economic pattern we will 
have tomorrow, perhaps next year 
aud even longer. If we expect man- 
ufacturers to show caution in their 
pricing, then we must do likewise. 
What the traffic will bear is not nec- 
essarily the premise on which to 
price merchandise and I might add 
—or labor. Not when it is scarce. 
Not when the country is struggling 
to readjust the balance between 
wages and prices. Not when busi- 
ness and labor have a chance for 
the first time in years to prove that 
a free economy works better than a 
regimented economy. 

“All of us must have the strength 
of purpose to resist the temptations 





offered us by a freedom from con- 
trols. We must price our goods as 
merchants not as speculators.” 





RECORDER'S EDITORIAL 


—S. A. Knisely, 

President of Associated Busi- 
ness Papers, Inc., in a recent ad- 
dress delivered before a group 
of business executives said: 

"There is no channel of public educo- 
tion and information as free of the taint 
of foreign ‘isms’ as the leading Business 
Papers of this country. You'll find great 
plashes of ic coloring — from 
light pink to deep red—in schools, col- 
leges, newspapers, periodicals, text- 
books, movies, radio, literature, art and 
profession. But, you will nof find any- 
thing but an intelligent, tempered, and 
analytical liberalism in any good Busi- 
ness Paper. ‘Evolution’ yes, but ‘Revo- 
lution'—never.” 

—Boot and Shoe Recorder ever 
since its beginning in 1882 has 
insisted upon and maintained a 
clean, aggressive and progres- 
sive editorial policy. Facts and 
studied interpretation—not bias 
and judice—have motivated 
our ideal of publishing a Business 
Magazine that will serve as guide 
and inspiration to the shoe mer- 
chants of our country. 

—That has been our policy and will 
continue to be our policy. 


President 








STECKLER’S MEN’S SHOP of 
Bluefield, West Virginia, tells us: 
“Ours is a small town men’s shoe 
department. For many years the 
shoe buying public, locally, has 
been subjected to generally im- 
proper fitting. The greater ma- 
jority of the ex-G.I.’s came out of 
the service with a great faith and 
respect for the manner in which 
they were fitted in the Armed Forces 
and they expect and demand to be 
fitted properly in civilian life. In 
most instances, they prefer a liberal 
fit, leaning toward slightly wider 
widths than they actually need.” 


PHIL MASHBURN, buyer of la- 
dies’ shoes for Gude’s, Los Angeles 
and Pasadena, says: 

“I have a strong feeling that 
although customers resent higher 
prices these days, they resent poor 
quality and poor workmanship far 
more. I know they are far more 
vociferous about it. We are clean- 
ing house of all unwanted merchan- 
dise and will watch the quality of 
footwear we buy more carefully 
than we ever have. 

“I am of the emphatic conviction 
that the shoe retailer’s first duty is 
to the customer, and if he expects to 
do a lasting business, I think he 
should strive to give her the best 
quality footwear obtainable, the ut- 
most value for her money, and the 
best service he is capable of ren- 
dering, even if it means giving a 
little less quantity.” 


E. R. WATROUS, president of 
Morse and Herrick, Binghamton, 
New York, says: 

“To operate successfully during 
the next few months retailers must 
make some change in methods. They 
must readjust from a policy based 
on shortages to one based on great- 
ly increased stocks. This change 
makes caution in buying advisable. 
Dealers can no longer accept sea- 
sonal goods when the season is al- 
most over. Cancellations of past due 
orders will become common because 


dealers cannot be expected to tie up 
capital in unwanted shoes when they 
must concentrate on fast-moving 
items. 

“Much as retailers would like to 
maintain present fast rates of stock 
turn-over, normal expansion of as- 





scrtments and sizes will slow it down 
to a rate approaching that which 
prevailed before the war. Competi- 
tion will force stores to carry broad- 
er lines of merchandise. Clearance 
and promotional sales will soon be 
common after a lapse of five years. 
To sell expanded production which 
shoe manufacturers are planning, 
aggressive methods must be used. 
Advertising and display must be 
used more effectively and salesman- 
ship will have a comeback. 

“T have been through three wars 
and expect conditions following the 
one just ended to run more or less 
true to form. Prices will go up, 
then level off and decline; but will 
not get back to where they were be- 
fore the war. While the shoe busi- 
ness can experience some rather 
sharp price adjustments, they 
should not approach the unstable 
situation which seems to prevail in 
women’s clothing and furs.” 





"Certginly not. Sir. | haven't forgotten you.” 
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ditorial outlook 


What Price Level for Shoes? 


THERE are, as we see it, two sides to this price pic- 
ture that has been the focal point of so much recent 
discussion and concern in the shoe business. 

On the one side is the desirability of finding price 

levels that will keep merchandise moving and enable 
the shoe business to continue at the high rate of pro- 
duction and distribution it has attained in recent 
years. 
On the other side is the necessity of establishing 
prices at a point that will make it possible for shoe 
people to stay in business and earn a profit com- 
mensurate with their investment of capital, brains and 
energy. 

It seems to us that the viewpoint that current shoe 
prices are too high has been somewhat overemphasized 
in the argument and discussion thus far. Let’s grant 
that they have been, and perhaps are still, in some 
isolated instances, too high. Situations of that kind, we 
believe, will quickly correct themselves. When any 
product or item of merchandise is overpriced, customers 
become reluctant to buy, inventories increase, mer- 
chants reduce prices through clearance sales or other- 
wise, and eventually the balance is restored. 

But there are some factors in the broad picture today 
that stand as obstacles to a quick, easy automatic 
adjustment of that kind. The primary markets for 
raw materials necessary to produce leather and shoes 
are hardly in a position to yield quickly to price pres- 
sure brought about through consumer resistance. Such 
resistance will undoubtedly tend to reduce prices on 
particular items as long as inventories are out of bal- 
ance. But when stocks are reduced and the merchant 
goes back into the market, the prices he must pay for 
replacement will still depend on the current situation 
relative to leather, raw materials, labor and a multitude 
of other factors which today are operating to maintain 
relatively high price levels. 

The fact that cattlehides are more abundant and 
lower in price may tend to ease prices somewhat on 
the types of shoes in which medium and heavier weight 
leathers predominate. Whether this tendency will con- 
tinue depends largely on the future of export controls. 
The calfskin situation is still very tight, and it will be 
a long time before goatskins are available to tanners 
here in the quantities they could readily command be- 
fore the war. Labor costs have not decreased in shoe 
factories or tanneries; on the contrary they have 
advanced and still show tendencies in that direction. 
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So that regardless of the direction in which you look 
for lower prices, you don’t get very far before you 
are forced back to the conclusion that the nation’s 
business is still operating in a high price, high wage 
economy and is likely to continue so, at least for the 
foreseeable future. 

Taxation is a symptom of that situation and likewise 
a factor making for its continuance. The new Congress, 
through some of its leaders, was definitely pledged to 
lower taxes, but right now is experiencing difficulty in 
making good on its pledges. And even if taxes are cut 
20 per cent, they will still bear down heavily on the 
great masses of our population. Tax deductions, more 
than any other one thing, were probably accountable 
for the extent of last year’s labor unrest; it was the 
amount of take-home pay left after taxes that caused 
such deep and widespread dissatisfaction. If you re- 
duce labor costs sufficiently to lower prices of mer- 
chandise materially, who’s going to pay the taxes and 
what's to become of the war debt? 


AND why, after all, should business people, particu- 
larly shoe people, be so deeply concerned at this time 
about a price level that merely reflects present costs’ of 
production and distribution in a world market that is 
probably as free as we can hope to make it under exist- 
ing world conditions? Wasn't a free market the thing 
we were asking for, and demandine. all through the 
years of price controls and regimen‘ ation? 

Granted, today’s shoe prices look high compared with 
pre-war prices, are shoes the only items of apparel on 
which prices have materially increased? How about 
suits, shirts, shorts, pajamas? How about luggage and 
handbags, if you want to narrow down the comparison 
to merchandise made of leather? 

Except in the case of certain shoes that may have 
risen out of due proportion, why should shoe people at 
this time argue in favor of lower shoes prices? Wasn't 
it higher shoe prices we were asking for all through 
those difficult years when we thought shoes were priced 
too low for profit and too low to pay a living wage to 
shoemakers and salespeople? Nobody wants shoe 
prices to be unreasonable, unfair or beyond the cus- 
tomer’s ability to pay. But by the same token, no one 
should expect them to fall below the point where maker 
and manufacturer can pay a living wage to labor and 
profit reasonably themselves. It’s a balanced and 

[TURN TO PAGE 115, PLEASE] 
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Miss Gordon at Beverly Hills Club 
wearing dressy hand-painted, black 
satin sandals; 24/8 sculptured wedge: 
one-quarter inch platform. Ted Saval. 





White suede csymmetric 

wedge sandal. Play-Tano 
Original by Califormia 
Shoes. Ltd. 

















Left: “Sunset Strip” dressy casual 
shoes by Illing of California on 21/8 j - 
sculptured wedge; interesting asyi- 
metric strap detail; half-inch platform. 


CALIFORNIA SHOE DESIGNERS 


Draw Inspiration From Their Scenic State, Present More High Style 









and Diversity in Spring Lines. Many Houses Using Regular Lasting, 
New Constructions and Leathers. Closed Styles Have 
the California Touch for Glamour and Foot Fiattery. 


a THERN CALIFORNIA shoe manufacturers are sure to 
set a wealth of new trends with their Spring footwear fashions. 
Inspired by scenes from their own Poppy State, these stylists. 
famed for the dramatic. have imbued their designs with the 


New silhouette: “Cover-Up,” glamour, the freedom, and the color that are the hallmarks of 


in pastel Ruffglove. Back 
tab, peaked front; Joyce, Inc. 


this section. 

Their lines are more diversified and more high styled than 
in recent seasons. With materials more plentiful, they are 
utilizing new constructions and new leathers. Although the 
emphasis is still on the slip-lasted casual with its wedge and 
platform, some manufacturers who formerly concentrated on 
this type are using conventional heels, and several of them 
have announced their intention to make regular lasted shoes 
and to discontinue their slip-lasted lines. Practical walking 
shoes are gaining new importance. One manufacturer is. com- 
bining sliplasting with the stitchdown construction to give 
greater flexibility to walking shoes. Closed-toe oxfords for 
heavy duty wear. with the added California touch of perhaps 
a wedge or a platform for extra comfort and foot flattery, are 
another important innovation. 





The saddle oxford, favorite of school girls from infancy to 
Barefoot sandal; brown, natu- teen-age, now has the California individuality of an inch-high 


ee aa cs aie wedge and a one-half inch platform. aimed at adding comfort 






Boot and Shoe Recofder 






















as well as glamour. Designed by Seymour Fabrick of 
Hollywood Skooters, this smart-looking closed-toe shoe 
---ideal for play or for hiking—is of elk in combina- 
tions of white with brown, blue, black, and red. 

A new process with a single sole that combines slip- 
last and stitchdown processes for flexibility is used on 
a tailored alligator calf walking shoe by American 
Walkers. An open-toe, open-quarter oxford, it has a 
14/8 covered heel and comes in brown, navy, red and 
black alligator calf. 

All of the colors of the rainbow as well as the Spring 
standbys, navy and white, have been adapted for two 
new suede sandals by Studio Shoes. Named “El Toro” 
and “La Jolla,” both styles feature clever strap details, 
with the emphasis on bareness. William Collat de- 
signed them so that they will complement Spring prints 
as well as sunsuits. Both have 8 8 wedges and quarter- 
inch platforms. [TURN TO PACE 130. PLEASE | 





“Free Soul,” crepe sole moc. SX 


casin oxford; cork platform. 
Elk or “Jimmy pig.” David 
Frank’s of California. 
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Wedge saddle oxford on half- 

inch platform. White elk with 

brown, blue, black, red. Holly- 
wood Skooters. 


Miss Gordon at Brown Derby wearing 

clog sandals by Ryder of Californiu; 

30/8 clog; one-quarter inch platform; 
hand embroidered varn details. 


QUICKEN THEIR PACE. .... 



















Miss Gordon wears “Andrea” 
sling pump spectators by Bill 
Rogers of California Patios; 
22/8 conventional heel; one- 
eighth inch platform. 















Anita Gordon, |6-year-old starlet who sings on 
the Edgar Bergen show, has been chosen by South- 
ern California shoe manufacturers as having the 


most perfect junior miss feet. 


Anita was selected from a group of Hollywood 
teen-age personalities as possessing the most per- 
fect 4B feet in Cinemaland. 












by JUANITA SAYER 





* “Charlotte,” dressy closedtoe 
suede sandal with 18/8 wedee 
By Vic Colton. 




































1947 Looks to a 
WHITE SUMMER 


White Dresses, Suits and Coats; 
White Hats, Neckwear and 
Gloves; White Lecther Hand- 
bags and Shoes All in the Spot- 
light When White from Top to 
Toe Makes High Style News. 


by ELEANOR RUTLEDGE 


LAST Summer the demand for white shoes far ex- 
ceeded the supply. Women filled this gap with play 
shoes in white, blond and other light color leathers. This 
year there is every reason to believe that the demand for 
white, unsatisfied last Summer, will be equally big or 
bigger. It is very probable that the over-all supply will 
again be insufficient to meet the consumer demand. 
With the continued shortages in leathers, especially the 
lighter weight calfskins and kidskins, a number of tan- 
ners have felt obliged to put most of their production 
into black, browns and navy. Some have not tanned any 
white leathers this year. 


Photograph: Typical of the all-white costume 
slated for important style acceptance this Sacony 
suit made of genuine Palm Beach cloth. Shoes, 
starting upper left: White suede sandal designed 
for many types of Summer clothes; Mercury. 
Light and soft but sturdy this white elk shoe. 
Also laced with tongue inside, Sambros of Holly- 
wood. Perennially popular “Scout Loafer” in 
white elk; Sandler of Boston. Charm and soft- 
ness in draped kidskin pump; Johansen. 



































In view of these facts it is encouraging to find that 
there are some shoe manufacturers able to report a suf- 
ficient supply of white leathers in both suede and other 
surfaces to enable them to meet their customers’ re- 
quirements. First in demand is suede and here kid suede 
is being used both for spectators and all-over white 
shoes. Some calf suede and other heavier skins are also ‘ 
available now and are being used in women’s shoes. 
especially in spectators. Kid suede is being put inte 
spectators, too, as well as into dressier all-over white 
shoes. Heavy suede leathers for men’s shoes are re- 
ported to be in short supply. Also being used in all-over 
white shoes for women are crushed and grain kidskins, 
white elk finish, cattlehide and smooth calf andekid- 
skins. A little kangaroo has been put into women’s shoes. 
The supply of white leather varies in individual factor- 
ies. Some manufacturers report a sufficiency due to the 
fact that during the past year they have been accumu- 
lating a reserve stock pile. As a result of this policy 
e they are now able, they say, to meet their customers 

demands. However, these orders are still governed by 
: allotment restrictions and cannot entirely represent the 
r buyers’ estimates of consumer demand for white shoes 
in their stores. [TURN TO NEXT PAGE, PLEASE] 
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Starting at lower left: Carrying out the mood for all- 
white, this spectator strap; a Styl-Eez from Selby. “Turf 
Hugger” spikes important feature of white elk “Sport- 
ocasin” with brown trim; Bass. To round out a Summer 
wardrobe a graceful white sandal; Tupper. Very open, 
low heel, many-occasion sandal from new flexible sole 
Chou-Choux line; Pli-Mode. Classic brown and white 
Arnold Authentics spectator stepin. 














In discussing this question, most retailers as well as 
manufacturers, expect that this will be a big vear for 
white shoes. First and foremost, they anticipate a de- 
mand for spectators, with the classic pump with tan tip 
and foxing and closed back and toe considered to be the 
number one pattern, especially with the younger crowd. 
Spectators with closed toe and open back and the more 
conservative closed back and open toe are also wanted. 
The latter is favored by the more conservative woman 

[TURN TO PAGE 118, PLEASE] 


Photograph: White dickey with embroidered yoke 
effect and up-standing collar, indicative of Spring trend 
to pretty white neckwear; from Kraines. Shoes, starting 
upper left: White suede d'Orsay, popular closed pattern 
for\Summer; Brauer. Tailored flat, smart for women 
and “girls; a Randoms by Stetson. White elk prewelt 
oxford by Nevelk, for working, walking. Open vamp, 
tailored pump, a smartly conservative Arch Preserver 
from Selby. Number one favorite classic spectator in tan 
and white; Walk-Over from Geo. E. Keith. Youthful 
dOrsay outline, popular closed pattern on low wedge; 
DeLiso Debs by Samuels. 
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INTHROP 
Shoe 





Attractive displays, set in an atmosphere designed to please the male eye, are a great help, 
Vr. Austin finds, in building up in the minds of passers-by the idea that this is a store in 
which fashion-right shoes for men may be found. 


Style Promotion Increases Sales 


FOR those who believe that style in men’s shoes, be- 
yond conservative, well-established designs, is a rela- 
tively inconsequential factor in sales appeal, it would 
be an illuminating experience to visit Tom Austin’s Win- 
throp Shoe Store, just off Fifth Avenue on East 45th 
Street. 

Mr. Austin specializes in high style men’s shoes 
Those that he does not design and have made to order 
come from the Winthrop Shoe Company—but practi- 
cally all are distinctive, none commonplace. 

The current favorite at his store, according to Mr. 
Austin, is the Winthrop half-track blucher. with thick. 
grooved rubber soles, moccasin vamp and ghillie lacing. 
Twenty-five pairs of this shoe were sold on the first day 
this number arrived. Mr. Austin reports. some of which 
were back orders. “Funny thing is,” Mr. Austin said, 
“everybody likes this shoe. young men in college. busi- 
ness men and especially Englishmen. As a matter of 


fact. the Italian ambassador came in a short while ago 
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and bought a pair in 5D. and a little later bought several 
more pairs.” 

Other designs that Mr. Austin has found particularly 
attractive to the post-war customer are the Norwegian 
moccasin, the casual with heavy welting and the Klomp. 

Where style is emphasized, accessories have a natural 
advantage in the customer's eye. This selling point was 
not lost on Mr. Hand-tooled Western belts. 
socks and the rest are well displayed and coordinated. 


Austin. 


Soon after Mr. Austin opened his store six years ago, 
Frank Walsh. a golf professional, bought a pair of golf 
shoes from him, and was apparently so impressed that 
he passed along a good shoe tip to his friends. Since 
that time. the clientele of the store has included Craig 
Wood, Henry Picard, Jimmy Thompson, and the famous 
trick-shot artist. Joe Kirkwood. 

Since the end of the war and decontrols, the inven- 
tory of the store has been greatly increased and diversi- 
fied, and a major part of orders that had accumulated 
has been filled. 
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RESORT STORY FOR 


Left: Western cowboy outfits and beots are 
important in the resort wardrobe. These 
suits are of gabardine appliqued with floral 
patterns; boots are seen in green, red, tan, 
and blue trimmed with butterfly, floral and 
other decorative Western motifs. 





Two shirts for leisure wear. Lejt: 
A slipover shirt with placket front 
designed so that the shirt can be 
buttoned and worn with a tie or 
open at the throat. Below: The 
inner-outer sport shirt of wool 
gabardine with set-in coat sleeves 
and extra large bellows pockets. 
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Casual sports clothes call for casual shoes, and the two- 
tone seems to lead in popular Florida resorts. The moc- 
casin is particularly favored, especially when it combines 
shades of tan on white. 


SPRING shoes for men, now seen in Win- 
ter resorts like Miami Beach, Palm Beach 
and Palm Springs, emphasize a definite 
trend toward new style treatments with 
more decoration. More styles are available 
and it would appear that men are striving 
to get as far away as possible from the 
plain shoe of war days. This is reflected in 
street shoes and in sports models as well. 
Perforations in intricate patterns are in 
demand; the more holes or bolder pattern 
a shoe can offer, the better men appear to 
like it. 

Florida reports that moccasin-type shoes 
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MEN 


Below: Suede contrasts on tweed 
are featured in this version of the 
loafer jacket introduced at Palm 
Springs, Cal. Natural suede is used 
on yoke and flap pockets. 
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These three sport shoe models are seen everywhere in Florida 
resorts. The two-tone loafer-pattern worn by the man in the 
center is in high favor for all leisure occasions. 










Bolder Treatments and More Decora- 
tion Stand Out in This Season's Styles, 
Which Set the Pace for Summer. Scarc- 
ity of Lightweight Shoes Hampers Sales 
















are selling well, particularly as leisure shoes. This 
model, whether plain or with simulated strap, is 
ideal for wear with the casual sports suits so gen- 
erally worn in this area at this time of the year. 
Later the same thing will be wanted in northern cities 
or resorts. A number of the best shoe dealers are play- 
ing up the idea of a comfortable shoe for “loafing time.” 

Two tones continue to be popular. Soles reflect a pre- 
war fashion of flexible double soles. 

A Florida West Coast correspondent reports that there 
is a growing interest there in shoes of lighter construc- 
tion, and this applies not only to men’s shoes but also 
to growing girls’ and boys’ footwear and to women’s 
welts. In speaking of this development a retailer ob- 
served: 

“We thought the National Shoe Retailers Association 
had a wonderful idea some years ago in promoting light- 
weight shoes for men, built of lightweight leathers. 
Some manufacturers responded to the stimulus, but be- 
cause the retailers up North didn’t think much of the 


idea of stocking and promoting two weights of men’s 
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Efforts of Many Southern Stores. 


shoes, I reckon it just died out. But there are thou- 
sands of stores all through the South that would wel- 
come back those lightweight shoes.” 

Scarcity of calfskins in the lighter weights undoubt- 
edly has much to do with the inability of retailers to 
obtain as many of the lighter weight shoes in street and 
dress types as they would like to have, but in any event 
merchants here feel that there will be an increasing 
market for them as they become available. Meanwhile 
crushed goatskins suggest possibilities for lightweight 
style development in material more readily obtainable. 

Two-tone wing tip patterns, medium brogues and 
moccasin-type oxfords are popular in Florida West 
Coast resorts, but many of these appear heavy when 
viewed with thin slacks, sport shirts or seersucker busi- 
ness suits. Sandals, wedge sole footwear and leisure 
slipons-are less popular on the more conservative West 
Coast than in East Coast resorts and California; many 
of the elder men here stick to oxfords of kid and kan- 
garoo, even for wear with light-hued slacks and wash 


suits. 








Handbag department of Wolf's Walk-Over Store in Wash- 

ington. A line of men’s hosiery is carried, as well as 

women’s hosiery and accessories. Modern display cases are 
used, well lighted to show off the merchandise. 





The juvenile department is located on the second floor of 
the store. Comfortable, secluded alcoves are provided, 
and the rustic atmosphere appeals to young customers. 





Fiery years of successful shoe retailing do not neces- 
surily pave a golden road to the future. but they provide 
an invaluable foundation for an enterprising manage- 
ment. Wolfs Walk-Over Shoes. at 929 F St.. N.W.. in 
Washington. which has been extensively remodeled and 
expanded since the end of the war, is a case in 
point. 

The Wolf store. one of Washington’s best-known shoe 
retailers for half a century. located strategically in 
Washington's main downtown shopping district. and 
the possessor of an exclusive franchise for George E 
Keith shoes in the city and suburban areas. has a long 
and well-known tradition of success. But Daniel A. 
Lowenthal. directing the business since his father-in-law 
and founder of the concern. Harry S. Wolf. died in 
1941, is a firm advocate of progress: favorable circum- 





Exterior of the store has an off-center feature which is 
inviting and permits easier view from the street of the stances merely point, as he sees it. to larger success in 


merchandise on display. Notice the large windows. the future. It was his idea that modern competitive sell- 
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Modern in Look and Outloo 





This view of the first floor shows how completely modern 
is this fifty-vgar-old business in a hundred-year-old build- 
ing. Stairway at the right leads to the second floor. 


ing in a stringent post-war market necessitated a highly 
modern store—both in looks and in merchandising 
methods. 

To this end, Mr. Lowenthal remodeled the store front. 
bringing the twenty-year-old show window up-to-date: 
installed a new handbag department, a line of men’s 
hosiery, and an original. attractive juvenile department: 
redecorated and furnished the entire store and added a 
third floor for stock. 

The store now handles. in addition to Walk-Over 
shoes, one other nationally known brand of men’s shoes. 
three women’s lines, several imports, one men’s slipper 
line, four women’s slipper lines, eight brands of chil- 
dren’s shoes, and three lines of rubber footwear. The 
handbag department carries bags from $5 to $100. Since 
December of 1945, 1200 pairs of women’s nylons a 
week have been sold at the hosiery counter. The new 
juvenile department. which was written up in a local 
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paper without a store name, stimulated a response of 
200 inquiries from the public, who know a good thing 
when they see it. 

The building, which is 100 years old, has been the site 
of Wolf's Walk-Over shoes since 1907. Mr. Lowenthal 
negotiated for the purchase of the entire building in 
order to enlarge the operating space. The stock, former- 
ly placed at the rear of the first floor and at the rear of 
the second, is now located solely on the third floor. This 
provides added length on the first floor and room on 
the second for the juvenile department. The offices are 
at the front of the second floor. 

The complete job of renovation and remodeling was 
aceomplished in seven and a half months; during this 
period the store was closed for only nine days—some- 
what of a feat in itself. Wolf's Walk-Over shoes and 
Mr. Lowenthal face the period of the critical consumer 


with something very like eagerness. 
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een-Agers Want a Department 


WHEN an enterprising retailer wants to do something 
badly enough, he can usually find a way to accomplish 
it, despite obstacles which at first glance seem unsur- 
mountable. Such was the case with Geiger & Straus in 
Richmond, Va., a well established store with modern 
ideas. 

J. H. Geiger, owner of the store which up to the pres- 
ent time limited its merchandise, for the most part, to 
shoes “correct and corrective,” decided some months 
ago that the popularity of shoes for teen-agers and col- 


lege students was not a fad of short duration, but a 
trend which had already begun a steady development. 


Wise shoe man that he is, Mr. Geiger realized that these 
shoes could be sold most successfully in their own de- 
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Qf Their Own 


The teen-age shoe department at Geiger 
& Straus in Richmond, Va. Although 
located in the basement of the store, its 
quiet atmosphere carries no suggestion 
of a cut-+rate or budget department. 


The staff of Geiger & Straus, photographed against the false 
wall at the rear of the new teen-age department. Mr. Geiger, 


owner of the store, is seated fourth from the right. 


partment—that teen-age customers like the feeling of 
importance which comes from having their own section 
catering to their particular likes and dislikes. 


The only space available in the Geiger & Straus store 
for a department of this kind was, unfortunately, little 


suited to such a purpose. It was in the basement of the 
building, with an unsightly array of pipes on the ceil- 
ing. Mr. Geiger put his ingenuity to work, and de- 
vised a disguise for the utilitarian fixtures. The pipes 
were removed from the ceiling, and placed along the 
back wall of the department. A false wall was installed 
in front of them, with an attractive floral arrangement 
lending a decorative touch to the room. The walls were 

[TURN TO PAGE 116, PLEASE] 
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DEWEY ano ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASSACHUSETTS * MONTREAL 32, CANADA 
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Not Even a Fire Which Almost Com- 
pletely Destroyed Jay's Shoe Store in 
Montgomery, Ala., Could Stop Its Oper- 
ation for Long, for within a Month Shoes 
Were Being Sold in Temporary Quar- 
ters, and a Completely New Store Was 
Reopened Formally Four Months Later 


SEVERAL months ago fire swept through Jay's two- 
story shoe store in Montgomery, Ala., almost completely 
destroying the structure and the stock. Yet in less than 


a month the management was operating in temporary 
quarters with virtually a complete new stock of shoes, 
and in less than four months a new, improved building 
was near completion, built on the ruins of the old. And 
this during a period of shortages of materials and con- 
struction labor. It is the story of an aggressive, alert 
management undeterred by what might have been a 
catastrophe. 


A. M. Baker, partner of Jay’s, was in Brockton, Mass., 
on a buying trip when he was informed of the disastrous 
fire. He arrived back in Montgomery two days after the 
fire and began immediately to plan the new and im- 
proved Jay’s. In the meantime, the problem of keeping 
an organization intact and staying in business until the 
new store was ready was a very pressing and immediate 
one, and was solved by leasing the second floor of a 
building, a block and a half from the regular location. 
The building had four rooms, each about 12 x 20 feet 
in size, with no shop windows. Two of these rooms 
were painted, papered, and organized as selling rooms. 
The manufacturers that Jay’s had been doing business 
with over a long term of years, cooperated to such an 
extent in shipping merchandise that had been on order 
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Left: The children’s shoe department at 
remodeled Jay’s Shoe Store is located on 
the second floor mezzanine. Below: The 
women’s shoe department at the rear of 
the first floor is completely feminine. 


for Spring delivery, that business was resumed in this 
temporary location a month after the disaster. 

Jay’s was originally opene! in 1937 on one floor, and 
after six years, it was found that expansion was neces- 
sary. A second floor was opened above the first, occu- 
pied by a children’s shoe department and later by a 
children’s apparel department. Each department was 
operated as a separate shop, with advertising to that 
effect, enabling the store to enjoy the prestige of a 
small department store. 

The new store, using the departmentization idea as a 
basis. has a rather unique design, in that the front 
of the building has two floors for 55 feet inside the 
door, each with a ceiling height of 12 feet, and the back 
53 feet of the building has three floors, each with a ceil- 
ing height of eight feet. This extra space provided room 
for a new ladies’ apparel department. The store features 
an open front construction. 

The new store opened its doors to the public on sched- 
ure, despite show windows temporarily set on wood 
blocks, insufficient carpets, and incomplete air-condition- 
ing equipment. Fluorescent light tubes could not be pur- 
chased, and were borrowed from competitor-friends for 
the opening. [TURN TO PAGE 88. PLEASE! 
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You Can 


Help Em Say “Yes” 


Successful Shoe Salesmen Guide Cus- 

tomers Step by Step to a Favorable Deci- 

sion—Chapter Three in a Series on Fun- 
damentals of Selling. 


by EDWARD ROSE 


HAVE you ever gone into a store and asked for some- 
thing and had the clerk hold up an item from halfway 
across the store and ask, “You don’t want this, do you?” 

A ridiculous method of presentation if we ever saw 
one, yet that is the way so many salesmen demonstrate 
merchandise. Stop and listen to yourself the next time 
you are showing something to madame, the customer. 
See if you catch yourself saying, “This isn’t what you 
mean, is it?” 

Of course you know what she'll answer. There’s only 
ene answer to a question like that. The answer is, “No.” 

If your selling conversation runs to negative ques- 
tions, you can’t help but get “No” answers. And it 
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won't have anything to do with the kind of soap you 
use either. 

If you get a customer to saying “No” in answer to 
your questions, she will automatically fall into the habit 
and will say “No” to anything you ask and will even- 
tually “No” herself out of the store to go off in search 
of a store where the salesmen accentuate the positive, 
where questions are worded to get the “Yes” response. 

Remember, the fewer questions the better, but if you 
must ask qustions, ask only those that will get the “Yes” 
response. And let all your questions, statements, and 
suggestions be so worded that they lead you one step 
nearer to the completion of the sale. You are the one 
who leads the customer’s mind from one step to the next, 
from one idea to another, from the moment of her entry 
into the store till the moment she leaves the store with 
a bundle under her arm and with her purse a little 
lighter in weight. 

Let us see how this guide business works. 

Mrs. Fertl comes into your store. Having learned the 
art of adroit questioning, you question her adroitly. 
You discover to your great sorrow that the lady wants 
a shoe in pea soup green to match a dress she’s just 
bought and has worn so that you may have the honor 
of matching the shoes to it. 

You don’t bother asking her to sit down, it'll only take 
that much longer to get her out of the store. You know 
you're wasting your time but just so the boss won't 
think you're always sleeping on the job, you bring out 
a pair of dark green high heel sandals. “This isn’t what 
you're looking for, is it?” 

The question, negative, of course, draws a “No” from 
Mrs. Fertl. “No, indeed,” she elaborates, “what I was 
looking for was something with closed toes and heels 
and a very low heel. And besides that’s too dark. What 
I'm looking for is pea soup green. You see,” she says, 
expecting sympathy from you, “I have to have pea soup 
green.” 

You think to yourself, “The old hag doesn’t know 
what she wants. She only came in here to pester me 
anyhow.” So you say, “That’s all we have.” You put 
the shoes away and stand there with a why-the-hell- 
don’t-you-get-out-of-the-store attitude. 

Which, of course, she obligingly does. Since we know 
that she’s going to go from store to store and pester 
every salesman with her crazy ideas, let’s follow her to 
our competitor’s store. 

Well, there’s that same shrewd salesman who sold Mr. 
Fertl his work shoes. When Mrs. Fertl again asks for 
pea soup green shoes, he doesn’t tell her there’s no such 
thing. He greets her. He seats her. Did you notice he 
didn’t leave her standing in the middle of the store 
like we did? 

He knows just as we did that Mrs. Fertl is crazy as a 
loon and that the chances are ninety-nine to one that 

[TURN TO PAGE 92, PLEASE] 
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in its variety of finishes has assumed its natural position at the 


top of the fashion ladder. Fine kidskin, incorporating pliancy and flexi- 


bility, as well as firmness, lends itself particularly well to the aesthetic and 


smooth designs of this season. Moreover, whether highly glazed or in a 


velvety suede finish, kidskin is the leather especially adaptive to the colors 


the customer wishes to choose for her all-occasion footwear. Thus beautiful 


KIDSKIN—the medium for the finest of shoes. 


&. 


ALLIED KID COMPANY 


BOSTON * NEW YORK * CAMDEN ¢ WILMINGTON °* PHILADELPHIA 
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Sturdy comfortable casuals in white 

crushed kidskin by Town & Country 

to wear with play clothes and for 
active sports. 


Perforation and airiness in a 

medium-heel walking shoe of 

peppermint-green crushed kid. 
{ Valley Shoe Co. model. 


Soft draping applied to kndskin 
in two pumps. Left, Carlisle: straps 
right, Gold Cross. 


Afternoon sandal with finely braided 


underlaid with 
color. Valley. 


contrasting 


Left: Small eve- 
ning bags in gold 
or silver kidskin 
have a universal 
appeal. Theodor o 
California. 


Right: Dressmaker belts 





Stitching from sole to instep and 
geranium red crushed kidskin 
combine in an effective and prac- 

tical casual. 


Simple but luxurious pump in black kidskir 
from LaValle. ornamented with stiff double 
bows, for wear with rich 
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Red crushed kidskin brightens the feet in 
a casual shoe by Town & Country. The 
“simplicity of the shoe is heightened by an 


Valley. unusual stitched-bow treatment. 


Rolled bow stitched in white 

offsets geranium red crushed 

kidskin in a suit pump by 
Valley Shoe Co. 


afternoon costumes. 


7 » 





Gold kid makes a shining evening. Dancing slippers hy 
Capezio. Fitted box bag by Nettie Rosenstein. Flatter- 
ing shaped belt by Arpad. 





of kidskin, featuring soft- 





ness, lovely color and 
variety of design. Burkbe 
Leather Co. 








Simple flat to wear with suits in The “Dirndl” by Town & Country, Breathing space for Summer. In addition to the porosity 
brown suede by Rosenthal, stitched gracefully shirred, and featuring red of kidskin, decorative swirls of perforations make these 
in white, with extension sole. crushed kidskin. shoes light and airy. Strap by Rosenthal; tie by Valley. 


Navy kidskin fashions a simple Popular suit shoe in brown glazed { group of kidskin pumps from Bally of Switzerland, made 


pump with closed heel. larce flat kid with beige French knotted exclusively for B. Altman & Co.. New York. Lacy trim- 
buckle-type ornament. J alley trim, extension sole. Valley. ming details adorn these attractive, comfortable shoes. 


4 Fashion Release by Kidskin Tanners Guild 


WOMEN TODAY CHOOSE KIDSKIN 


by RHEA NICHOLS 


W oMEN are not too analytical in their instinctive choices 

they love pure silk in a dress or in lingerie because the 
feeling is luxurious, the appearance elegant, and the quality 
of the real thing is there. The same psychology applies to 
their enthusiastic reaction to kidskin in shoes, in bags, and 
in belts. 





Hard-headed business people must evaluate these spon 
taneous responses to the virtues of kidskin. “Why?” say 
they—and here are some of the reasons why kidskin can 
create its individual fashions, incomparable in versatility. 





First, probably, is the suppleness of the skins, which 
inspires soft draping, intricate shirring and tucking—in 
short, handling as flexible as that of fabric. 

Kidskin has a definite affinity for rich, soft dyes. and the 
kidskin tanners have been too modest about this. The lush 
and delicate quality of color in glazed kid or kid suede is 
intrinsic and unmatched. 

Comfort—perhaps this should have come first. Kidskin 
is soft and it conforms to the feot, yet its innate tensik 
strength guarantees the future shape of the shoe. And kid- 
skin breathes. It has a porous quality which is alive and 
insulating. The girl who modeled one of the pumps show: 


here gave a grateful sigh as she put her foot into the sho 


irpad belt of soft cocoa brown with red dots blends and said, “Oh! That feels wonderful!” And that is th 
with Nettie Rosenstein’s red bag. both effective against verdict of practically every woman who wears a kid 
a softly gathered dress of gray jersey. skin shoe. 
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DUNHOOD KID LEATHERS express the 
finer characteristics . .. the softness, 
the elegance and the admirable beauty 
of lovely-to-look-at, long wearing 
leather, moulded to modern 


fashion trends. 





Se. 2 
Sales Abgencies: Ne a” 
ST. LOUIS 7 
Allen & Stis 
1433 Locust St. DUNGAN, HOCGD & ¢co., INC. 


MILWAUKEE 
C. E Becker & Co. 
647 W. Virginia St. 
CINCINNATI 
W. D. Cost & Company 
307 E. 4th Se. 
SAN FRANCISCO 
MacPherson Bros. Leather Co. 
720 Mission St. 












240 W. SUSQUEHANNA AVE., PHILA. 22, PA. 
83 SOUTH STREET, BOSTON 11, MASS. 
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The L. H. Hamel Leather Co., has kept 
abreast of changing trends and styles in 
the shoe industry. That is why, since 1916 








THE NAME 


HAS STOOD FOR FINE 
SHOE AND GARMENT 
LEATHER ...CONSTANT- 
LY BEING MADE BETTER 
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L. H. HAMEL LEATHER CO. 
HAVERHILL, MASSACHUSETTS 


TANNERS OF Yu Process 
KID * GOAT ¢ LAMBSKINS « CAPES 
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Tue shoes you'll be selling this Spring, the shoes your 


manufacturer is planning for you to sell next Fall will EXHIBITING 

BOOTH 16 
all be more attractive to you, more salable to your cus- 

: ; LEATHER SHOW 
tomers when made with Burk Oxide Leathers. These MARCH 11-12 
leathers, in a variety of specialized tannages and fin- HOTEL 
ishes are becoming more readily available to your shoe COMMODORE 
NEW YORK 


manufacturer, enabling you and him to grade up the 


lines you sell. 


BLACK GLAZED KID 
SUEDE KID 
SLIPPER STOCK 


CALF and KIP 
SIDE LEATHERS 
UNLINED LEATHERS 
SPLITS 


Patent Process 
>. 413) Sam 41d 
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LE: A \ 
—- BURK BROTHERS  .:- - soston - 117 BEACH STREET 
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EVALINE SAYS — 


Remember, women love Evans Quality Kidskin! 
They simply dote on its beauty, femininity and flattery when you sell them shoes of Evans 


Kid. If you want to build up your sales to women, have plenty of quality shoes made of 


quality leathers such as. . . 


RUBY (black) KID EVANETTE — Black Suede 
PEERLESS WHITE and COLORED KID CARA and BROGANDI — Distinctive Crains 


They're - , | Leathe ta 


JON B. EVANS & COMPANY. CAMBEN, NEW JERSEY 
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SOREN B&B. BYANS &@& COMPANT, CAMBEN, NEW SERBSEY 








Women love Kidskin and King Kid is their first proven choice. Suave, 
supple, beautiful . . . shoes fashioned in King Kid feel like 
“gloves on her feet.” So versatile, too, King Kid lends itself smartly to the 


reigning soft feminine dressmaker treatments in footwear. 


KING KID 
LEATHERS 


Y Veléem | } | l I GE cM fer Le Vt shshe Vu hou, Py. 
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Finished 





THOMAS B. 
LEATHER COMPANY 


LEOPARD & WILDEY STREETS 
PHILADELPHIA, PENNA. 
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[CONTINUED FROM PAGE 52] 


Goat and Kidskins—Imports account 
for practically 100 per cent of domestic 
consumption. These imports amounted 
to an average of about 45,000,000 skins 
annually in prewar years. Imports 
dropped to about 25,000,000 in 1945, 
rose to almost 30,000,000 last year, and 
it is hoped to maintain the 1946 level 
this year. Principal sources before the 
war were British India, China, South 
America and Africa. China, of course, 
has not been a supplier for several 
years, but shipments are expected to 


resume some time this year. A partic- 
ularly useful type of these skins comes 
from British East and West Africa, 
but the United States has been cut off 
from this source due to British prac- 
tices which will only permit exports to 
the United Kingdom. It is this problem 
which has been the subject of negotia- 
tions between the two governments. 
Sheep and lambskins—The United 
States normally. relies on imports for 
about 50 per cent of domestic needs. 
Imports registered a big gain during 
the war years, because of large military 
requirements. They are still high, but 
are expected to fall off this year. Here 
again, some of the more desirable types 


of skins are not available to the United 
States, due to artificial] restraints im- 
posed by such countries as New Zea- 
land. 


New Store Concentrates 


On Junior Footwear 


BINGHAMTON, N. Y.—Dwyer’s Qual- 
ity Shoes, the only store in this city 
handling junior footwear exclusively, 
has been opened by Ted W. Dwyer at 
26 Court Street. Mr. Dwyer was once 
associated with I. Miller & Sons, Inc. 
For the past 15 years he has managed 
an Endicott Johnson shoe store in John- 
son City, N. Y. 


Out of the Ashes 
[CONTINUED FROM PAGE 70} 


The arrangement of the four depart- 
ments in the new building was made to 
conform with the company’s policy of 
sharp division of departments. 

The men’s shoe department 
placed directly inside the front door for 
accessibility to keep men segregated 
from the rest of the store, which is dis- 
tinctly feminine. The decorative scheme 
in this department is completely differ- 
ent from the balance of the store. The 
chairs are a different shape, finished 
with a very dark red leather, and the 
rug’ is a solid color. 

The accessory bar, on the opposite 
side of the store in the front, was 
placed there for accessibility to the 
front door and the wrapping counter. 
Customers in the ladies’ shoe depart- 
ment are brought to the show case next 
to the wrapping counter to receive their 
packages, and every customer is shown 
a handbag. Men’s ties, socks, and toilet- 
ries are also carried here, and are 
shown to the men as they receive their 
packages at the wrapping desk. 

Ladies’ shoes are carried at the rear 
of the first floor to segregate this de- 
partment, and for the additional space 
that this department requires. 

The ladies’ apparel was placed on the 
first mezzanine, so that it could be seen 
from the first floor, and because every 
lady that takes her child to the chil- 
dren’s shoe department on the second 
floor has to pass this department both 
going up and coming down the stairs. 
The children’s shoe department and 
collegiate shoe circle were placed on the 
second floor, as they were already a 
proven success on the second floor of 
the old store. 

The children’s apparel was put on the 
second floor mezzanine, because the de- 
partment was completely visible from 
the second floor, where there was an 
assurance of traffic in the children’s 
shoe department. 

Spokesmen for Jay’s say that “cus- 
tomer reaction has been wonderful.” 
They are justifiably proud of their re- 
covery from the disaster of fire. 


was 
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World’s Finest Leathers 
by AMALGAMATED 


AR ee GRE PRR, . 
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cAmalgamated 
‘cghor|s 


white 


Clearly evident in the quality and finish of every skin 





of Amalgamated Leather, is the vast experience devel- 





oped over 75 years of tanning of the world’s finest 
leathers. This “know how”, Amalgamated’s unlimited 
facilities for procurement of choice skins from the four 


corners of the earth and the most modern tanning equip- 
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pon This 
ment in the industry combine to produce this complete 
line of fashion-accepted Amalgamated Leathers. 
Outstanding Quality 
SNOWITE AMAZON AMBUCK 
Beautiful Pre-shrunken Soft, Close - Napped White 
x i d Leathe: Sued 
Stands The Record ic eee . 
KIDSKIN KID LININGS 
In White, Black and Colors In Grey, Beige and Black 
r 
Of Its Continued Use cian poate tiaaaiie 
Fine Suede Kid In a Full Range of Colors 
GENUINE REPTILES KIPS AND SIDES 
* Exhibiting: 
ARKS 
a0. 8.8. PAT. OFF. , OFFICIAL FALL OPENING AMERICAN LEATHERS 
Booth No. 70 
Hotel Commodore—March 11—12 
CE ea i RE ar Se Ry REPRE GeO eT — - ee a 


AMALGAMATED LEATHER COMPANIES 


WILMINGTON, DELAWARE 
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KID LEATHERS 


FOR FEMININE SHOE FASHIONS 






BLACK & COLORED 


GLAZED KID 
BUTI SUEDE 


BLACK, WHITE & COLORS 


BUTI CRUSHED KID 
QUALITY LININGS 


GENUINE LIZARD © ALL COLORS 


BOOTH 45 MARCH 11-12 
HOTEL COMMODORE, NEW YORK 


SEE THESE QUALITY LEATHERS DURING THE LEATHER SHOW 


McNEELY & PRICE CO. 


PHILADELPHIA 3 4 ° PENNSYLVANIA 
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Leather Manufacturing 
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H. BERKOWITZ R. REIDER Oo. B. DAHM 
New York Boston St. Louis 











8. W. Simon Leather Co. 


100 GOLD STREET * NEW YORK 7, N. Y. 


MANUFACTURERS OF 


SUEDE KID 
SLIPPER KID 
GLAZED KID 
MOROCCO (Hand Finished ) 


OWITZ ; R. REIDER 0. B. DAHM 
York Boston St. Louis 























SINCE 1869 
Tanners of Fine Kid Leathers 


for the 


Shoe and Slipper Trade 


BEADENKOPF LEATHER COMPANY 


Wilmington 
Delaware 








~ Help ‘tn Say “Yes” 


[| CONTINUED FROM PAGE 72] 
he won't be able to suit her, yet he is the salesman who 
is just dumb enough to try to sell every customer that 
comes into the store. 
He finds 


out that she wants something to go with her pea soup 


So he questions Mrs. Fertl very adroitly. 


green dress. He finds out that she wants something with 
a low heel and with closed toe and back. He measures 
her feet. 

I don’t blame you for trying to get shoe to 
Mrs. Fertl, but that’s a diffi- 


Have you tried to get that color 


He says, “ 
match your dress exactly, 
cult color to get today. 
in other stores?” 

“Yes ” 


“You see? It’s a color that’s practically impossible 


to get.” 
“Oh.” Mrs. Fertl is very unhappy. 
“But.” the salesman says brightly, now he will rescue 


her from her predicament, “we do have a beautiful shoe 
that just came in that would go beautifully with your 
dress.” 

“Well, let me see it.” The lady is burning with curi- 
osity and impatience to see this beautiful shoe that will 


solve all her problems. 
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The salesman comes back with a low heel brown 
pump and slips it onto her foot. 

Please note, he didn’t hold the shoe up and ask her 
did she like it. He slipped it onto her foot. He took it 
for granted that she would like the shoe. 

“But I wanted pea soup green,” Mrs. Fertl protests. 
She looks at the shoe. “It isn’t a bad style but I still 
want pea soup green, to go with my dress.” 

“If you will slip the other shoe on and look at your- 
self in the full length mirror, you will see that the brown 
shoes complement your pea green dress perfectly. In 
fact it brings out the beauty of your dress better than a 
pea soup green shoe would, isn’t that right?” 

See? He’s assuming that he will get a “Yes” response 
and he does. Mrs. Fertl finally admits that they don’t 
look bad together but . . . 

“It’s such a plain shoe. | thought I'd like something 
fancier. something with a hole in the top or something.” 

“The fine shoes are coming in plain. It makes a shoe 
look more expensive, richer.” The salesman produces 
a trade magazine and shows Mrs. Fertl ar: almost iden- 
tical shoe in the fashion section. “See? Everybody's 
going in for simple shoes.” 

Of course, Mrs. Fertl is completely sold on simple 
shoes. If everybody wears simple shoes then she has to 
wear simple shoes. If everybody wore ropes around 
their necks, she'd wear a rope around her neck. 

But Mrs. Fertl isn’t the 
She has been walking aroun’ on the carpet and suddenly 


easiest customer in the world. 


she discovers that the left shoe slips. it's too big. 

The salesman takes the shoe off and tells her an inner- 
sole will correct that trouble immediately. He doesn’t 
ask would she like to let him put an innersole in and see 
if it makes a difference. That would give her a chance 
to debate with herself and worry about the matter and 
have to make up ber mind whether she ought to let him 
put an innersole in and whether it would be good for 
her. So. since he is guiding her, he simply takes off the 
shoe and slips in a half innersole. 

Mrs. Fertl admits that it does feel better. it 
slip now, but the right shoe is beginning to feel tight. 

So off comes the shoe, onto the stretcher. He doesn’t 
ask whether she'd like him to stretch the shoe and give 
her a chance to go into a long-winded debate over the 
matter. He simply says a little stretching will make the 
shoe feel a lot better. 

Now both shoes feel good. 
the mirror again. She is beginning to get worried. 
Maybe if she looked around, she could find some other 
color to match her dress better. 


doesn’t 


She is admiring herself in 


“I think that you'd appreciate the shoes more if you 
had a complete set of accessories in the same color to 
set off your dress. We have handbags to go with the 
shoes. Here's a beautiful new Look in the 
mirror again and see what a beautiful combination the 


number. 


dress. shoes and bag make.” 


Please note: He didn’t ask would she like to see a 


[TURN TO PAGE 115. PLEASE] 
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to promote gabardine! 





(Fs Conhc™ 


the quality elastic backing 





Get your gabardines in shape for coming competition ... give them that glove-like fit that's the 
final seiling punch. But give it to them with the finest backing you can get. . . Firestone Contro! 
Contro gives more than custom-fit to every shoe... it holds and molds longer... because it contains 
Vitalin, the life-giving rubber vitamin. What's more Contro is stronger ... has added pep 

and pull . . . and it pulls in more customers for all your shoes . . . always! 

Write or call Firestone, Akron or our New York Sales Office, Empire State Building, New York 1, 


New York for further information. 


> © S Par OFF Listen to the Voice of Firestone Mondey Evenings ever NBC 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maapacluring nt Merhels 


New York 


Ir is evident that a great many retailers here have as- 
similated the post-war axiom that Mr. and Mrs. Consumer 
are no longer blind, rich babes in the woods. Clearances 
on women’s shoes of all kinds and on slippers have become 
commonplace. Men’s shoes, more stable in style and less 
heavy in inventory, have reflected the new era by an increas- 
ing emphasis on style and quality. 

Shoe salesmen here representing firms from the length 
and breadth of the land, stand for the most part in the en- 
viable position of being able to sell all the shoes that are 
supplied them. Their comments on the present situation 
ring from experience if not disinterest. One sales repre- 
sentative, selling a high quality men’s shoe, said, “The 
gradual lowering of manufacturers’ prices is a far better 
procedure than the abrupt drop that occurred after World 
War I, when retailers were stuck with a lot of high-priced 
merchandise on their hands. As far as the tanners are con- 
cerned, I don’t think they can hold up their prices on 
leather longer than the end of this Summer.” Another 
railed against the “propaganda” of the newspapers and 
magazines, in their warnings and dismal cries of high, and 
unjustifiably high, prices. He predicted that both the price 
of shoes and leather would recede appreciably by Fall of 
this year. Many of these men expressed the belief that in- 
genious and distinctive styling would be a chief factor in 
the market that will follow price adjustments and the 
achievement of full inventories. Rather paradoxically, most 
of them look forward to the day “when we'll really have 
to work again.” 

It is the retailer that is feeling the pinch. Up in the front 
lines, he must sweat to please and pacify. As has been 
noted before, style and quality seem to be the most per- 
suasive weapon in combating price resistance. A retailer 
of men’s shoes said that, although he was aware that busi- 
ness in his line was known to be suffering, his own store 
was holding up remarkably well. This man’s merchandise 
consisted largely of sport and stylized shoes. 

Another retailer felt himself caught on the horns of a 
dilemma: understanding the attitude of his cautious cus- 
tomers in viewing the new price ranges with the bitterness 
of the static salary earner; and yet unable to do anything 
about it individually without going out of business. 

Despite these discouraging aspects, that point forcibly 
to a return to the rigors of stiff competition, there is the 
feeling that the present difficulties are a healthier sign of 
the economic future than have appeared in similar periods 
of the past. 


St. Louis 


M ANUFACTURERS and jobbers in St. Louis, working 


on a much closer margin than a year ago, are not in- 
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clined at this writing to make a prediction on any down- 
ward revision of prices taking place in the immediate fu- 
ture. Some have admitted, however, that such a movement 
could get under way in late Spring, dependent primarily on 
labor costs. 

Encouraging in recent weeks has been the gradual easing 
of sole leather. On the other hand calf and suede prices 
would not be conducive to a lowering of prices. High de- 
mand shoes, some spokesmen have said, probably will be 
the last to be revised downward if such a movement does 
begin, because they are made of materials whose cost is 
not coming down. 

Also entering the picture of price is production, and to 
date in 1947 a good start has been made, with some indus- 
try spokesmen stating it will surpass 1946 by a comfortable 
margin. Others, however, believe production will remain 
about on a par with last year. Aware that the consumer 
probably is just as much concerned with quality and style 
as with price, manufacturers are concentrating on improv- 
ing both along with their efforts to effect a downward re- 
vision when and if the time arrives that they can do so. 

An important factor contributing to the belief that any 
easing of wholesale prices is at least several months away 
is the report from many parts of the industry that a num- 
ber of manufacturers are booked for several months in 
advance, and from others that retailers are asking for in- 
creased quotas. Such reports would indicate a steady de- 
mand for desirable shoes, a fact which would tend to lessen 
any development of a lowering of price. 


Boston 


M ANUFACTURERS of staple shoes in the New England 
district have sizeable backlogs of orders on hand and have 
not encountered price resistance to the extent that novelty 
footwear manufacturers have. These latter report that 
larger buyers particularly are reluctant to place orders at 
this time because of uncertainty as to the future. The 
manufacturers fear that some time late in February there 
will be a rush of orders for Easter selling, with delivery 
dates which they will be unable to meet because of the 
early date on which Easter will be celebrated this year. 
Rather than run the risk of cancellations because of late 
deliveries, they plan to accept only those orders they feel 
can be completed on time. 

In the men’s end of the industry, there continues to be a 
decided lull in the buying of work shoes; while the demand 
for dress shoes which can be sold for $10 at retail con- 
tinues fairly strong. 

On the labor front, things have eased up a bit in Haver- 
hill where the workers, as noted elsewhere in this issue, 
have won a wage increase good for a year. In Lynn, how- 
ever, several manufacturers, caught between rising costs 
and at least a temporary falling off in demand, have elected 
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these shoes the standard of comparison in 
children’s shoes for more than 36 years! 


Parents can see that Weather-Bird styles are tops. 


Moreover, Weather-Bird advertising constantly 


points out extra, hidden values that have made 
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More Money More Profit 
for Shoe Salesmen for Shoe Dealers 


Ca ty iiiay 


Shoe dealers and shoe salesmen are finding extra money 
énd extra profits in Trimfoot Appliances. They're easy to sell 
to women who wear high-style shoes because they slip unob- 
trusively into the daintiest shoe and relieve “high heel strain.” 

Write to Trimfoot today and ask the Trimfoot man to call 
at your store. He'll tell you about the generous mark-up on 
Trimfoot Appliances that helps dealers put more money in 
shoe-fitters pay envelopes. You'll recognize the Trimfoot man 
by the dollar bill in his breast pocket. 


APPLIANCE PRODUCTS DIVISION 


Trinfort 


TRIMFOOT CO. + TRIMFOOT TERRACE + FARMINGTON, MQ, 
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UNIT SALES DOWN, DOLLAR 
SALES UP IN BOSTON 


ALTHOUGH retail shoe sales, in units. 


are running below the level of this time 
last year in Boston, the recent price 
jump enables many stores to show dol- 
lar gains in their day-to-day compari- 
sons. The sale of high-style novelties 
has fallen off far more than that of 
basic shoes. Despite this somewhat 
unsatisfactory condition, Boston mer- 
chants look forward to Spring with 
confidence, holding with varying de- 
grees of firmness to the belief. either 
that prices will have dropped some- 
what by then or that consumers will 
have become accustomed to the higher 
price level. In either event, they think 
shoe retailing will be a good business 
to be in. 

In the meantime, stores of every type 
are holding clearance sales—general. 
of course, at this time of year, but 
marked just now with a stronger-than- 
usual determination to get inventories 
down to the lowest level consistent with 
safety. 

Attractive low-hee] footwear—most- 
ly sling pumps in black, brown and 
red smooth leather and in reptile prints 
-—was offered late in January and early 
in February at a flat price of $5.95 by 
Thayer McNeil. The same store has 
cut its price range on a dozen or more 
styleful shoes from $9.25-$22.95 to 
$7.95-$17:95. 

The A. S. Beck store on Tremont 
Street has four sale prices—advanc- 
ing from a base of $4.99 in jumps of 
an even dollar to $7.99. They have 
been offering at these prices a wide 
assortment of novelties in patent. 
smooth leather and simulated reptile. 

Wilbar’s, nearby, is closing out a 
line of closed shoes with ankle straps 
made over the baby doll last, in black 
patent and in cocoa and black suede, 
for $8.95. 

The “shopping around” tendency on 
the part of the buyers, noted by manu- 
facturers, is cheerfully admitted by 
merchants who explain that in many 
cases they are merely trying to fill gaps 
in their price lines created by the stiff 
advance in price generally. They real- 
ize that many customers with fixed in- 
comes will be in no position to buy the 
lines they formerly bought and which 
have now gone out of reach. The new 
lines to be added to store stocks will 
necessarily come, therefore, from 


manufacturers whose prices are more 


February 15, 1947 


in line with incomes as these mer- 
chants know them. 

With one eye on prices and the other 
on turnover, several merchants have 
recently expressed the hope that manu- 
facturers’ in-stock departments, which 
have not been operating during the 
war years, will be allowed again to 
function. 

7 * = 
PRICE RESISTANCE NOT 
SERIOUS IN NEW YORK 


A CERTAIN amount of price resist- 
ance continues in New York, but 
buyers do not consider it a serious 
threat to business. One merchant con- 
tends that shoes are still sufficiently 
scarce that price isn’t questioned too 
much; others say that while a woman 
may question price, she will buy the 
shoe if the quality is good and if it is 
what she wants. Resistance is notice- 
able mainly above $20, although in 
some cases it occurs all along the line 
as each price bracket has been raised, 
and in the case of branded lines where 
the customer has always paid a par- 
ticular price for a certain shoe and 
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The soft dressmaker look even on 
tailored styles is emphasized in this 
ed of B. Altman & Co., New York. 


questions the new higher price. Wo- 
men are not buying extra pairs of 
shoes at this time, and they want “good 
shoes for less money.” 

Spring shoes are beginning to sell, 
particularly in patent, with navy fol- 
lowing closely, where available, and 
also some red. There has been little 
resort business, although one store 
claimed good sales in December and 
early January. For later Spring buy- 
ers are showing preference for brown 
and white shoes, particularly specta- 
tors. The majority of merchants are 
concentrating on the classic all-closed 
spectator, although a few are buying 
them with sling back. 

Reptile sales seem to be on the 
downgrade. Many merchants attribute 
this to the fact that the market was 
flooded with poorly made reptile shoes 
at high prices, causing the consumer 
to lose confidence in them. Here again. 
women want shoes for less money, and 
buyers have been giving them to them 
in clearance sales. They are keeping 
some in high shades—and particularly 
cobra, which is lighter than other rep- 
tiles—for Spring selling. 

Medium heels are gaining con- 
sistently in all styles, although the em- 
phasis is on the more tailored shoe. 
The opinion in one style-minded de- 
partment is that customers are refus- 
ing the walled last because the fashion 
trend is toward a soft round or pointed 
toe which has a more feminine look. 

Deliveries seem to be coming in on 
time, and an entire order arrives at 
once and not in sections. This im- 
proved condition is evident in most 
stores, but there is still the harried 
merchant whose deliveries are poor 
with the threat of merchandise missing 
its proper season. 

Children’s gepartments are enjoying 
good business in school shoes, dressy 
styles, and even white shoes for both 
resort wear and next Summer. Both 
navy and patent are beginning to sell 


for Easter. 
= = * 


ST. LOUIS CUSTOMERS 
QUESTION QUALITY 


ALTHOUGH the transition from a sell 


ers’ to a buyers’ market is about com- 
pleted in most brackets of women’s 
shoes and a return to competitive mer- 
chandising is an established fact, St. 
Louis shoe buyers are reluctant to 
make a prediction on the status of 
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Spring business. While opinion varies 
among those who will venture a look 
into the future, the belief generally is 
favorable; favorable in dollars and 
cents, most shoe men point out in com- 
parison with the Spring of 1946, but 
more uncertain from the standpoint of 
unit sales. 

In discussing unit volume, retailers 
mention a new complaint of the 
feminine buyer, in addition to price. 
It is that of a lack of quality and 
workmanship in present day shoes 
compared with those of pre-war years. 
Some shoe men have said that the ef- 
fect of this resistance is almost on a 
par with price resistance in holding 
back unit sales. 

The shoe department head of ong of 





St. Louis’s leading department stores, 
however, is analyzing the complaint 
against quality and workmanship, de- 
scribed it as no more than a ramifica- 
tion of price resistance in which the 
consumer is going into more detail in 
demonstrating her selectivity. Prob- 
ably the most accurate explanaticn of 
the anticipation of a lower unit volume 
for Spring 1947 compared with Spring 
1946, results from lower store traffic 
to date than existed during the early 
part of last year. 

Whatever effect the resistance of 
price or workmanship or quality may 
have on the status of Spring business 
volume, most shoe men believe it will 
be felt less in nationally known and 
nationally advertised brands than in 
shoes whose standards of quality and 
workmanship are relatively unknown. 
Such a trend has been growing in re- 
cent weeks, shoe buyers assert, and its 
effect is expected to be felt even more 


in the future. 
+ = = 


CHICAGO STORES CONTINUE 
CLEARANCES 


SicNs of the times? There are plenty 
for those who wish to read, for each 
succeeding week has brought more 
“clearance sales” and “reduced prices” 
in footwear, as Chicago retail shoe busi- 
ness continues dull. In spite of consid- 
erable advice and sound admonitions 
during the war years on the subject of 
overstocking, it is surprising to find 
that many a good shoe shop has a lot 
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OCONNOR & GOLDBERG 


The ever-popular sandal in a new, 
asymmetric interpretation, as shown 
by O'Connor & Goldberg, Chicago, Ili. 





of “war babies” it is trying to unload. 

This situation sounds more alarm- 
ing than it is in actuality. Shoe re- 
tailers agree that the current clear- 
ances will bring their stocks back into 
a healthy normal condition, helping to 
weed out those types and styles which 
have become a drug on the market. 
However it is interesting to note that 
most of the advertising of regular mer- 
chandise today stays within the 
medium brackets, i.e. from $8.95 to 
$15 or $16. It has been unusual for 
the past month or more to see any 
shoe advertised at over $18. Of 
course, with the approach of the Easter 
season the higher brackets will again 
be emphasized, but for the time being 
it’s the middle-of-the-road business 
which is being stressed in the better 
shoe departments. Field’s have con- 
sistently advertised new merchandise 
ihese past weeks, as have O’Connor 
& Goldberg, while most other shoe 
shops and departments have stressed 
their reduced merchandise. 

Calfskin continues as the most- 
wanted leather, and also as the most 
lacking on the majority of stock 
shelves. Retailers say that their sup- 
pliers hold out no great hopes at this 
time for any easing in this situation 
for some months to come. 

= = = 


SALES TAX WORRIES 
NEW HAVEN SHOE MEN 


SUDDEN flurry of publicity and 
support for a state sales tax has caused 





a considerable amount of brow wrink- 
ling by shoe men in New Haven, espe- 
cially those retailers who handle the 
higher priced lines for both men and 
women. 

Price resistance has been felt, 
strongest in the higher brackets, and 
retailers feel that should the sales tax 
gain enough support to become fact, 
the ensuing publicity and the boost in 
price would solidify customer resis- 
tance all the more. 

Price resistance, according to one 
merchant, is being pushed at the 
women so much through radio and 
newspaper publicity that the retailers 
are finding the women are being “sold” 
the idea. According to this retailer, 
the women themselves are willing to 
buy, but constant reference to “resis- 
tance” to advanced prices has built up 
a bewilderment. 

Retailers feel that, if similar treat- 
ment is given to the sales tax as has 
been given to “resistance,” there is a 
possibility that the commentators and 
writers will achieve their ends by cre- 











ating “resistance.” 

Despite some worry and a bit more 
selectivity in both the higher and mid- 
dle priced women’s lines, shoe men in 
New Haven report business as good, 
following the trend established in 
January when dollar volume was up to 
or above 1946. Calfskins were in 
heaviest demand, with suedes the sec- 
ond choice, and the demand for the 
completely closed shoe has died off, 
leaving sling pumps and other open 
toed models the biggest sellers. De- 
liveries are reported as excellent, al- 
though most retailers stated that their 
choice of quality merchandise is still 
limited. 

Men’s shoes enjoyed brisk demand, 
with the moccasin topping the list of 
sellers, and price resistance was not as 
evident in quality stores as in the 
women’s. In fact many shoe men 
catering to men alone report that with 
the price hike, customers were more 
apt to go a grade above their usual 
limit, feeling that as long as they were 
paying more they might as well get 
more quality or style. 

Black leathers in quality lines were 
in big demand and short supply in the 
men’s lines. Deliveries of shoes were 
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feith Highlanders reflect a heri- 
we of craftsmanship handed 
pwn through seven generation: 
the Keith family—a shoe mak- 
tradition 189 years old. 
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quality shoe dealer 


when prices go up ra 
__ 6 


Four months after OPA’s end, dealers from all 
over the country report little or no resistance to 
price increases for Keith Highlanders. In fact, 
they're asking for all the pairs they can get. The 
reason? Just this... 


Customers who bought Keith Highlanders under OPA 
know quality never was sacrificed to meet a price. Now, 
in a free market, they trust these smartly-styled shoes 
to give them the finest in leather and craftsmanship at 
* current competitive prices. 


Whether prices rise or fall, the unvarying 
quality of the Keith Highlander line is sales 
insurance for retailers who handle them. As 
we catch up with demand, we hope to satisfy 
the increasing number of dealers who want 
this valuable franchise. 
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better but choice here too was still 
* * * 
PLATFORMS, ANKLE STRAPS 
LEAD FLORIDA SALES 


ANKLE straps and high platforms 
continue to be leading footnotes in the 
style picture, not only in the Miami 
Beach area, but in Palm Beach as well. 
Many of the Lincoln Road shops are 
also represented on Worth Avenue, 
Palm Beach, and the report of what is 
being received in one place is almost 
identical with what is selling best in 
the other. As these two spots carry a 
cross-section of the nation’s best 
dressed women who spend the Winter 
season in Florida, what they wear now 





is a fair indication of what will be 
popular throughout the northern cities 
and resorts six months hence. 

One dealer hasn't a plain thin sole 
in either the Miami Beach or Palm 
Beach shops. While plenty of closed- 
up models are being featured, the open 
toe sling remains first love of the ma- 
jority of women. 

Reptiles of all kinds are among the 
best selling items and the skins have 
heen dyed in every possible color. One 
leading merchant reports a growing 
demand for fuchsia in reptile. Red 
continues to lead, with much green in 
the picture. There is a great demand 
for the honey beige tones. 

I. Miller is showing shocking pink 
in white combination prints. and Bur- 
dine’s has a new Sizzling Pink and 
Blazing Turquoise blue in cobra that 
has met with good acceptance in both 
the Palm Beach and the Miami Beach 
shops. Matching bags may be had. 
and there is a smart belt to complete 
the ensemble. 

Hertz-Ross in both the Miami Beach 
and Palm Beach stores is featuring a 
Mexican alligator in black, brown, 
blue, red or wheat in sling pumps and 
sandals. This store is also doing nice- 
ly with a sling pump on 14-inch hand 
painted platform, in black or colored 
suede or calf. A painted bow ornament 
matches the platform. 

Saks in their Lincoln Road, Miami 
Beach, shop is playing up plumage- 
bright shoes for resort wear. Delman 
reports that the all-white shoe is in 


great demand. Polished calfskin in 
black or colors is doing well now; so 
is a suede sling, closed toe model. 

Several of the shops are featuring 
a new square toe, extension shoe. 
I. Miller has a good one for wear with 
tailored clothes. Rothman’s, on Lin- 
cold Road, has a smart squared-off toe 
and extension sole, recommended for 
traveling. 

The soft dressmaker touch is in 
evidence on many shoes. Heels are 
beautiful in detail. They are offered 
with hand tooling, carving and stud- 
ding. 

* - = 
HIGH HEEL SLINGS BEST 
SELLERS IN PROVIDENCE 


Hicn heel sling pumps remain the 
best sellers in Providence, R. 1., with 
black calfskin and patents very good. 
Some managers report an increasing 
tendency toward closed styles. This is 
expected to lessen somewhat as Spring 
naturally brings out the desire for open 
styles, although it is expected that the 
closed styles will become stronger after 
the Spring buying wave. The trend 
toward closed shoes is reported prin- 
cipally in the better stores, with the 
deman@ in the less expensive lines ap- 
parently showing no let-up for open 
toes and heels. 

There is large demand for dressier 
styles with medium heels. This trend 
became increasingly more apparent 
during the war when workers sought 
greater comfort but still demanded 
dressy features. Dressy browns are 
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“The shape of things fo come” is pre- 
dicted in this shoe ad featured by 
Rothman's Shoe Salen in Miami, Fic. 


selling very well. There is a demand 
now being felt for blues. 

The slump in retail sales is gener- 
ally felt in most stores. Reports on 
the extent of the slump vary all the 
way from the opinion that it is only 
seasonable to the opinion of one man- 
ager that “It’s got us worried.” Sev- 
eral retailers believe that people are 
waiting in the belief that prices will 
drep within the next few weeks and 
that they will also benefit by getting 
better quality. 

Major clearance sales have been 
well received by shoppers and have 
had a good effect in indicating that 
prices will probably go no higher 
Retailers express the opinion that they 
must do more advertising to sell people 
the idea of buying in the present mar- 
ket without waiting for future benefits. 

= = = 


TWIN CITY STORES 
SHOW SPRING STYLES 


T WIN CITIES’ shoe departments are 

biossoming with Spring styles. Win- 

dow displays are built with Spring 

colors as backgrounds and Spring 
a , ns 





blossoms as decorative features. Shoes 
offering foot flattery are suggested to 
accompany new suits which are 
strongly accented for the Spring sea- 
on. 


St. Paul. 


THE Emporium shoe salon brought 
comfort into the picture with dainty 
styles. A dressy black kid and gab- 
ardine pump with pleated bow was 
offered on a medium heel. An oxford, 
constructed to give plenty of support, 
was made up in black gabardine with 
patent leather tip. A strap pump had a 
perforated cross-strap vamp, sling back 
and cuban heel. 

Maurice L. Rothschild featured a 
D’Orsay pump of black patent, de- 
signed for wear with suits. A soft 
black kid with patent trim and cut-out 
sides sold well. 

Macey’s presented black and brown 
calfskins in sandals and pumps. 

Husch Bros. featured a tuxedo bow 
patent sling pump for dress-up. Walk- 
ing shoes fer Spring and for business 
women, with medium heels in soft calf 
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featured in VOGUE MAGAZINE in April that 
progressive shoe retailers should stock NOW for April 
delivery. These are shoes from the Nevelk 
feather flexible series that has aroused such 
vital interest throughout the nation. 












THE COLBY 


THE COLBY . . . K1265 in black elk . . . closed THE BATES . . . K1266 in black elk . . . closed 


; : toe, open back Jester . . . R1266 in red elk. . . 
Ceoent tee Sestes... Ensen, TE ak... nine... 


brown elk . . . W1265 in white elk . . . sizes 5-9, W1266 in white elk . . . sizes 5-9, S width and 4-9 
S width and 4-9 M width........... $3.90 net. Silt Resa n A $3.90 net. 


THE NEVELK COMPANY 


A division of the Hallowell Shoe Company, Hallowell, Maine 
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Jesse J. Jones, who has been making cowboy boots 
by hand for the past fourteen years, poses in his 
shop in La Grande, Ore., where he makes these 


boots as a sideline to his regular business. 


Cowboy Boots 
Are His Hobby 


There Are as Many Styles of Western Boots as 
There Are Tastes of the People Who Wear Them, 


Says This Veteran Maker of Footwear for Cow- 
boys and Others Who Ride the Range. 


THE Old West may be gradually disappearing, but so 
long as cattle continue to roam the ranges and men 
utilize saddle ponies for riding pleasure or rounding up 
the dogies, one vestige of the days when a man’s best 
friend was his horse will remain. That is the cowboy 
boot, and there isn’t any other footgear like it on the 
face of the earth. 

High tops or low tops, riding or walking heels, round 
or square toes—there’s something about a pair of cow- 
boy boots that is recognizable as far as they can be 
seen. 

Few people in the West, or anywhere else for that 
matter, know more about the distinctive Western boots 
than does Jesse J. Jones, who has been making hand 
made-to-measure cowboy boots in Oregon and Texas 
for the past fourteen years. At the present he is making 
boots as a sideline to his shoe repairing business at 
La Grande, Oregon. 

“Most of the people who buy hand-made cowboy 
boots aren’t cowboys at all,” declared the friendly Mr. 
Jones with a grin. “I’ve made boots for doctors, lawyers, 
businessmen and just about every other kind of folk. 
But most of ’em aren’t cowboys.” 

Mr. Jones, who has been in the leather working trade 
since he was 14, learned the bootmakers’ art in Texas 
“where everybody wears them.” He came to La Grande 
about four years ago, where he opened a shoe repair 
and bootmaking shop. 

“This is one of the few shops left in the Northwest 
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that still makes made-to-measure boots,” Mr. Jones said. 
“All the boots made here are produced entirely by hand 
from the moulding of the original last on which the 
boots are built.” 

Contrary to the opinion usually held by the casual 
observer, there are many styles and variations in cow- 
boy boots, according to Mr. Jones. Some people want 
round toes, some want the toes almost needle sharp. 
Height of the boot tops varies from 10% to 16 inches. 
Decorative stitching on the boot tops varies from three 
rows to 10 or even 12 rows in the highly decorated 
boots. 

“Heel height depends on whether the wearer wants 
a riding or walking boot,” Mr. Jones explained. “A 
walking heel is lower and broader than a riding heel, 
which is usually about three inches high, undercut and 
sharp pointed. Walking heels are about one inch high 
and quite broad.” 

Calfskin boots, usually used for working, and kan- 
garoo, favorites for dress, are the most popular in the 
Northwest, Mr. Jones stated. Boots are lined with calf- 
skin. Dress boots are the most popular, although alli- 
gator and kangaroo are often ordered. 

Hand made-to-measure boots sell from $38.50 for 
calfskin to about $75 for alligator models. Mr. Jones 
was fortunate in having on hand a good supply of Aus- 
tralian kangaroo when the outbreak of war halted im- 
ports of this leather. 


[TURN TO PACE 118. PLEASE] 
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109,058,900 SALESMEN 


--.- and ewery one working for YOU! 





a That's the reader-circulation of our national magazine 









advertising!...as we go into another season of 


PIPER CUB, “The Good Sofe Plone AIR-O-MAGIC promotional leadership. Spear-headed by 


You Con Afford to Buy ond Fiy”’... 
proved by billions of miles of flying! 


@ sensational tie up with PIPER CUBS, the world’s 
leading personal airplane... followed through by 
aggressive newspaper advertising, displays, 
direct-mail, dealer helps of every kind! This is 
the kind of far-sighted planning that reflects 
AIR-O-MAGIC’s consistent growth to leadership 


in the moderate-priced shoe field! 


February 15, 1947 


MARION SHOE DIVISION, Doly Bros. Shoe Co., Inc., 309 West 2nd Street, Marion, Indiona 














T. M. Reg. U. S. Pat. OF. 


GUARANTEED PROTECTION SINCE 1871 





IT HAPPENED LIKE THIS. A saleswoman in a large de- 
partment store showed a customer three products . . . 
comparable in design, color and price. Mrs. Customer 
couldn't seem to make up her mind. 


“This one,” said the saleswoman, “is Kleinert’s!” 


‘OH! KLEINERT’S!” said the customer, “O.K., I'll take it.” 


“ 4 “ 


The picture above, emphasizing the importance of Kleinert’s 
mame as a quality guarantee, will be included in all our ad- 
vertising to add another selling “‘plus” to Kleinert products. 


During 1947 Kleinert’s advertising will reach the 


44,000,000 





a 


readers of 
LADIES’ HOME JOURNAL MODERN MISS HOUSE BEAUTIFUL 
GOOD HOUSEKEEPING CALLING ALL GIRLS BETTER HOMES AND GARDENS 
COSMOPOLITAN WHAT'S NEW IN HOME ECONOMICS CONGRATULATIONS 
VOGUE McCALL PATTERN BOOK BABY CARE MANUAL 
MADEMOISELLE VOGUE PATTERN BOOK BABY TALK 
SEVENTEEN BUTTERICK PATTERN BOOK COMMENTARY 


KLEINERT’S, 485 FIFTH AVENUE, NEW YORK 17, NEW YORK 


Boot and Shoe Recorder 




















We Cannot Tell 44 Lie! 


We are NOT making these price reductions out of the good- 
ness of our heart! We are making them because we want ROOM 
. .. room for the ambitious post-war EXPANSION of the “Asco” 
line that you'll be hearing more about soon. We need that room 
badly ... and to get it we've sharpened up our little hatchet 
and cut prices ruthlessly. 

GET THIS! These reductions are on our entire stock of CUR- 
RENT SPRING AND SUMMER MERCHANDISE . . . fast-moving ls fo the Gino fer quich eo- 
items that you need right now . . . plus our stock of STAPLE FALL tion. Quantities cre uneven 

















AND WINTER ITEMS at prices that make it profitable for you Sahat — litle of some 
to buy now and hold them g few months! That's the true story ee a 


...and it offers some wonderful profit-opportunities for TO PRIOR SALE! You should 


promotion-minded merchants. come in and see these your. 
self, but if you can’t... 


write or phone us! 


“ASCO” 
SPORT 


FOOTWEAR 


Included in this clearance is 
our entire stock of Spring, Sum- 
mer and Winter staples! Bowl- 
ing Shoes, Moccasins, Duck 
Boots, Hunt Pacs, Ski Boots, 
Work Shoes, Western Boots, 
Sneckers, Leather Sandals, 
Slippers, Basketball Shoes, 
Roller Skate Ouvtfits, ice Skate 
Outfits. 





oe 
101 DUANE STREET - NEW YORK CITY 
Februory 15, 1947 


White, Red, Blue ae #3 : 
. and Green elkskin, Black -s. ; . 
Genuine Brown or Red susdo—all with enctching Ss ae i 
leather platforms. - 


FO Oe ee 


ayes 


White suede combined F = 
with Tan, Black, Blue ee, host of styles # 
or a case oe , ° * a 
heel. Extension . - - ; te. “%% 
retail °5.*°6.°7 3 

~ 


> rl ea <4 ee Re 

‘ Sho ery ‘me * 

Pa I Li age Ge EME 
ebay ORS 





Heels as high as heaven . . . 

_ Wonderful new wedges . . . 
extension soles . . . spectators . . . 
luxurious leather-covered plat- 
forms .. . you'll find every 
in-demand fashion in the Easter 
basket of Lester Pincus Originals. 
Write your order now for these 
quick-moving styles, and 





























you'll write up sales galore. 
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leather platforms. 
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nationally 


advertised 


> When value counts, you can 


count on Lester Pincus. To see 
our $5, $6 and $7 retailers, is to 
understand why we are one 

of the busiest houses in our 
field today. Pictured here are a 
few bell-ringers from our 

Easter array. All in narrow 
and medium widths. 

Delivery Febraary and March. 














A 

STEP 
AHEAD 
IN TUE 
COMFORT 





Fee Stpled 
Cue 


lr's like walking on clouds when toe linings are free from 
sag and wrinkle. That's Celastic’s contribution to foot comfort— 
for this box toe material joins lining and doubler into a three ply unit 


that endures heat, rain or wear. 





UNITED SHOE MACHINERY CORPORATION * BOSTON, MASSACHUSETTS 
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IS FOR GOOD BUSINESS 
HAWK 7..4-.7.¢ CARPETS 


Leading Specialty Shops Choose MOHAWK 
When they Carpet... or Re-carpet! 


Heavy-traflic locations call for carpets with extra durability 
—extra beauty! Mohawk fills both these requirements. 
First, Mohawk carpets are “balance-constructed” to make 
replacements few and far between. Second, Mohawk offers 
a range of colors, patterns and textures to fit the needs of 


any type of establishment. 


HERE’S THE MOHAWK “FIVE 
POINT” STAR OF BALANCED 





1 * Wool Blend 

2 ** Pitch 

3 **x* Rows per inch 
4 kkk Yarn Size 

5 xkxx* Pile Height 


If you want More Carpet Wear, 
More Carpet Beauty for your 


money-—— 


SEE YOUR MOHAWK CONTRACT DEALER NOW! 


The Magic Eye Write or wire for the name of nearest dealer. 


Store, 
Las Vegas, Nev. 


MOHAWK CARPET MILLS, INC., 295 FIFTH AVENUE, NEW YORK 
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SYMBOL OF SERVICE 
IN RUBBER FOOTWEAR 





The LaCrosse plant, a 
triumph of modern en- 
gineering for footwear 
production, makes pos- 
sible the integration of 
hundreds of different 
Operations into one 
streamlined flow of 
work. The result? Bet- 
ter service to the trade. 





LACROSSE RUBBER MILLS COMPANY 


Quality Comes First 


LaCRoOSse, WwisScousinu 


Manufacturing and Markets 


| CONTINUED FROM PACE 94} 


to close their doors and make no attempt to operate. 

Orders booked by the shoe and leather industry in Massa- 
chusetts, as reported by the Associated Industries of Massa- 
chusetts, rose rather sharply last December, achieving a 
point 20 per cent higher than in November. This also is a 
20 per cent gain over December of 1945. 


Chicago 


QNE result of the recent recession in business has proved 
a moderately beneficial one in the shoe industry. This has 
been the greater availability of labor. With workmen laid 
off in other lines, sae factories have received more appli- 
cants for work than in some time past. Unfortunately, 
however, the majority are “green hands” in shoemaking. 
Nevertheless, even though these new people have to be 
trained, the factories have profited in that most of them 
no longer have to work their help overtime, which obvi- 
ously makes a difference in their costs. In only a few 
departments is work continued on Saturdays. 

The great cry everywhere is the lack of calfskins, that 
is, calfskins at reasonable prices. All houses report that 
this leather can be had if one is willing to pay high prices 
for it. The same is true of suedes, which in early February 
were quoted as high as $1.4842 per foot. However, shoe 
men agree that basic costs of outer leathers are compara- 
tively inconsequential as far as the ultimate and total price 
is concerned. They say that a difference of 20c. or 30c. or even 
50c. in the footage costs makes but little difference in the 
final retail price that must be asked today. So many high 
costs feed into the picture that no one item alone makes 
the difference between high and moderate costs. 

As the Spring season advances, shoe houses find con- 
siderable buyer interest in lizards in high shades, princi- 
pally in red and green. Navy, the perennial American 

[TURN TO PAGE 112, PLEAs€} 








Popular Patterns in White 





Two smart shoes from Sundial Shoe Company illustrat- 
ing top-selling styles in Summer whites—the brown and 
white spectator and the all-over white shoe with closed 
toe and open back. The fringed ornament on the right 
shoe is an attractive note. 
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ACME BACKING CORP 


BROOKLYN 6, N. Y. 


ABC BACKING CORP. 








iw) 


'Sa- 


4tart™ 
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ROMENADE SHOE (Zor?. 


118 WEST BROADWAY - NEW YORK 13, N.Y. 





Keys of the City for Mrs. America 





Santa Ana, Cal.—Mrs. Janis Pollock, second from left, 
winner of the title of Mrs. America, arrived bere recently 
and was handed the keys of the city by James H. Sewell, 


| right, president of Burns Cuboid Co. Mrs. Sewell is next 


to her husband. 

Mrs. Pollock resigned the titie within twenty-four hours 
after winning it, forfeiting $2500, a twenty-week ftozr, 
and other remunerations, because she did not wish to leave 
her four small childres. She was brought to Califorsia, 
with ber husband Mark, left, who came to attend a dis- 


| trict meeting of the company. She was guest queen in the 
| New Year's Eve Santa Annsal Frolic, appearing on a float 
| sponsored by the Cuboid Company, which won the award 


for the most beautifel queen's floct. She attended the 
Rose Bow! game, the Tournament of Roses, appeared on 
the “Queen for a Day” program over the Metual network; 
Tom Breneman's “Breakfast in Hollywood" and on the 
Columbia network General Electric program emceed by 
Art Linkletter. 

Twelve others attended the district sales conference at 
which sales co-ordination plans were formulated for the 
year 1947. 





Manufacturing and Markets 


[CONTINUED FROM PAGE 110] 


Spring favorite, is also in demand, both in calf and lizard. 
Quality houses in this area are making few alligators, since 
desirable hides are selling at exorbitant figures. With con- 
tinued consumer resistance to excessively high-priced mer- 
merchandise, they prefer an almost hand-to-mouth opera- 


| tion in this category of goods as regards purchases of neces- 


sary materials for these. Although most houses report no 


| consumer activity on gabardines, one of the better manu- 
| facturers notes that the more staple, conservative medels 
| of elasticized gabardines stil] have a steady call, no great 


volume to be sure, but a certain percentage of steady de- 


| mand. Summer whites and two-tone spectators are being 
| worked on, in preparation for April and May deliveries. 


Resistance manifested ingetail establishments against high 
prices, especially in play shoes and high fashion shoes, is 


| being carefully noted by manufacturers who believe that 


the consumer today is willing to pay a fair but net an 
excessive price, for quality, and in paying that, she wants a 
shoe that is serviceable, one that will stand up against time 
not only in wearing qualities but in style as well. 
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Iu introducing our new line we are offering these low 








No. 700 Men's TAN 
No. 701 Men's BLACK 
No. 401 Boys’ TAN 

No. 402 Boys’ BLACK 


Mien’s and Boys’ KID ROMEOS 
HEAVY LEATHER SOLES : FULL LINED 


PRICE MEN'S $2.82 per pair net MEN'S SIZES 6/11 7/12 
BOYS’ $2.72 per pair net BOYS’ SIZES 1/6 


36 PAIR CASE LOTS ONLY 


prices on all orders placed 
before March 15th. 


HEAVY LEATHER SOLE 





Men’s ELK VENTILATED OXFORDS 


WITH ZEBRA CORD ON END 
SOLE AND HEEL 


No. 875 TAN 
No. 876 BLACK No. 777 TAN ae 
PRICE $2.65 No. 778 BLACK PRICE $2.60 


SIZES MEN'S 6/ "J/12 36 PAIR CASE LOTS ONLY 








No. 530 Men's TAN 
No. 531 Mens BLACK 
No. 450 Boys’ TAN 

No. 451 Boys’ BLACK 


Men’s and Beys’ ELK WORK OXFORDS 
“ARMORTRED™ ZEBRA CORD ON END SOLES AND HEELS 


PRICE MEN'S $2.70 net © Heary Ele Upper 


. 4 @ Leather Covered Insoie 
BOYS’ $2.40 ne @ Leather Counter Pocket 


Leather Backstay 
Drill Vamp Lining 


36 PAIR CASE 


ao 
LOTS ONLY * 





N 





131 Men's 
125 Women's 


Men’s and Women’s 
BOWLING SHOE OXFORDS 
GENUINE BLACK HORSE UPPER LEATHER 


PRICE MEN'S $3.10 net MEN'S SIZES 6/11 7/12 
WOMEN'S $2.95 net WOMEN'S SIZES 3/8 4/9 


Left Shoe LEATHER Right Shoe WHITE RUBBER Heels WHITE RUBBER 


36 PAIR CASE LOTS ONLY 











Men’s ELK VENTILATED 
ZIPPER OXFORDS 
HEAVY LEATHER SOLES 


PRICE $2.72! net SIZES 6/11 7/12 
36 PAIR CASE LOTS ONLY 








Men’s ELK VENTILATED MONK OXFORD 
RED RUBBER SOLE AND HEEL 


PRICE $2.65 net SIZES 6/11 7/12 
36 PAIR CASE LOTS ONLY 





WELL-BUILT SHOE COMPANY 
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MILFORD, MASS. 
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Ne. 845 
Ton and Brown 
Orthopedic 


Saddle 
122-3, ABCD 


Skillfully designed and thoroughly Cc s “e 
tested orthopedic lasts. patterns and Pe 
construction features give 2 | 


special 


CHILD LIFE SHOES their fine fitting. 
posture-promoting and comfort qual- 
ities. You'll find CHILD LIFE SHOES 


to be business builders, unusual profit 
producers. and a top-notch feature 
line for your children’s department. 


Plenty of room 
for all five toes 
to function nor- 
once grow 
straight. 


molly 


Scientifically ae- 
sigred to correctly 
support the metotor- 
sol heads ond clign 
them for proper foot 
function. 















Wedged Hee! ond 
Counter designed 
ond constructed to 
help prevent pro 
notion or eversion 


Fict foreport, ex- 
tro width of the 
boll for ecse in 
trecding . . . no 
crowding or pinch- 
“9 


——_— 


SHOE MANUFACTURING CO. 


MILWAUKEE 10, WISCONSIN 
GOODYEAR WELTS EXCLUSIVELY 





Review of the 
Retail Trade 


[CONTINUED FROM PAGE 100) 


were shown. An oxford-type shoe with 
cross-strapped vamp, open heel and 
toe, was popular. 

A collection of shoes in black calf 
was offered by Schuneman’s, Inc. A 
sling bow-pump with open toes was 
well liked. Another popular style was 
a medium heel classic pump. A spec 
tator with squared toe moved well. 
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Minneapolis. 


NAPIER featured imported shoes in 
genuine alligator, in black, brown, red, 
green, beige and navy. Also there 
were alligator-lizards in the same 
colors. A group of suedes in lipstick 
red, Kelly green, navy, black and 
brown with matching reptile platforms 
brought good sales. There were also in 
this collection fine calfskins in black. 
brown, navy, green and red with con- 
irasting reptile platforms. 


Boll’s showed a brown kid oxford 





with alligator-calf trim. C. M. Stendal 
featured a group of shoes in black or 
brown calf. Vacation shoes of raffia 
with matching handbags were good. 
Roy H. Bjorkman showed shoes to 
complement resort clothes or for home 
wear. A sling pump with strap front 
came in multicolor cobra in a combi- 
nation of red, green, blue and beige. 
A cork platform sole and heel pump 
with hand-woven kid leather in combi- 
vation of red, white and blue and also 


in brown and beige was well liked. 
= 7 = 


SAN FRANCISCO 
MERCHANTS CLEAN HOUSE 


WITH the end of 1946 ended a record- 
Lreaking year of sales for most shoe 
merchants in this area. In some stores 
the holiday business was not as great 
as at first expected, but the totals for 
the year went well ahead of 1945. One 
merchant said that the past year was 
the best he had ever had and although 
he is anticipating good business 
throughout 1947, he does not believe 
that customers will spend as freely as 
they have been doing. Now that OPA 
ceilings are removed, the stores are re- 
turning to free competition, and cus- 
tomers will be more selective in their 
purchases, and not so ready to take 
the first, or only, thing that is shown 
them. Merchants wifl have to start 
fighting for business again in contrast 
to the past few years when customers 
were fighting for merchandise. 

The year started with practically all 
shoe merchants holding clearance 
sales. A good example was C. H. 
Baker’s large advertisements and win- 
dow displays featuring “Our First Sale 
In Five Years.” And prices were real- 
ly slashed. One showing of casuals 
formerly priced to $9.95 was cut to 
$2.99. Dress shoes formerly priced 
from $7.95 to $19.95 were sold at one- 
third off, and a large group of finer 
footwear that formerly sold from 
£19.95 to $35.00 were featured at one- 
half off. 

Along with the clearance sales a 
few stores are starting to show and 
advertise the new Spring numbers, but 
the majority are waiting until the 
shelves are cleared of old stocks be- 
fore pushing new merchandise. 

With the changes in Congress and 
the promise of lowered taxes, there is 
a general feeling of optimism among 
merchants. While some do not an- 
ticipate quite as large sales totals this 
year, they reason that taxes and costs 
will be lower, leaving a very satisfac- 
tory net profit. There is a little labor 
unrest, but this is expected to quiet 
down as taxes and living costs general- 
ly level off. All in all, they say, the 
prospects for 1947 look very good. 
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Editorial Outlook 


[CONTINUED FROM PAGE 57] 


stable price level we should strive for, but not neces- 
sarily a lower price level. 

What’s your own experience, Mr. Shoe Man? Ever 
make any money, did you, when prices were down in 
the cellar? Remember the 1930's? “Brother, can you 
spare a dime?” And don’t forget, once they start to 
slide, prices can fall a lot faster and farther than they 
have risen. 

If it’s price resistance that bothers you, well, what's 
happened to salesmanship? Maybe it’s time for the 
advertising department to go back to work. Copy 
writers haven't had too much to do these last few years: 
all you needed was an artist to draw some pretty 
pictures. Now is the logical time to concentrate on 
selling. There’s a story in shoes that needs to be told to 
a lot of people who have never fully appreciated them. 
Looks to us like it’s time to tell that story, instead of 
crying about shoe prices being too high, when, for the 
first time in history, they're somewhere near the levels 
where we always thought they should be, and some- 
where near the prices we think good shoes are worth. 


Help ‘Em Say “Yes” 
[CONTINUED FROM PAGE 92] 
handbag. He didn’t want her to strain herself making 
decisions. He was the guide. He was the one who was 
leading the way. 

Now Mrs. Fertl was pleased with the vision of loveli- 
ness she saw in the mirror. She said she would take 
both the bag and the shoes and would wear them home. 
She was hustled to the register, relieved of her money. 
guided to the door, and very happily said goodbye to. 

And do you know what the salesman in the first store 
said when he saw her trot by so happily accoutred in 
her new brown handbag and her new brown shoes to 
go with her pea soup green dress? He said, “See? The 
old hag comes to my store and she won't look at any- 
thing but pea soup green shoes, but she'll go to his 
store and buy anything he puts on her feet. Is that fair 
competition, I ask you?” 

I ask you. 

Thus we can guide our customers through the prob- 
lems and difficulties that might stand in the way of our 
making a sale that is satisfactory to both the customer 
and us. 

Notice the verb used “giude,” meaning to lead. 

It takes much practice and perseverance and tact to 
become an expert guide but it is worth all the effort any 
man puts into it. 

For who are the great men? 

Who are the men into whose pockets the shekels fall 
mightily? 

They are the ones who lead mankind by the nose. 

Go thou and do likewise. 
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EILEEN Says: 





"In the March issues of 3; 
Vogue and Mademoiselle 2 
I'm starting a series of 

full page ads with a really 

brand new twist. My new 

EILEEN ads will feature, F 
not only news of my smart 
new casuals, but will be 
jam-packed with fashion 
; tips — coordinating shoe 
2 

) 


7 35 or TS 


styles with clothes styles." rs 


Watch for what "EILEEN 
Says." And watch for my 
Booklet, "Basic Shoe 
Wardrobe." 


Yours, 


GROVES SHOE CO. . . . GROVES SHOEMAKERS INC. 
Manufacturers and distributors of EILEEN footwear 4 
CHICAGO... NEW YORK... ST. LOUIS 7 


~~, ( 





H. Edgar Jenkins 


St. Louis, Mo. — Heart disease 
claimed H. Edgar Jenkins, vice-presi- 
dent in charge of industrial relations 
of the International Shoe Co., while at 
work in his office recently. He was 69 
years old and had been a member of 
the board of International since 1922. 

A native of East Bend, N. C., he was 
a shoe manufacturer in Winston-Salem, 
N. C. until 1912 when he became asso- 
| ciated with the International Shoe Co. 
Prior to his transfer to St. Louis, Mr. 
Jenkins had served as general manager 
of the shoe company’s manufacturing 
operations at Hannibal, Mo. 

Shortly after his transfer to St. 
Louis he was appointed vice-president 
and placed in charge of industrial rela- 
tions in 1938. 

Surviving him are his widow, Mrs. 
Ida Alston Farish Jenkins; and two 
sons, Henry E. Jenkins Jr., Washing- 
ton; and Farish A. Jenkins, New York. 


The customer who couldn’t say goodbye! 








Teen-Agers Want 
| A Department of Their Own 


[CONTINUED FROM PAGE 68] 


done in soft cream color, the floor of 
brown asphalt tile was covered with a 
blue carpet, and chairs to match lined 
Whes a customer leaves your store with a new pair of the walls. Fluorescent lighting was 
shoes, is it “Goodbye” or “I'll be seeing you?” aes ee eae ae nea a 
hint of the usual basement shoe section. 
The asphalt tile of the flooring 
serves a double purpose, according to 
Mr. Geiger. In wet weather, the carpet 
is rolled back and the floor is easily 
| cleaned by mopping. Thus, wear on 
If your customer likes this feature (and 9 out of i0 do ) peed cb degpennn mado ieee 
he'll just have to come back to your store for his next | even in bad weather. 
pair of shoes (and 9 out of 10 do!) Mr. Geiger has been established in 
Richmond for many years. He is well 
known in shoe circles, for he served a 
that word “Goodbye.” Your customer will be back for ptf ar hg ag — phew he 


more, again and again. And again! 








When you sell Matrix shoes with “Your Footprint in 
Leather” you sell something no other shoe offers, an 
innersole shaped to the natural curve of the foot, an en- 
tirely different kind of comfort in footwear. 


That's why, when you sell Matrix shoes, you can forget 





To Open Men’s Store 


In Florida 
Cora GABLES, Fia.—Sam S. Sol- 
loway of New Haven, Conn., whose 


H shoe store there was popularized by 
your footprint in leather students of Yale College, is preparing 


\ coi eal a a eeeigngenndeesesseeseebebeseseéoeococe : , 
< ge, cana to open an exclusive men’s shoe shop 
at 347 Miracle Mile. Knotty pine walls, 


a et 
rich sporting prints, blond oak fixtures 
and comfortable lounge chairs wil 
dramatize the masculine influence of 
the club-like interior of the store. 
Shadow box and floor displays of 
popular priced and custom made shoes 

F MEN 


will present the only commercial note 
in the modern studio-type arrangement 
of the air-conditioned store. 

Familiarity with the shoe prefer- 
ences of college men, and the proxim- 
ity of the Lliracle Mile to the Univer- 
sity of Miami with its 7,000 students, 
were determining factors in selecting 
the site. The new store will operate un- 
der the trade name of “Walkers.” 








THE HOUSE OF HEYWOOD, WORCESTER 4, MASS. . . MAKERS OF MEN'S FINE SHOES SINCE 1864 
Western Representative: Porter T. Jones, 504 Haas Building, 7th and Broadway, Los Angeles 
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NEW, ADJUSTABLE 
IN DEMAND... 


LADIES’ PLASTIC SHOE TREES ... now 
available in riotous rainbow of refreshing 
colors! Very easily adjustable for 
various sizes. All colors in opaque 
or transparent plastic. Easy to 
clean. Spring-back tension 
assures proper shape of 
shoes, after adjustment 
to correct size. IDEAL 
for every SHOE, 
GIFT and NO- 
TIONS DE- 
PARTMENT. 


One gross or more 
50 g per pair 
Less than one gross 


55 ¢ per pair 
Minimum quantity shipped. 1 dozen, 
assorted colors, f.0.b. St. Louis. 


WRITE TODAY FOR IMMEDIATE DELIVERY 


RADIANT 


ae) 
(i ry Pa PRODUCTS 


saintriours 2,mo. 


February 15, 1947 


DISPLAY UNIT ~ 


RADIANTREES are 
TT es ae a 
shoes on wall hooks 
end cre proctical for 
handling while cican 
ing shoe 










117 

















WANTED 


for the protection 
of precious leather 


CAVALIER 


CAVAWaAx 
(liquid wax) 


LEATHER SOAP. 


These two shoe preservatives are 
especially “in season" for the 
next few months. They will be 
bought “on sight" by customers 
conscious of the economy in tak- 
ing better care of their footwear. 
Order them today from your 
favorite wholesaler. If he can- 
not supply you, write or wire 


CAVALIER COMPANY 
BALTIMORE 30, MD. * 





“7 
people think the Old West is dead,” he 
laughed, “they ought to be in the cow- 

* boy bootmaking business. They’d soon 

| change their minds about that.” 


| Texas and many other states. 


| 


| 1947 Looks to a 


White Summer 
[CONTINUED FROM PAGE 62] 


for general daytime wear. One fast 
style factory in the medium price 
bracket says that they have to persuade 
their customers to buy slings because 
they have been so thoroughly sold on 
the idea of closed shoes. There is re- 
ported to be some demand for tip and 
foxing in black or navy or red from 
factories which make a specialty of 
spectator types. This is only where a 
retailer’s allotment permits his buying 
this extra pairage. Popular heel heights 
are 21/8 and 18/8 with some 17/8 sell- 
ing. Extension soles are still wanted. 
In addition to classic pumps with wing 
or straight tips, some other tan and 
white combinations are selling but the 
pairage here is extremely small by com- 
parison. Orders on spectators were 
placed early and some were delivered to 
stores up North in December and Jan- 
uary. In some cases they were obliged 
to take spectators in the allotments for 
these months, and report that they have 
sold a reasonable number of pairs. 
Men’s buyers also expect a big demand 
for spectators with wing tips. 

All-over white shoes for women are 
also slated to sell well this season in 
open toe slings with pretty ornaments; 
in open toe and vamp treatments with 
closed backs; in closed toe, open back 
patterns and in sandals on both high 
and flat heels. Punched through treat- 
ments are also reported to be good. 
Newer looking than any of these, how- 
ever, is the entirely closed pump, look- 
ing newer on low than on high heels, 
but good on both. Some of these all- 
| over white shoes have been in the stores 
| for some weeks, but the big delivery of 
| white shoes will be in April with some 
factories starting deliveries in March 
and continuing into May. 

Price is a question much discussed by 
both retailers and manufacturers. 





Cowboy Boots 
Are His Hobby 


[CONTINUED FROM PAGE 102] 


One of the most unusual features of 
the boot construction is the arch sup- 
port, which consists of a ten-penny 
spike which has been sharpened on both 
ends. Boots made for rodeo riders are 
often made with a flexible arch so that 
the wearer can grip the stirrup with 
his foot, Mr. Jones revealed. 

A pair of cowboy boots, when proper- 
ly made, will last for a long time, Mr. 
Jones declared. “It isn’t unusual to see 
a pair that has been worn for ten 


years.” The toe is the first part of the 
upper that wears out because of the 
scuffing it gets. For that reason an 
extra pair of toes is sometimes made 
along with the boots. When the first 
pair of toes wears out the second pair 
is inserted. 

I’ve made at least a hundred pairs of 
boots since I’ve been in La Grande,” 
Mr. Jones said, “and I could have sold 
600 more pairs if I’d had the time and 
bootmakers to help me. Right now 
I’ve got enough orders ahead to keep 
me busy for at least a year.” 

Mr. Jones gets orders for boots from 
all parts of Cregon, Washington, Idaho, 
Montana, and occasional orders from 


There is a general opinion, based on 
past experience, that women will not 
pay as much for a white shoe as for a 
dark shoe; the assumption again being 
based on the shorter season in which 
they can wear the white shoe. Any- 
where from $16.95, the top price men- 
tioned by a high style manufacturer, 
down to $8.95, were the prices consid- 
ered the most likely to attract. Some 
high style manufacturers have white 
shoes to retail for over $16.95, but $20 
was given as the highest salable price. 
The manufacturer who quoted $8.95 as 
an ideal price for spectators is actual- 
ly selling them at a price to retail for 
$10.95. Before the war they sold in 
the stores for $7.95. 
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The Shoe Store with EYE-APPEAL—inside and out— 





draws more customers— boosts profits 


@ Successful merchants know that a mod- 
ern front is like a magnet — it attracts 
passers-by . . . draws them inside. And a 
smart interior arrangement increases their 
preference for that store. That means a 
steadier flow of customers, increased profits. 
The magic secret? It isn’t magic and there’s 
no secret: These merchants simply recog- 
nized the value of modernizing their stores 
with Pittsburgh Glass and Pittco Store 
Front Metal and did something about it. 


INCREASE THE POPULARITY OF YOUR STORE BY MODERNIZING... NOW! 


Pittsburgh Glass and Pittco Store Front 
Metal? Your architect knows all about the 
advantages of these products. Be sure to 
discuss your problems with him. That will 
assure you a well-planned, economical de- 
sign. We'll be glad to cooperate with you 
and with him. In fact, if you want them, you 
can arrange for convenient terms through 
the Pittsburgh Time Payment Plan. 

While you're thinking about it, send for 
your free copy of our recently published 








You, too, can increase the popularity of — booklet, which gives you valuable informa- 


your store—make more money—by following _ tion and scores of interesting illustrations of 
the example of these progressive operators. Pittsburgh Glass and Pittco Store Front 
Why not look into the idea of remodeling Metal installations. The coupon below 1s for 
vour shoe store now—inside and out—with your convenience. 





MORE CUSTOMERS are attracted— 
you make greater profits—when you 
modernize your store with Pittsburgh 
Gless and Pittco Store Front Metal. 
Here is an example of what was 
done with a shoe store in Philadel- 
phia, Pa. Architect: George Neff. 





Pittsburgh Plate Glass Company 
2064-7 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part. please send me a FREE copy of your 
illustrated brochure. “How Eye-Appeal—Inside and Out—Increases 


“PITTSBURGH || == 


| ! 
| ! 
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Redecorate Shoe Store 


PaLM BEACH, FLA.—The Hertz-Ross 
Shoe Salon on Worth Avenue has been 
enlarged and entirely redecorated. The 
decor is ultra-modern, developed in a 
smart gray and yellow theme, with 
clever concealed lighting arrange- 
ments. Unique bleached wooden motifs 
for shoe display dot the walls while 
glass enclosed cases of the same de- 
sign hold matching handbags. Bleached 
wood upholstered in yellow grey and 
black fabric have been introduced, 
while full-length mirrors provide op- 
portunity for a customer to get a cor- 
rect ensemble of shoe and costume. 
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The windows are dramatized by a 
tropical pool of goldfish and water 
lilies, accented with black tile borders. 


Add Women’s Line 


New Haven, Conn.—The Tot’N 
Teens Shoe Store, 73 Orange Street, 
which has been operating since its open- 
ing last year as an exclusive outlet for 
children’s shoes, has added a line of 
women’s shoes to its stocks. Jack Segal, 
proprietor of the store, put in the line 
of women’s shoes last month. Present 
lines retail from $12.95 up, and will be 
added to as Segal becomes accepted as 
a women’s shoe outlet. 





Difficulties of Shoe 
Production in Germany 


“At the present level of production 
we might be able to provide in two or 
three years’ time each one of the 25 
million inhabitants of the British Zone 
with a pair of shoes.” That is the con- 
sidered opinion of the manager of one 
of the few shoe factories in operation 
in Western Germany. And yet, when 
all the existing difficulties are consid- 
ered, it seems remarkable that these 
factories can produce anything at all. 
In the Rhineland and Westfalia, for in- 
stance, the more important works may 
operate only on one or two days during 
the week; beyond this there is no cur- 
rent available. The smaller works may 
use electricity every third week. That 
alone is, of course, crippling to any 
kind of mass production. 

The shortage of leather in Europe is 
only one difficulty facing German man- 
ufacturers. There are practically no 
nails, tacks, rivets, etc., available. The 
fundamental operation of attaching or 
repairing soles can only be done with 
makeshift materials such as string, 
paper, etc.—if that is available. Also 
there are not enough hands on the job; 
female labor especially is short. At the 
moment there are just under half the 
number of workers available that were 
there in 1938 and in the meantime the 
population of the area of the British 
Zone has been almost doubled. 

In December the shoe and boot pro- 
duction in the British Zone showed 
these figures: 225,000 pairs of working 
boots, 300,000 pairs of ordinary walk- 
ing shoes with leather uppers (mainly 
for children), 150,000 pairs of light 
shoes including slippers and gym shoes, 
100,000 pairs of working shoes with 
wooden soles and 250,000 pair of san- 
dals also with wooden soles. All these 
are sold under strict order of priori- 
ties, miners enjoying first allocations. 





Paratroop Boot Developed 
By Vermont Man for Army 


WInpsor, VT.—It has been revealed 
here that the tough, highly specialized 
U. S. Army paratroop and ski boots 
used during the World War II were 
developed by Thomas F. Crimmin, 67- 
year-old shoe technician of the Wind- 
sor Manufacturing Co. 

The local plant, it was pointed out, 
was given the contract to manufac- 
ture all the rubber heels and soles 
of the boots after Mr. Crimmin, do- 
ing the initial work by hand, had de- 
vised means of improving. their 
strength and production. 

Mr. Crimmin learned shoemaking at 
his grandfather’s knee as a boy in 
Brockton, Mass., and was associated 
with several large shoe manufacturing 
concerns in New England before com- 
ing to the Windsor plant. 
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Lasting Comfort... 


Here's headquarters for 
“fashion firsts’—the home of lasts that 
are authentic style leaders—a service 
that keeps you out in front of the style 
parade—and assures you of shoes with the highest 


degree of fit-ability and lasting comfort. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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SHOE BRAIDING 
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IS A PRODUCT OF 


ALLENTOWN, PA. 


Boston 


Rochester St. Louis 





Don’t Miss the ““TRIM-RIB” me me in 


One of the Best-Known Lines of Quality Shoes 
for America's Best-Dressed Women 


eal 
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gives that added touch of 
dressmaking detail .. . that 


perfect refinement for unlined 


and faille-lined shoes 
so popular today 
among the most 
discriminating patrons 
of the nation’s 
shoe shops 


SCHIFF RIBBON CORP. 


Manufacturers of Bindings, Béaids and 
Narrow Fabrics for the Shoe Trade 


935 MADISON AVE. NEW YORK 16, N.Y. 


LAWSILK RIBBON CORP. G Affiliates 






ALLEGHENY RIBBON CORP. 
QUAKERTOWN, PA. 

Chicago 

Montzeal 







Cincinnati 





ROOMS 505-506 at the ALLIED SHOW | 


Hotel New Yorker + March 9th to 13th 








Set Vet Training 
Period at Two Years 


CHEYENNE, Wyo.—The training pe- 
riod length for veterans taking on-the- 
job training in shoe stores and de- 
partments in Wyoming has been set 
at two years by the state committee 
for approval of establishments for 
on-the-job training under Public Law 
346, according to State Labor Commis- 
sioner David P. Gilfillan. The commit- 
tee also ruled against any reduction 
of entrance salary of trainees, and will 
not consider any lowering of starting 
pay unless supported by substantial 
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evidence that it is necessary. 

Commissioner Gilfillan further re- 
vealed that, following the veteran ad- 
ministration’s action last August lim- 
iting the objective pay of subsistence 
allowance to a maximum of $200 a 
month, the Wyoming committee has 
had requests from some employers to 
reduce the entrance salary. 





Sell Property 


St. Louis, Mo.—The American Shoe 
Co., Ine., 1829 Washington Ave., has 
sold its 1331 Washington Ave. property 
to Bernard Becker. 


Difficult Labor Situation 


In Britain 


The shortage of female labor remains 
one of the biggest headaches of British 
manufacturers who are struggling to 
satisfy their home market demand and 
at the same time maintain the increas- 
ing volume of export business de- 
manded by the Board of Trade. 

There is a definite degree of optim- 
ism in trade circles in Britain, that the 
worst aspects of the supply situation 
have been experienced. The Boot 
Manufacturers Federation, after con- 
sideration and consultation with the 
Controller of Footwear and Leather, 
has forecast a definite improvement 
this coming Spring. 

In their review, the manufacturers’ 
committee reports that, in the present 
quarter, supplies of full chrome calf 
wand side leather will be maintained at 
recent levels. Of glace kid, it is stated 
that there is every prospect that a con- 
siderable improvement in supplies will 
follow the new year, due to increased 
arrivals of raw materials. Kip leathers 
should also be increasingly available. 
Lining leathers, however, continue to 
be short, with supplies about 30 per 
cent below requirements. Recently 
there has been a turn for the better in 
the outlook for sole leather, especially 
with regard to light hides. The im- 
provement is due to the successful 
termination of negotiations with the 
Argentine, for licenses having been is- 
sued there for the transportation of 
considerable quantities of hides. 

All expectations of improvement, it 
should be noted, are contingent upon 
the future labor situation. Happily 
the signs are that, as the raw mate- 
rials arrive, the labor situation in the 
tanning industry should improve also. 

Taking all pointers into considera- 
tion, the general effect is an indication 
of improved outlook for supplies. This 
will be translated into an improved re- 
port of deliveries as and when the new 
supplies can be brought effectively into 
use. 

Pressure upon manufacturers is re- 
ported to be rather more urgent than 
at any time in recent years. In some 
of the shoe manufacturing centers rec- 
ord arrivals of buyers are reported. 
They are all anxious to improve their 
stock position and to get an idea of 
what may be available later on for 
Spring demand. Most factories are 
now producing larger quantities, but 
selection, especially in the medium and 
best grades, can hardly be regarded as 
having been restored to trade practice. 





Store Forced to Close 


MARSHALL, TexaS.—After being in 
the same building for the last 10 years, 
Norman’s Shoe Store, on the north side 
of the square in Marshall, must vacate. 
For this reason the shoe firm will re- 
duce prices, sell the entire stock and 
go out of business. 
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Hgpulelion vou can bank on... 


Profit ... that’s what counts in selling shoes. RAND, the 


shoe with a future, has all the loyalty-building qualities 










for your future success! RAND is the product of the 
world’s largest shoemaker . . . out in front for half-a-century 
with a reputation for superior quality and craftsmanship. 
Distinctive national advertising and sound merchandising 


aids give you teamwork that pays off at the fitting stool. 


Lo 7 Moe C0? WCB 
[eheis ohason fad 011510 OF INTERNATIONAL SHOE COMPANY « ST LOUIS 3. MO. 
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Introducing 


Gerdakans 


Trade Mark Pending 


No. 5681 


All Elk Leather, Unlined San- 
dals, Retan Lecther Soles 
Colors: Brown, Red, White. 


Sizes: 5 to 8 $1.65 
8!/2-12; 12!/-3 1.75 


Regular 
Half Sizes 


No. 5685 
All Leather Sando Leather 
Lined, Leather 4 Leather 

Sole. 

Colors: Brown, Red, White. 
Sizes: 5 to 8 $2.00 
8'/,-12; 124-3 2.40 

7s Regular 
Half Sizes 


First Promotion in the... 


GERDA PROGRAM FOR 


A MORE PROFITABLE 4 77 


1947 is the year of VALUES. Your cus- 
tomers want more and will it too, from 
Gerda Dealers. Gerda . in turn, will 
want more and smarter promotions to fea- 
ture with the long, strong line of Gerda 
staples. Here's the first of man — 
promotions already planned for this 

and now in actual production, GERDA’ INS. 
Value Sandals for children. GERDAKINS 
has the honor of being the first of man 
Gerda trade marks with which you, a sowed 
customers will be pleasantly familiar before 
‘48 rolls around. Remember that's a promise 
from Gerda. 


See Us at Your Regional Show 











GERDA FOOTWEAR CO., INC. 


158 Duane St., New York 13, N. Y. 











_ Merchants Put Over Promotion Program 


Six shoe dealers at Mason City, Iowa, and other merchants 
are taking part in one of the best trade stimulating radio 
programs in the Middle West. 

The principal purpose of the radio advertising program, 
sponsored by the retail division of the Chamber of Com- 
merce, and involving 70 merchants who pay about $10 per 
month for such advertising is to promote good will and sell 
Mason City to all potential customers within the Mason 
City trade area, said to comprise 293,000 radio families, in 
Northern Iowa and Southern Minnesota. 

World War II was in its closing stages when the Mason 
City retail merchants division, headed by C. E. Blanchard, 
advertising grogram chairman, laid out the Mason City 
radio advertising campaign. They got out well-written 
brochures which showed maps of the Mason City area and 
which told of the business which could be secured through 
cooperative radio advertising. 

No specific merhants’ names are mentioned on the radio 


programs. All copy is devoted to boosting Mason City as a - 


trading center. The program has been running for over a 
year and the merchants stick to it, which shows that they 
are getting results from it. 

The radio program at present consists of a 15-minute 
period at 6:15 Monday through Saturday each week, and 
the program content varies as special occasions arise. The 
general format includes dinner time music, and special 
programs have included four weeks of holiday promotion 
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preceding Christmas, the broadcasting of the dedication 
ceremonies of the new million-dollar municipal airport, 
conventions and musical events as well as civic affairs. 


In a brochure used to line up merchants behind this pro- 
gram, copy ran, in part, as follows: 

“Long experience has proved that community advertising 
is a sound investment, paying handsome dividends. Its 
lLenefits can be reckoned in actual dollars and cents. 


“Mason City promotion radio advertising is to have one 
major objective, that is, to sell Mason City as the one best 
city to ‘get what you want when you want it and enjoy all 
the procedure involved.’ Radio programs are to be designed 
expressly for the achievement of this purpose. During each 
13 weeks’ schedule, the program different each period, will 
be broadcast at varied times of day. 

“Commercial copy about retail stores, wholesale outlets, 
and manufacturers will be broken down into publicity about 
particular business groups selling or manufacturing the 
same type of merchandise. Of course, no firm names can 
be used. The aim is to continuously sell Mason City. Lis- 
teners attracted to Mason City to buy will share their busi- 
ness among cooperating firms. 

“The base suggested is from $2 to $5 per firm, per week, 
depending upon size and gross yearly business. The cost is 
very small, considering Mason City is now doing close to 
seventy million dollars yearly business.” 
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No. A301.. No. A300..PADDED 
NO-SAG SPRING | SEAT CHAIR 
CUSHION CHAIR 


i 
| Sturdily built of 1° 


An outstanding valuc I seamless steel tubing 
in store seating. Has welded into one con- 
strong 1* steel tube 
& | tinuous piece. Triple, 
frame, welded into | 
: 4 chrome plated. Pad- 
one continuous picce. | 
, | ded oblong back, 9” 
Triple, chrome plat- 


oust task | high. Comfortable, 
padded sear. 


ed, new 9" 


1 rest. 


l 
) ! 


be 
IMMEDIATE DELIVERY! 


MODERN CUSTOMER 
SEATING AND SALES EQUIPMENT 





KORRECT -WAY 
DISTRIBUTORS 


ATLANTA 
Melvin S. Roos 


BALTIMORE 
N. C., Mec Thigpen 


UPHOLSTERED IN BEAUTIFUL, DUR- 
ABLE SIMULATED LEATHER ...IN A 
WIDE SELECTION OF MODERN COLORS! 


No. A201..GENERAL UTILITY CHAIR soston 
BUFFALO 
Semvei C. Dutch & Sen 


3750 Royal Paim Ave... 


Modern design, superior in construction. 


Ideal for general store use. Wood chair 


frames are finished in cither modern 
Frosted Oak or Walnut finish. 


CINCINNATI 
General Displey Corp 
CHICAGO 
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| Hecht Fixture Co. 
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No. A511..CHROME 
FITTING STOOL 
Sturdily built of 1* seamless 
steel tubing. Rubber cover- 

ed foot rest. 


No. N100..FITTING MIRROR 
Outstanding all chrome mirror, matches chairs 
and stools. Generous 12”x 18* mirror, sturdy 4" 
steel rod frame, 21° overall height. 





SAN ANTONIO 
Fox Displey Co. 


SAN 
Kehoe Displey Fixture Co. 
ST. cours 
Mid Shetien Meets, Gem. 


KORRECT-WAY 


-verywhere— 


MONTREAL 
Miller's Displey Fixture, Regd 
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Skiing is a tough sport . . . tough on ski 





B/C boot lacing fittings, too. The GAC Ski 

SKI BOOT Boot Telescopic Eyelet, designed specially 

T t LE S$ CO w | C for ski boots, takes the great strain of 
EYELET record breaking jumps or cross-country 





skiing. It gives maximum strength where 
it is most essential for lasting service. It 


improves appearance because there are no 





CROSS SECTION DIAGRAM rough inside surfaces. Prompt shipments 


SHOWING STRENGTH OF SETTING . 
on all standard sizes. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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SPRING IS COLOR 








SHOE NEWS 








PROMOTION TIME 


Bostonian Contributes 
Sellable Setter Red 


mittee 
LIFE features outstanding 
ad March 31, 1947! 














Right down the line, in keeping With 


“new ideas for Promotion,” Bostonian 








follow- 








Sets the Pace with Setter Red. The 


“natural” color for Spring. To make 


each community in the 


++. Plus Selected, salesmaking 
through Promotional] materia]. 
ailers, newspaper ads, Posters and 
isplay Props that again point up 
Bostonians’ Philosophy “ 


- 
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Fall Woolen Colors Named 


New York—Cool misty pastels called 
Icetones are presented as a subtle 
Winter theme in the Confidential Ad- 
vance Woolen Collection for Fall 1947, 
just released by The Textile Color Card 
Association to its members. Included 
in this muted group are Iced Peach, 
Vapor Blue, Snowy Pink, Mauve Glaze, 
Frappé Lime, Golden Snow, Crystal 
Aqua and Frost White. In describing 
the new color trends, Margaret Hayden 
Rorke, managing director of the As- 
sociation, said that the hazy frosted 
character of these softened pastels 
rendered them especially interesting as 
a sophisticated color motif for dresses 
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MOMNOMAC SHOE CO., INC. 
47 WEST Mth ST., NEW YORK. N. Y. 








to complement darker fur coat shades. 
The Icetones also have high appeal, 
Mrs. Rorke added, as a lighter color 
range for southern wear and for smart 
knitwear fashions. 

Keyed to a gayer mood are the clear 
glowing Winter Sun Colors that will 
enliven sports and resort clothes. They 
comprise California Citron, Florida 
Rose, Pacific Turquoise, Cuban Orange, 
Carib Gold, Atlantic Emerald, Indies 
Red and Mexican Sapphire. These 
vibrant hues will likewise serve as 
bright accents to brown, gray, black 
and other neutrals. 

Cited among the important basic 
color developments for Fail are Bois 





de Rose and its darker blending shade, 
Mahogany, of warm rosy cast. Browner 
in tonality are the spirited Burnt 
Brandy and its lighter complement, 
Peach Tan. In the brown gamme, 
strong emphasis is placed on the rich 
Glacé Chocolate, which is expected to 
rate considerable style prestige in shoes 
and other accessories, as well as cos- 
tumes. The lighter Cream Taffy, a 
dulcet candy beige, harmonizes with 
this new-looking chocolate version. 
The more subdued Cloud Taupe and 
Florida Sand interpret a favored neu- 
tral range. 

Slated to win approval in the high 
fashion violine family are Oriental 
Amethyst and California Plum as well 
as the rosier Crushed Mulberry and 
Mauve Pink. Winter Wine and Frosty 
Rose are mellowed vintage tones. Much 
stress is placed on Victorian Green, a 
clear deep pine type, as a basic Winter 
shade. The soft Pinebud is its lighter 
harmonizing tone. Olivemoss and Lin- 
den Green are subtle renditions of yel- 
lowish undertone. 

The continued style acceptance of 
greenish blues is reflected in the new 
variations, Blue River and Autumn 
Aqua. Ship’s Blue, a soft lighter than 
navy version, and Southern Blue, a 
deep sky tone, also have an assured 
place in this collection. The medium 
Steel Gray and the lighter Pearlmist 
sound a significant neutral note in 
Autumn and Winter fashions. 

In addition to their importance for 
women’s wear, many of the colors in 
this woolen collection, Mrs. Rorke ex- 
plained, are appropriate as well for 
men’s casual or sports clothes. 





Langston Warns Against 
Lifting Export Controls 


New YorK—L. E. Langston, ex- 
ecutive vice-president of the National 
Shoe Retailers’ Association, on Feb. 
12 wired officials of the State Depart- 
ment and Office of International Trade 
as follows: 

“Shoe retailers of United States 
warn government that lifting of hide 
export control even for token ship- 
ments would have serious effect on shoe 
industry. Developments since an- 
nouncement of export quota have 
definitely confirmed this decision. Hide 
prices already up over 20 per cent. 
Speculative interests for foreign ac- 
counts are strong factors in this mar- 
ket, expecting continuance of export 
cuotas on even freer basis than now. 
Shoe retailers strongly feel that export 
policy is not consistent with short sup- 
plies. Government should take im- 
mediate action to curtail present ruin- 
ous speculative increase in hide prices 
to prevent complete disruption of re- 
tail market already sagging under 
weight of high prices. No further 
auotas should be set up and immediate 
announcement of this should be made 
publicly.” 
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We make a Mary Jane. of good quality, 


in accord with our usual high standards. Black 
patent or white leather. Sizes 4% to 8 with 
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California Shoe Designers Quicken Their Pace 


Diversity keynotes the new Spring 
footwear by Walter Braun of Cobblers 
of California. The “Natch” (an ex- 
pression borrowed from the teen-agers’ 
vocabulary) should gladden the hearts 
of mothers and daughters alike. A 
sturdy closed-toe oxford with quarter- 
inch platform, the “Natch” is of elk 
with rubber sole and heel. It comes in 
brown and navy and combinations of 
natural and green, red and white, 
brown and white, and blue with white. 
Nice contrast is provided in the white 
rubber sole and the accent of bright 
colors on tongue, platform, and laces. 


Strap Pattern for Play 


Strictly for fun in the sun is Cob- 
blers’ “Imp,” an intricate strap pattern 
with a high-riding front and sling back. 
It has a 6/8 wedge and quarter-inch 
platform, and the very open vamp ex- 
poses all of the toes to the sun. Of soft 
glove leather, the “Imp” comes in such 
California-inspired colors as gold rush 
and brown, Sierra white and poker chip 
red, Sierra white and black, sequoia 
brown, mallard green and Pacific blue. 

Jimmy De Mars uses a conventional 
last on his newest design, a dressy open- 
toe sling pump with extremely high 
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front and a 26/8 heel. It comes in com- 
binations of calf with suede trim in 
navy, brown, and red. 

For wear with hostess gowns or cock- 
tail dresses, Ted Saval has created a 
black satin ankle-strap sandal with a 
very high (24/8) wedge. Handpainted 
roses embellish the ankle strap, vamp 
and heel. The shoe also comes in white 
satin. 

For play clothes or sport suits, Saval 
has fashioned a 22/8 wedge spectator, 
with ankle strap and a full, draped 
vamp that is gathered into a knot. It 
comes in white suede with contrasts of 
calf in colors of fiesta brown, navy blue, 
red, and green, as well as all-white 
suede. 

Buyers are welcoming the return of 
the crepe-soled oxford, a design on 
which David Frank’s of California is 
concentrating most of his production. 
Frank Foster has called his interesting 
new version of this perennial favorite 
the “Free Soul,” because its leather and 
styling make it as flexible as it is dur- 
able. It sports a square closed toe and 
moccasin front and has a wedge heel 
and cork platform. Unlined, it comes in 
brown, white, and red smooth elk and 
in white and natural “Jimmy pig.” 

Color plays a stellar role in the new 


Spring footwear by Ryder of Cali- 
fornia. Borrowing from California 
scenes, Bayard Ryder has developed 
these new colors—pearl grey, royal 
blue, town brown, California gold, terra 
cotta, verde (a light, bright green), 
aqua, Chinese red, fuchsia, coral, lime, 
powder blue and alto (a deep green). 
One of Ryder’s most attractive new 
styles is a 30/8 clog sandal with hand- 
embroidered yarn details on vamp, clog 
and strap. It comes in suede in any of 
the previously mentioned colors. With- 
out the embroidered details it come in 
light weight calf in red, navy, brown 
and kelly green. 

California Patios use clever details 
in their new handmade sling pump, 
which Bill Rogers calls the “Andrea.” 
It is of white suede with contrasts of 
navy, brown, red or green calf on the 
vamp insert, has one-eighth inch plat- 
form, open toes, and a conventional 
22/8 heel. 


Flat Heel Sandal 


A flat-heeled barefoot sandal made in 

a California stitchdown process is the 
newest offering by Jansen of California. 
Designed by Anton Jansen—it comes in 
[TURN TO PAGE 136, PLEASE] 
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A SURE-FIRE SELLER 
BACKED BY 


NATIONAL ADVERTISING 
IN LEADING MAGAZINES 





. HUSKIE GRADE 


#505 Men's Tan Camp Mocc 
#506 Men’‘s Black Camp Mocc 


Sizes 6 to 12 $2.50 
#605 Boys’ Tan Camp Mocc 
+606 Boys’ Black Camp Mocc 
Sizes 2to6 $2.50 
#3305 Women’s Tan Camp Mocc 
#3306 Women’s Black Camp Mocc 


#3307 Women's White Camp Mocc 
+3308 Women’s Red Camp Mocc 


Sizes 4 to 9 $2.50 


SCOUT-MOC GRADE 


These are made of good, smooth, 
brown split uppers, with no-marking } 
moulded rubber sole. 


+504 Men's Sizes 6 to 12 
+604 Boys’ Sizes 2 to 6 
+3304 Women's Sizes 4 to 9 


ALL ONE PRICE—$1.85 


We Will Accept Orders for Above Items 
for Delivery in February, March and April 


PRICES GUARANTEED 


FREE MATS FOR YOUR LOCAL ADS 


aes A ye aig 
. YY, RY cod S huc Company - 41 §. WELLS ST., CHICAGO 6, ILLINOIS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW . ¢ of@€ftsle. 
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Macy’s Vice-President Resigns 


Cuicaco, Itt.—The resignation of 
Joseph J. Thursh as vice president of 
Macy’s was made know recently with 
the announcement by Joel Goldblatt, 
president of Goldblatt Brothers, Inc., 
here, that Thursh will join the Gold- 
blatt organization on April 1 as a vice 
president and assistant to the presi- 
dent. 

Mr. Thursh has been associated with 
Macy’s since 1928, becoming Controller 
of the e®rporation in May, 1943. He 
also is a director and vice president of 
the Controllers’ Congress of the Na- 
tional Retail Dry Goods Association. 
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Appeal for Children’s Foot- 
wear for Europe’s Destitute 


New YorK—An appeal for children’s 
shoes, boots, rubbers and overshoes has 
been issued by the Foster Parents’ Plan 
For War Children, Inc., here. The or- 
ganization, in a recent advertisement, 
released a cable from its staff in Poland 
which read: “Bleeding Feet Polish Chil- 
dren Need of Shoes In Snow Stop 
Beseech You Please Ship Children’s 
Shoes Immediately To Warehouse War- 
saw.” 

Contributions or inquiries should be 
addressed to Foster Parents’ Plan For 
War Children, Inc., 55 West 42nd Street. 


Letters 
to the 
Reeorder 


Treat Customers Courteously 


Editor, Boot AND SHOE RECORDER: 

In countries abroad, though these 
countries have still great shortages of 
goods, customers are generally treated 
with great attention. Salesmen are 
polite and try their best to serve cus- 
tomers as good as they are able to do. 
The customer is generally regarded as 
the most valuable business asset. 

Arriving here from a European coun- 
try, what are the impressions one re- 
ceives on going shopping? 

Walking the streets, looking at the 
show windows, the make-up of t 
goods displayed, the lights, the crow 
the first impression is to be in the land 
of plenty. Nowhere in the world does 
one see shops like here and such a dis- 
play of goods. They inspire people to 
buy things—even unnecessary things. 

Special mention is deserved by the 
foodshops, cafeterias and all kinds of 
eating places. The self-service system 
in the great super-markets impresses 
one as a very clever idea. 

But after having been inspired to 
buy things one sometimes enters shops 
only to leave them disappointed. Let 
me mention some instances: 

Entering a chain store of a leading 
shoe firm on 34th Street one is rudely 
stopped by a clerk who bars the way 
and orders one to wait, though one can 
see plenty of unoccupied chairs. One 
sees further that though most of the 
salesmen are very busy, there are some 
who are not. After several customers 
kave completed their purchases one is 
gracefully allowed to sit down and to 
start with one’s purchases. 

One certainly gets the impression 
that there must be something wrong 
with the organization. 

Going into another shop to buy silk 
materials, nobody takes notice. Finally 
one decides to ask one of the salesmen 
whether a particular kind of material 
is in stock and gets the reply: “Don’t 
you see that I am busy?” 

Scene in a big 5 and 10 cent store: 
One wants a pattern and after getting 
a wrong one asks for the correct num- 
ber but gets only this reply: “I don’t 
bend twice for a customer. Buy your 
stuff elsewhere.” ... 

There are certainly other shops where 
one is nicely received and gets excellent 
service. But cases like the quoted ones 
show that reconversion from war to 
peacetime conditions is not yet com- 
plete.—W. P. J. 


(TURN TO PAGE 134, PLEASE) 
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... because it gives rugged men’s shoes 
the triple benefits of full color, easy 
“handle”, and a fine tannage. Cutters 
and makers appreciate these qualities in 
making all-purpose, well-built footwear 
for the masculine market. The call is for 
WILLOW CALF which has long since 
proved its worth in men's shoes of many 


types the world over. 
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Lead off to a successful season with displays 
that will give you merchandising leadership. 
It’s easy — when you rely on our “Guide to 
Better Displays” as a source for ideas and sales- 
inspiring window and interior displays. 


id 
: - 
me 
la 


Fabrics and Flowers are only two of the 
many display items shown in our latest 
catalog compiled to assist you in present- 
ing the new Spring fashions. Write today 
for a copy of “Guide to Better Displays”. 


THE 


ADLER 


@) 


ne ( 
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JONES 


»>OMPANY 


521 SOUTH WABASH AVENUE * CHICAGO 5, ILLINOIS 
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[CONTINUED FROM PAGE 132] 


**Sit-’ 
Needed 


Editor, Boot AND SHOE RECORDER 


There’s been a lot of talk pro and 
con of the necessity today to return to 
the time proven courtesy and selling 
methods of the pre-war era. I for one, 
however, am wondering if there has 
ever been any substitute for them. 

During the war, of course, the sales- 
people were untrained, and had little 
if any background in selling or service 
at the fitting stool. There remains one 
factor, though, that it seems to me, the 
success of any shoe store, regardless of 
beautiful windows, interior or thou- 
sands of advertising dollars spent, al- 
ways has and still must depend on to 
a great extent. That is a “sit-em-down” 
policy. Too often customers are met at 
the door with an asinine, “Can I help 
you?” or “Shoes for you?” or some 
other equally meaningless greeting. 

It’s a shoe store and surely she or 
he didn’t come in for lingerie, a bicycle 
or to pass the time of day. Too many 
salesmen need a written guarantee be- 
fore seating a customer. Subjecting 
them to a long catechism as to size, 
color, heel height and does her mother 


-Down” Policy 
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take in washing. Does she wear a quad 
or a 10, or want something your com- 
petitor has and you don’t, did she see 
a shoe in Vogue, Harper’s or Seventeen. 
Too often she gets a quick brush off 
and toss out the door. Instead of being 
welcomed by a cheery time of day or a 
friendly “hello” and seated, there to be 
measured first of all, then fitted in 
whatever she wants or something 
similar which he undoubtedly has but 
is too lazy to show, the chump throws 
your effort, time and money you spent 
to get her in, out on the street. 

These men, mostly of course, work 
on commission and need to run-a book, 
but regardless of the tough size sales 
and so called crocks everyone encounters 
en a shoe floor, in the long run it’s the 
man who “sits-em-down,” gives his cus- 
tomers prompt, alert and intelligent 
service, whose earnings will always be 
on top.—Iowa Shoe Man. 





Clever, Doggone It 


St. Louis, Mo.—A. J. Brauer, ZJr., 
president of Brauer Bros. Shoe Co., has 
announced that store salesmen selling 
Paradise Shoes will wear dogwood 
boutonnieres in their lapels during the 
next few weeks in support of a new 


Paradise campaign breaking in the 
March issues of Life, Ladies’ Home 
Journal, Woman's Home Companion, 
Vogue, Harper’s Bazar, Junior Bazar 
and Mademoiselle. 

The ads will feature a background of 
dogwood blossoms. Another merchan- 
dising follow-through for the Paradise 
campaign are artificial dogwood blos- 
soms to be used in stores. 





Analysis Shows New England 
Shoe Production Drops 


Boston, Mass.—An analysis made by 
the New England Shoe and Leather As- 
sociation of figures released by the 
United States Bureau of the Census, 
shows that during November of last 
year the three New England shoe states 
produced 13,553,000 pairs, an increase 
of 7 per cent over November of 1945 
and a decrease of approximately 17 per 
cent from the production achieved in 
October, 1946. The dollar value of shoe 
shipments from New England during 
November, as compiled by NESLA, was 
$48,177,000. Shipments from this same 
area for the first eleven months of 1946 
totaled 171,676,000 pairs with a value of 
$500,777,000. 

“Massachusetts led all states (in 
November) in shoe production as well as 
in value of shipments, which totaled 
over $29,000,000,” according to NESLA. 
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AZALEA 


FINE SMOOTH LEATHERS FOR VOLUME BUSINESS 


IRIS: Black or red with extension soles, high ond 
cubon heels. 

TULIP: Blue; on baby doll lost. Also block potent 
leother. High heels only 

AZALEA: Block;high heel. Also block potent leather, 
high ond cubon heels. 

DAFFODIL: Block or town brown with extension soles. 
Cubon heels only. 

Slims - 516 /9. Mediums - 4/9 

$3.85 Net. Delivery about Feburory 20 


















KRISCHER, ROGERS AND FISCHER 
20 NO. FOURTH STREET PHILADELPHIA 6, PA. 
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IDEAL BABY SHOES 


Safe — because these finer shoes give proper 
support. Her foot development follows na- 
ture’s intentions in IDEAL Baby Shoes’ correct 
design, augmented by select materials and 
more than a quarter-century of skill in their 


making. 


mrs. DAY'S IDEAL sBasy sHoE co. 


DANVERS, 





MASSACHUSETTS 


1070 MERCHANDISE MART 
CHICAGO, ILLINOIS 








California Designers 
Quicken Their Pace 


[CONTINUED FROM PAGE 130] 


brown, natural, red and white elk. 
Pastel suedes are of supreme impor- 
tance in a new collection by Joyce. A 
sueded leather, which Faie Joyce calls 
“Ruffglove,” comes in colors like pink 
perfection, chamois (tawny gold), coral, 
wild rice (pale beige), cocoa and blue 
sky. These lovely California colors are 
used in a new Joyce closed-quarter, 
closed-toe casual, the “Cover-Up” which 
has a 4/8 wedge and quarter-inch plat- 
form. Other details of note are the 
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high-peaked front and short tabs that 
perch like tiny ears on the back of the 
shoes. Joyce is making bags to match. 

Joyce’s famous “Cat’s Cradle” sandal 
now comes in multi-colored suede in 
such arresting combinations as red, 
green and blue. It has a 5/8 wedge and 
a one-half inch platform. For evening 
or hostess wear Joyce is making this 
same sandal in black suede and gold 
kid, white suede and gold kid, and plain 
silver or gold kid. 

Vie Colton creates a dressy closed- 
toe, open-quarter sandal on an 18/8 
wedge with a quarter-inch platform, 
which he calls the “Charlotte.” Of 
suede it comes in bright colors. 























Michigan Shoe Travelers Hold 
Show and Install Officers 


Detroit, Micu. — Michigan Monthly 
Shoe Show, held at the Hotel Statler 
by the Michigan Shoe Travelers Club, 
drew an exceptionally heavy February 
attendance, especially from the remoter 
towns, despite inclement weather which 
existed before and during the showing. 

The general level of shoe trade vol- 
ume was good, with interest in buying 
strong in all departments. The early 
approach of Easter, coming after a 
period of emptied shelves and continu- 
ing scarcity of merchandise, incited 
heavy buying, as indicated by the heavy 
demand for immediate delivery. In 
January business was off and shoemen 
are looking forward to brisk trade at 
the March showing. 

The situation in both children’s and 
men’s shoes was still very tight. In 
men’s, the new sports lines were com- 
ing in, and volume accordingly picked 
up markedly in this field. 

In women’s lines, black calf predom- 
inated, followed by patents. Varied col- 
ors were in demand, with red surpris- 
ing the trade by outrunning navy. De- 
mand was large for both high and 
Cuban heels. 

The Michigan Shoe Travelers’ Club 
held their first Installation Banquet 
since before the yar, during the month- 
ly show, at Northwood Inn, with a good 
turnout of members, their wives, and 


guests. 
George H. Lawson, re-elected as 
president, presided as toastmaster. 


Others sitting on the dais were Norman 
M. Souther, secretary-treasurer of the 
National Shoe Travelers Association; 
Al Apple, treasurer; Sam Kane, retir- 
ing vice-president; Curtis Johns, vice- 
president; and Moe Cantor, secretary. 





W. E. Heaton Receives 
Appointment 


Cuicaco — Harold J. Nutting, vice 
president and general merchandise man- 
ager of Marshall Field & Company, to- 
day arnnounced the appointment of Wil- 
liam E. Heaton as assistant to the gen- 
eral merchandise manager. Mr. Heaton 
formerly was expense assistant to the 
general management. 


Hold Open House 
On Anniversary 


MILWAUKEE, Wis.—The fifth anni- 
versary of the Modern Shoe Mfg. Co., 
here, was celebrated recently with open 
house held at their new plant, 117 W. 
Walker Street. About 150 friends in 
the industry attended. 

Officers of the company include Carl 
W. Herbst, president; his son, James 
C., and Robert Case,- both vice-presi- 
dents; John Gibbons, treasurer, and 
Carl Ludwig, secretary. 
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THIS 
BOX 
HOLDS 
1947 
SHOE 
PROFITS 
FOR YOU 





I, is smartly designed to 
complement the ‘Forty-seven line of 
Tailored Tred FRENCH MODERNS now 
“on the road" with our repre- 
sentatives. These shoes, sold at 


America's most popular price range, 
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from $5.95 up, offer you clever P M4 
styling with quality workmanship Vo, 
and materials. 


Through SIX LEADING FASH- 
ION MAGAZINES the story of 
Tailored Tred FRENCH MODERNS is 
being told to 10,000,000 women. 
Write today for additional! facts 
about Tailored Tred FRENCH MODERNS 


and the part they con play in pro- 





ducing profits for you. 


SAalored Sred 
FRENCH MODERNS 


$5.95 and up 


MANUFACTURERS AND DISTRIBUTORS * D. MYERS & SONS, INC. = BALTIMORE 18, MARYLAND © EST. 1910 
SHOW ROOMS—BOSTON «© ST.LOUIS = DALLAS © CHARLOTTE = PITTSBURGH « MINNEAPOLIS 
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IN COFFEE, 
it’s the blend... 


IN LEATHER SOLES, 


FIBRE-SORTING 
makes the 
difference 


FIBRE-SORTING, by England- 
Walton's skilled craftsmen, with 
minute differences of inner fibre 
construction in leather at their 
trained finger-tips, provides supe- 
rior matched soles. . . assuring re- 
tailer and customer repeat orders 
for manufacturers who insist on 


E-W FIBRE-SORTED leather soles. 


FIBRE-SORTED soles give that 
extra plus that is a valuable E-W 


selling feature. 

























ENGLAND-WALTON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Boston + Camden + Peabody + New York + St. Louis 
Columbus « Milwaukee « Los Angeles + San Francisco 
Ashland, Ky. + Newport, Tenn. « Hazelwood, N.C. 
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SET 2 
POLARIZED LIGHT PARALLELS 
KEEN INSIGHT OF ENGLAND-WALTON SORTERS 


E-W fibre-sorted mated soles offer flexibility and 
wear-resistance. 

Set 1 of these paired photomicrographs shows un- 
even stress lines wate pe in unmatched flexed 
samples ... like internal structure of unmatched 
leather soles: UNEQUAL WEAR SERVICE. 

Set 2 reveals uniform stress lines .. . comparable to 
soles matched by E-W sorters: LONGER, MORE 
EVEN WEAR. 
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Shoe News 





RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Little Price Resistance on Wanted Shoes 





Current Customer Indifference Directed Mainly Against Undesirables, 
Difficult to Dispose of at Any Price, According to St. Louis View. 
More Reluctance Noted in Top and Bottom Brackets. 


by EDGAR C. SCOTT, JR. 


Sr. Louis—That oft repeated expres- 
sion, “price resistance,” which worms 
its way into nearly every conversation 
concerning the status of business, not 
only is overworked, but frequently in- 
accurate. Such is the opinion, anyway, 
of a fairly representative group of St. 
Louis shoe manufacturers. Overworked, 
they say, because it is used with little 
restraint in defining a multitude of ills 
and inaccurate because it is used gen- 
erally rather than specifically. 


Resistance Hard to Define 

“Price resistance,” said the sales- 
manager of a firm making women’s 
shoes retailing in the $10 and $12 
range “is rather difficult for me to de- 
fine because I’ve had such little contact 
with it. We’fe booked solid to July and 
production is going full blast.” 

This sales-manager’s description of 
the status of business from the point 
of view of his individual firm is sig- 
nificant because it bears a notable re- 
semblance to the condition of many 
another St. Louis manufacturer making 
women’s shoes retailing in the $6.95 to 
$14.95 price group. In this bracket, 
manufacturers point out, price resist- 
ance is considerably over-emphasized 
because it exists principally in inflated 
merchandise and undesirables that 
would be difficult to move at any price. 

Shoes retailing above $15 and $16, 
however, spokesmen for the industry 
will readily admit, have met with in- 
creasing resistance in recent months, 
more noticeable since the scrapping of 
controls. Reasons offered for the 
mushrooming of buyer hesitancy in the 
upper price strata since the death of 
OPA are numerous. 
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But probably the one most frequent- 
ly mentioned by St. Louis manufac- 
turers is that de-control occurred at 
about the time the honeymoon period 
of shoe retailing was ending. By late 
October, 1946, the women of the coun- 
try, if not the men (at least not to the 
same high as the feminine 
buyer) had built up their shoe ward- 
robes to a point where they no longer 
felt it necessary to grab the first pair 
of shoes in sight. 

Other reasons cited are that the mar- 
ket was in transition from a sellers’ 
to a buyers’; inventories had begun to 
improve and with more selection the 
feminine buyer did not feel the need 
quite as much for top quality long life 
shoes as she had when correct fit and 
style were more difficult to obtain and 
when it might be many months before 
she could find another pair of shoes 
suitable to her needs. 


Take-Home Pay Smaller 


Another factor recognized was that 
war plant wage earners had used up 
their surpluses and were having to 
get by on take-home pay that contained 
less and less of the overtime bonus; 
and that many of the war workers who 
had moved up into the purchase cate- 
gory of higher priced shoes were 
dropping back to their normal: level of 
purchase with the result that the mar- 
ket potential for high priced shoes was 
markedly less than it had been during 
the period of artificial demand. 

Like shoes retailing above $15 and 
$16, those in the lower range priced 
below $6 also are reported to have run 
into a wall of resistance. Price resist- 

[TURN TO PAGE 153, PLEASE] 


Plan to Group Shoe 
Fair Exhibits 

The National Shoe Fair management 
has announced that exhibit space con- 
tracts and full details of the New York 
National Shoe Fair, to be held April 
28 to May 1, 1947, have been forwarded 
to all manufacturers and members of 
allied industries who have previously 
exhibited at National Shoe fairs. 

The Shoe Fair management has sug- 
gested that if any interested party has 
not as yet received full details, he 
should communicate immediately with 
Charles W. Holt, Manager, National 
Shoe Fair, Room 1114, Hotel New 
Yorker, New York City. 

In the preparation of final plans for 
the New York National Shoe Fair a 
determined effort will be made to en- 
able manufacturers of similar types of 
merchandise to display in the same 
hotel, it was announced. The plan, as 
now proposed, will distribute the sev- 
eral groups as follows: Hotel New 
Yorker: members of the New England 
Shoe and Leather Association; Hotel 
Commodore, members of the St Louis 
Shoe Manufacturers Association, Shoe 
Manufacturers Board of Trade of New 
York, National Association of Slipper 
and Playshoe Manufacturers, National 
Association of Stitchdown Manufactur- 
ers and the National Shoe Fabric As- 
sociation; Hotel Biltmore, manufactur- 
ers of men’s better grade shoes and 
children’s better grade shoes; Hotel 
McAlpin, shoe wholesalers. This ar- 
rangement is intended, the announce- 
ment said, solely as a guide to exhibit 
applicants who may desire to have 
space assigned under such an arrange- 
ment. 





New Store Opens 


New Beprorp, Mass. — Marlene 
Shoes is a new retail store opened re- 
cently at 1189 Acushnet Avenue, fea- 
turing a complete line of women’s, 
girls’ and children’s shoes. 








Dearth of Light Shoes Irks Florida Trade 


More Lightweight Models in Street and Dress Types Would Increase 


Sales Volume, 


by W. B. 


St. PeTersBurc, FLta.—The prevalent 
idea in the North that all Florida re- 
tailers are enjoying a boom business, 
with high prices building up huge 
profits, is a dangerous fallacy, as it af- 
fects both shoe manufacturers and 
southern retailers. The stores of the 
west coast of Florida, where the great 
mass of middle-income-bracket visitors 
resort for the winter, are in need of 
more shoes—and particularly shoes 
suited to the climate, the local activ- 
ities, and several other physical condi- 
tions. 


Need Bread and Butter Styles 


Many retailers find it difficult to un- 
derstand the seeming inattentiveness of 
shoe manufacturers to the bread-and- 
butter style and pattern needs of the 
stores which sell to much the same type 
of consumer in Clearwater and St. 
Petersburg, Miami and Orlando, and 
many other cities and towns, as walk 
the streets of Meriden, Connecticut, or 
Marion, Indiana. Flash styles appeal 
to the younger element of visitors and 
year-’round residents. But the back- 
bone of hundreds of retailers’ business 
is built of functional footwear for both 
sexes and all ages—shoes for the daily 
round of household or office activities; 
for school as well as play; for ordinary 
leisure and the less vigorous sports— 
and all these shoes are wanted in cur- 
rent styles, not in bizarre patterns fit 
only for a board-walk parade or self- 
conscious display on a_ shuffie-board 
court. 

The greatest need of most retailers, 
for the majority of their customers, is 
the need for shoes of lighter construc- 
tion wherever possible. This holds par- 
ticularly true in the categories of grow- 
ing girls’ and boys’ footwear, men’s 
shoes of all types and women’s welts. 

Men, especially, look out of harmony 
with the weather and their Summer 
clothing, when so many of them are 
wearing heavy oxfords. Two-tone 
brogues and moccasin-type oxfords are 
popular, but they appear like gun-boats 
because of their heavy construction, 
when ‘viewed with thin slacks, sports 
shirts or seersucker business suits. Yet 
heavy shoes seem to be about all the 
footwear available for men, except some 
fabric footwear that retains the heavy, 
chunky appearance of the usual man’s 
shoe, or strap sandals which, while 
cool, seldom afford the sole-support re- 
quired for the quiet sports of shuffie- 
board, outdoor “green” or court bowl- 
ing, and like activities. 

Middle-aged and elderly women—and 
the west coast attracts thousands each 
winter—cling to their favorite ties and 
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Merchants Say 
GROVER 


high-throated pumps, in black and 
brown as well as white. Many visitors 
become permanent residents, and the 
older group has no use for resort foot- 
wear. 

Men in these age brackets blossom 
out in fabric footwear at times, but, 
strange as it may seem, the most notice- 
able sartorial] feature is black kid or 
kangaroo oxfords worn with light-hued 
slacks and wash suits. Not for these 
men are the bright-toned wedgies, the 
grecian sandals or the moccasin or 
leisure slip-ons that offer indifferent or 
little support in walking. They must 
wear what is comfortable; and because 
there are, no light-weight welts avail- 
able in resort types, they stick to what 
they can get in comfort and ease. Shoe 
retailers of Florida’s west coast point 
out that theirs is a year-’round market 
of staples, but that the staples should 
be much lighter constructed, and wher- 
ever possible, of leathers in Summer 
colors—light tans, whites and warm 
weather two-tone combinations. 

Retailers who in the past established 
their stores with the thought of resort 
shoe merchandising have learned the 
short-sightedness of such planning for 
west coast consumers. Granting that 
winter business secured from the floods 
of visitors from the North is highly 
profitable, here exists also a stable all- 
year market for sensibly-styled foot- 
wear, from infants’ to octogenarians.’ 


Climate Important Factor 


Climate and the ever-present high 
humidity are factors which shoe manu- 
facturers of growing girls’ and boys’ 
shoes must consider in planning lines 
for west coast retailers. Listen to the 
words of wisdom of J. E. Saltz, whose 
modern store, located at 444 Central 
Street, St. Petersburg, caters to women 
and children: 

“Most boys have ‘skinny’ feet when 
they reach the point of graduating into 
youths’ sizes. From size 3 up, the 
average boy’s shoe is patterned after 
his dad’s—I suppose on the theory that 
the youngster will be proud of the looks 
of his feet. But the extra weight of 
this construction can and often does 
play havoc with growing feet. The 
shoes are so heavy that they do not re- 
spond in flexibility to the action of the 
boy’s foot. At that age, the boy’s foot 
is in a crucial stage of growth and de- 
velopment. Too many lasts now used 
are not suited to the thinner foot of 
the boy; and the sudden change from a 
fairly pliant shoe of medium weight, 
to a stiff, heavy, incorrectly fitting shoe 
is liable to damage feet, affect posture, 





and otherwise work ills that more flex- 
ible and better fitting construction 
would never cause. The shift from boy 
to man in footwear should be more 
gradual, and it can be done without 
making the shoes look ‘little-boy’ in 
lines and pattern.” 

With the increasing availability of 
materials, shoe retailers of Florida be- 
lieve their requests are not unreason- 
able. The dollar volume of Florida’s 
sales of staple footwear runs high each 
year, and is swelling steadily, due to 
the adoption of the state as a perma- 
nent residence by increasing numbers 
of persons of all ages. Climate attracts 
the older people. Florida’s resort and 
citrus businesses are not all that attract 
younger folk, because the state—as 
large as all New England—is the locale 
of a wide variety of important indus- 
tries. The shoe business is a big“ one, 
too—and shoe manufacturers will find 
the retail] markets steady and profitable 
—if they can offer the retailer the foot- 
wear best suited to the warm climate 
and consumers’ needs. 





Little Reaction to 
Lifting of Argentine Ban 

New York—The recent action of the 
Argentine government in lifting its ex- 
port ban on steer hides was expected 
to have little effect on the domestic 
hide market, according to importers 
here. Argentine hides are now selling 
for 37% cents in New York, a rise of 
approximately five cents over previous 
free market prices, in effect before the 
Argentine government imposed its ex- 
port ban early in December. 

Lifting of export controls, according 
to IAPI (Trade Promotion Institute, 
controlling all Argentine exports) af- 
fected only sound frigorifico steer 
hides; action on other types of hides 
and skins is expected to follow shortly. 

Since the Argentine price is far 
above domestic quotations, little buying 
on the part of American hide dealers 
is expected. The greater part of the 
heavy steer hides which accumulated 
during the two-month export ban is 
slated for European countries, with 
both England and Russia reported 
making efforts to obtain as many hides 
as possible. 

Domestic hide prices are up slightly 
from the lows in effect a few weeks 
ago. They are, however, at least 10 
cents below those for Argentine hides, 
a factor which accounts for little in- 
terest by domestic dealers in the Ar- 
gentine action. 





To Open New Store 
PHILADELPHIA, PA.—Coward Shoes 


is planning to open a new store in this 
city sometime during the coming year. 
The store is under construction but, 
as yet, the opening date has not been 
fixed. Men’s, women’s and children’s 
shoes will be carried in stock. 
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Public Demands Quality at Current Prices 





Consumer Reaction Has Led to More Selectivity on the Part of Re- 
tailers and Manufacturers—Heavy Orders on Hand 
in Shoe Factories 


CHicaco—A survey of many of the 
tanneries and shoe factories reveals that 
shoe manufacturers are getting just 
about as “fussy” about the leathers they 
buy as the public is about footwear pur- 
chases. They are simply passing on to 
the tanner what the retailer has de- 
manded of them, and what the consumer 
has coveyed, in no uncertain terms, to 
the retailer. 

“At current prices, the buying public 
expects to get its money’s worth,” one of 
the largest retailers in Chicago inform- 
ed a representative of Boor AND SHOE 
RECORDER. “The price of playshoes had 
to come down or a lot of them would 
remain on shelves. Most of them were 
overpriced anyway. Customers wouldn’t 
put that kind ef money into playshoes 
any longer, now that they have to pay 
more for all-leather footwear. If they 
couldn’t afford to buy two pairs, it was 
generally the playshoes they passed up. 
But since playshoe prices have been 
reduced to a competitive range, they 
should sell again.” 


Growing Demand for Closed Shoes 


Shoe manufacturers say that while 
there will still be plenty of open toes 
and open backs, the tendency is more 
toward closed backs and open toes for 
the coming season. Slingbacks, they 
point out, continue to be a “wanted 
item.” Platform soles are still getting 
a good play, and saddles and loafers 
were everywhere at the recent Tri-State 
Shoe Travelers footwear show at Buf- 
falo. Demand for these is still referred 
to as being “extraordinary.” 

Fred Hughes of K.B.S. Shoe Co., 
Nashville, Tenn., said that “welt work 
shoe prices are so steep that buyers are 
now swinging over to footwear of 
cheaper nail construction. He also said 
that men’s platform casuals are a 
“must” item today for most retailers 
to carry—the response to this type of 
footwear is that strong. 

A very large shoe manufacturing con- 
cern in the Midwest has temporarily 
stopped selling shoes, it has so many 
orders on hand. Hundreds of workers 
are engaged in six-day production at 
the plant. In Milwaukee, many shoe 
factories are operating on 50-hour 
schedules in order to increase output 
that lagged a few months ago when 
there was an acute shortage of hides. 
It is expected that this high rate of 
production will continue right up until 
Easter, which is early this Spring. There 
is a difference of opinion in regard to 
output after Easter. Some members of 
the shoe industry feel that retailers will 
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hesitate to place orders and that there 
will be a marked decline in activity until 
prices are more clearly defined, both in 
finished leathers and in footwear. Pro- 
duction this month may be at an annual 
rate of over 550 million pairs. 

There is no sign of weakness in either 
the calf or side leather markets, and the 
only easing in sole leather prices has 
been in the heavier bends, which are 
abundant. Some of the lighter weight 
hides which formerly were available to 
the sole leather trade are now going 
into upper leathers because that seg- 
ment of the industry seems more will- 
ing to pay the higher prices. 

There is very little forward buying 
on the part of shoe manufacturers. Un- 
doubtedly they will continue to purchase 
ieathers only for immediate needs until 
such time as a definite weakness devel- 
ops in the leather markets. 

One industry spokesman declared that 
while production of finished leather has 
increased, so has the demand for shoes. 
Despite the fact that there has been a 
lag between animal slaughter and 
leather tanning, hides have been avail- 
able long enough to bring about a mark- 
ed improvement in the supply of foot- 
wear. Some shoe manufacturers are 
inclined to believe that if hide produc- 
tion continues on a large scale, the mar- 
ket will become a buyers’ instead of a 
sellers’ market. 


Leather Production High 


Hide and leather production are close 
to the largest volume in history, as a 
result of current cattle slaughter. This 
in turn is reflected in more shoes. Hide 
production has risen steadily since the 
decqntrol of livestock prices last Fall. 
Estimated January cattle slaughter 
amounted to 1,400,000, the highest on 
record for the month and only 100,000 
less than the all-time high in October, 
1945. The figure is far above pre-war 
normal slaughter for the season. 

Now that the season is here for light 
weight calf skins to start reaching the 
market, there is a possibility that this 
type of leather, particularly short at the 
moment, may be more plentiful in 60 to 
90 days after the skins have been cured 
and tanned. Light weight calfskins are 
generally available in greater volume 
from February 1 through April 15, when 
the heavier skins begin to show on the 
market. The season for the latter is 
from May through September. After 
that, the quality of the leather that 
goes into men’s shoes (calf leather) is 
likely to fall off. 

One manufacturer declared that men 
are showing a decided preference for 


the wing tip type of brogue for Spring 
wear, with perforated men’s shoes in 
Bucko or of the lightweight two-tone 
variety getting a good call for Summer. 
Extended edges, both in soles and heels, 
will be one of the predominating styles 
in men’s footwear, he added. 

Lightweight soles continue to be dif- 
ficult to obtain in volume, but tanners in 
many instances are sacrificing in the 
prices of heavy leather—a drug on 
the market at the moment. 


Offer Big Lot 
Of Surplus Shoes 


WASHINGTON — Nearly $9,000,000 
worth of surplus shoes for men, includ- 
ing about 1,750,000 pairs of Navy black 
oxfords and 253,000 pairs of Navy field 
shoes, will be offered to priority claim- 
ants and other buyers including export- 
ers Feb. 26 to Mar. 17, inclusive, War 
Assets Administration has announced. 

The oxfords were acquired by the 
government at a cost of approximately 
$7,770,000 and are unused. Fixed prices 
range from $3.25 to $4.05 per pair, 
f.o.b. location, for the various levels of 
trade. The shoes are located in the 
Naval depots at Scotia, N. Y., and 
Brooklyn, N. Y. 

The oxfords are of fine black calf, 
made to Navy specifications, blucher, 
plain toe, low quarter, Goodyear welt 
with leather sole and heel. 

The field shoes, also unused, cost 
about $988,000. Fixed prices range 
from $2.70 to $3.40 per pair, f.o.b. lo- 
cation, for the various levels of trade. 
They are located at Scotia, N. Y., and 
Clearfield, Utah. The field shoes have 
chrome retanned upper leather, plain 
toes, blucher, full length rubber outsole 
and heel. 

The WAA New York regional office 
is conducting the offering concurrently 
to priority and other buyers and will 
fill orders for priority buyers first in 
the usual sequence. All inquiries and 
orders should be sent directly to the 
New York regional office, 49 Wall 
Street, New York City. Minimum pur- 
chases have been fixed at 504 pairs for 
small retailers and 2016 pairs for 
wholesalers, large and ex- 
porters. 

The fixed prices follow: 

Black Oxfords: exporters and whole- 
salers, $3.25; large retailers, $3.85; 
small retailers, $4.05. 

Field Shoes: exporters and whole- 
salers, $2.70; large retailers, $3.25; 
smal] retailers, $3.40. 








October Sales Increase 


BLOOMINGTON, IND.—The retail sales 
of independent shoe stores in Indiana 
in October, 1946, were 22 per cent 
larger than their total in October, 
1945, according to Indiana Business 
Review. 
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Dates to Remember 


Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel 


» Pa. 
Feb. 15, 16, 17 and 18, 


Shoe Show, Ohio Shoe Travelers club, 
Hotel Deshler-Wallick, Columbus, O. 
February 16, 17, 18, 


Southern International Shoe Exposition, 
Hotels Hillsboro, Tampa Terrace and 
Floridan, Tampa, Fla. 

Feb. 23, 24, 25 and 26, 


Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. February 24, 25, 26, 


Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, Detroit, 
Mich. March 2, 3, 4, 


Allied Shoe Products and Style Exhibit, 
Hotel New Yorker, New York City. 
March 9? to 13, 


Leather Show, Tanners Council of Amer- 
ico, H Commodore, New York, 
N. Y. March I1, 12 


Shoe Manufacturers Fall Opening, Hotel 
New Yorker, New York City. 
April 13, 14, 15, 16 and 17, 


Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, N. Y. 
April 20, 21, 


Fall Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 


April 27, 28, 29, 

National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, . New 
York, N. Y. April 27 to May |, 


Dinner and Entertainment, Boot and 
Shoe Travelers’ Association of New 
York, Pennsylvanio Hotel, New York 
City. April 29, 


Fall Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 
St. Paul, Minn. May 3, 4, 5, 6, 


Fall Shoe Show, Mid-Continent Shoe 
Travelers’ Association, Skirvin Hotel, 
Ollchome City, Otle. May 4, 5, 6, 


Shoe Show, Boston Shoe Travelers’ As- 
sociation, Parker House, Boston, Mass. 
May 5, 6, 7 8, 9, 


Semi-onnual Banquet, Boston Shoe Trav- 
elers' Association, Parker House, Bos- 
ton, Mass. May 7, 


Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. 

May I1, 12 and 13, 

oa Show, Southwestern Shoe Trav- 
ond Southland Hotels, Dallas, Texas. 
May 1!2, 13, 14, 15, 
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1947 


1947 


1947 


1947 


1947 





New Store, Location 


WESTFIELD, N. J. — Glasser Shoes, 
Inc., have opened an “ultra-modern” 
shoe salon in a new location here, it 


Was announced recently. 
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California 
Los Angeles, Chesney Shoe Co. 
am, Van Voorhies-Phinney 
2. 
Colorado 
Denver, Kemp Shoe Co. 
Georgia 
Atlanta, Gramling & Collinsworth 
Illinois 
Chicago, Keehn Bros. 
Peoria, John Moser & Son 
Indiana 
Indianapolis, E. P. Bayless Shoe Co. 
lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 
Maine 
Bangor, W. S. Emerson Co., Inc. 


Massachusetts 
Springfield, M. T. Shaw Shoe Co. of 
N. E., Inc. 


Michigan 
Detroit, American Shoe Co. 
Grand 4) Hoekstra Shoe Co. 
3, 


Saginaw, Michigan Shoe Co. 
Minnesota 

Minneapolis, Dodson-Fisher Co. 
Nebraska 


Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 


New York 
New York City, Powell & Campbell 


Ohio 
} mer mew Robert Graefe 
Cleveland, Bibow & yz Shoe Co. 
«Toledo, Ainsworth Shoe Co. 
Zanesville, Black & Grant Co. 


Pennsylvania 


Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 


Tennessee 
Bristol, ing Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 


ee ae ee ey Soe 


Uteh 
Salt Lake City, Zion's Co-Operative 
Merc. Inst. 


Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 


West Virginia 
Huntington, Jeff Newberry Co. 
Wisconsin 
Mijoonion, Gaenslen Bros. Leather 


2. 
Oshkosh, H. C. Roenitz Co. 
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Trade Builder over night service is not 
yet a reality, but we are busier than ever 
before to make it one. Get set for the 
Establish yourself with a repu- 
table line of men’s shoes that is unex- 
celled in value. 

Due to the uncertainty of the 
Leather market at the time this copy is 
prepared, it is impossible to quote a 


future! 


definite price. 





time you buy. 





ice shoe, with 


and Stee. 


LEE—A combi- 
nation of com- 
fort and service 
for the Dairy- 
man, Gardener 
and Mechanic. 
hours 
each day. Sizes 
5 to 15. Widths 
Cc, E, and EEE. 


WHERE 





price will be as low as possible at the 















Combination Counter 
Pocket and Back Stay 
Arch Sup- 

Sizes 5 to 15. 
idths C, E and EEE. 


TRADE BUILDER NEE 





Side 


You may be sure the 








SAM —A high grade 
every day lined serv- 


the 


TO BUY YOUR 





my. 
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craftsmen can turn out. Others 


today. 


No. 580—-DARK BROWN 
RETAN ELK 





MEN‘’S AND BOYS’ 
114 READE STREET NEW 





MEN'S GENUINE HAND SEWN 


MOCCASINS 


Here they are! Cozy moccasins that will be a 
treat for your customers. The finest hand-sewn 
moccasins, made in one piece, that skilled 


in styles for women and boys. Place your order 





KANDEL SHOE COMPANY 


FINE SHOES 
YORK 





are available 






$3.20 


Minimum order '2 pairs 
Packed 24 pairs to case 


Net ad F.O.8. 
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Report on Foreign Hides, Leathers, Shoes 





Show United Kingdom Exports Increased; 


Sweden’s Imports 


Doubled; Australia’s Prohibitions on Exports; 
Bulgaria’s Tanneries Lack Materials. 


WASHINGTON.—Information concern- 
ing leather, hides, and shoes in Aus- 
tralia, Bulgaria, Sweden and the 
United Kingdom obtained from reports 
of Foreign Service Officers and through 
other sources, was released recently by 
the Office of International Trade, De- 
partment of Commerce. 

To assure adequate supplies for foot- 
wear and leather manufacturers, the 
Australian Government has prohibited 
exportation of all types of leather made 
from domestic hides and skins. The 
Secretary of the Australian Hides and 
Leather Industries’ Board announced 
that no leather export permits would 
be granted until the Board was satis- 
fied that a surplus over domestic re- 
quirements was available. Leather 
manufactured from imported hides and 
skins was not affected by the ruling. 

Bulgaria had 80 tanneries and 452 
smaller tanning units in operation dur- 
ing the fall of 1946. Their combined 
capacity is estimated at 10,000 tons of 
sole and upper leather from cattle 
hides, and 80,000 square decimeters of 
leather from sheep. Shortages of raw 
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hides and skins, however, prevented ca- 
pacity operations. 

During the first nine months of 1946 
Sweden imported 16,804 metric tons of 
hides and skins. In the full year 1945, 
only 9,252 tons were imported, and the 
1944 imports were 8,613 tons. 

Exports of leather footwear from the 
United Kingdom in recent months have 
far exceeded the rate of exports in pre- 
war years. During October 1946, more 
than 78,000 dozen pairs were exported, 
compared with about 42,000 dozen pairs 
in July. October exports were more 
than double the 1938 monthly average 
of 31,167 dozen pairs. Relief ship- 
ments to the European continent are 
partly responsible for the increase. 


M.A.S.R.A. Honors Bruege- 
man’s 62 Years as Salesman 


CHESTER, Pa.—One of the oldest re- 
tail shoe salesmen, in point of years of 
service, is Samuel Bruegeman, whose 
62nd year in harness was given tribute 
at the recent M.A.S.R.A. annual lunch- 
eon meeting in Philadelphia. 





In 1884 Mr. Bruegeman began his 
career of selling shoes in the Reine- 
berg Shoe Store, in York Pa., and has 
remained at the job until the present 
day. In 62 years he has seen a num- 
ber of changes take place in the retail 
shoe business. 

“The changes in the styles of shoes 
that have taken place during my time,” 
says Mr. Bruegeman, “are for the bet- 
ter. I remember the time that a woman 
put on a size 7 shoe, she was ashamed 
of wearing such a large size. In the 
old days women were very size con- 
scious of their size shoe and many of 
them actually suffered to wear sizes 
that were much too small. Today, we 
find that the size range such as 8%-9% 
is almost a standard size.” 

The founder of the store, Ed Reine- 
berg, died thirty-three years ago. The 
store is conducted now by the three 
sons, Edward N., Jacob F., and S. 
Cletus Reineberg. 

The Reineberg Shoe Store caters to 
the family, but Mr. Bruegeman believes 
that any changes that have taken place 
during his time either in style trend or 
size range are mostly in the woman’s 
line. In the early days of his career, 
there were practically no lasts to shoes. 
Anyone who wore a size six felt that 
she had to wear the shoe that was put 
on her foot, regardless of any other 
considerations. Today, he feels that 
shoes are being made better in every 
way. 
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At Last! 











PROFIT BY 


Miss oA 


own if 


Sys teloorfooh 









WEEJUNS 


Production is rising — but so is the 

demand for Bass footwear ...Sorry 

but present accounts still come first. 
New York Office: 658 Marbridge Building 


BAS OuTDOOR 


FOOTWEAR 
WILTON, MAINE 
Moccasins, Ski Boots, Quail Hunters 


ae 


Labor Board Announces New 
Office and Changed Address 


New YorK—The Board of Mediation 
of the New York Department of Labor 
has announced the change of its of- 
fices here to new and enlarged quarters 
at 270 Broadway and Chambers street, 
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the First All Plexiglas 


All-Purpose 
ADJUSTABLE Shoe Stand 


Modern, sparkling Clear Plexiglas. Adds to the Sales Apreal of Your Merchandise 


#960A Adjustable from 6” to 12” (Illustration A) $6.25*ea. 
#961B Adjustable from 12” to 18” 


#967X Handbag Easel Attachment (Illustration C 
can be substituted for Shoe Attachment 


#968X Accessory Disc. 
Simple wing screw adjustment converts stand for 
bags or accessories. Stem screws into base. 


BUY DIRECT FROM MANUFACTURER 
Delivery approximately 10 days, FOB New York 


ARNELL MFG. CO. .cw 


(IMustration B) $7.25 ea. 
$1.50 ea. 


(IMustration D) $1.50 ea. 


Fourth Avenve 
YORK 3, WN. Y. 








and also the opening of a local office in 
Buffalo, which will serve western New 
York state. 


C. G. Taylor Joins Associated 
Merchanising Corporation 


A joint statement, issued by Straw- 
bridge & Clothier of Philadelphia, and 
the Associated Merchandising Corpora- 
tion of New York, announces that 
Charles G. Taylor, now Basement Store 
Manager of Strawbridge & Clothier, 
will on May 1, 1947, become a vice pres- 
ident in charge of basement operations 
for the Associated Merchandising Cor- 
poration of New York. Plans for Mr. 
Taylor’s successor at Strawbridge & 
Clothier have not as yet been de- 
termined. 

Mr. Taylor has been at Strawbridge 
& Clothier for fourteen years, three 
years as Ready-to-Wear merchandise 
manager and for the last eleven years 
as basement store manager. Previously, 
Mr. Taylor was basement merchandise 
manager of Kresge’s in Newark, and 
prior to that was general merchandise 
manager of the 52 retail stores of Na- 
tional Bellas Hess. Mr. Taylor began 
his retailing career at the Associated 
Merchandising Corporation in 1919. 





M. R. Chambers Appointed 
Buyer at Montgomery Ward 


NEw YorK.—The appointment of M. 
R. Chambers as buyer of women’s sport 
and corrective shoes for Montgomery 
Ward here, replacing R. M. Johnson, 
was announced recently. 


Mr. Johnson resigned his position to 
become associated with Kay’s Newport. 
Mr. Chambers was formerly a member 
of the Montgomery Ward regional of- 
fices in Kansas City, Mo. 
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Add Juvenile Shoe 


Department 


BLOOMINGTON, IND.—The Wicks 
Company, “A Department Store Since 
1876,” held a formal opening of its new 
juvenile shoe department recently, fea- 
turing a wide variety of styles for 
boys and girls in footwear. 
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THE NEW ANGLE IN-X-RAY 


showing more of the foot 


SCOORP!II!L 


GENUINE MEXICAN 
IMPORTS 


IN STOCK 


IMMEDIATE 








in the shoe.... 


One of the Adrian “Special’s” 
features is the straight front 
cabinet design combined 
with the unisteel air-cooled 
tube enclosure. This enables 
the merchant and customer 
to see more of the foot in 
the shoe. 
Available on liberal terms 
. 20 months to pay, with 
no interest or carrying 
charges. 
Write for complete informa- 


M. B. ADRIAN 
“SPECIAL” 








Leather Soles 





Leather Uppers fen. 


Manufacturers of genuine 
Adrian X-Ray Shoe fitting 


equipment. 


The finest in X-Ray 
Shoe fitting equipment 








Sines 4/8—36 pr. to case 


Paes Lot... 57% «= 
25 Case Lot... 52% wm 


Wire your order todey 


MOSINGER BROS. | 


1235 Washington Ave * St. Louis, Mo. 








X-RAY CO. 


2507 S$. HOWELL AVE. - MILWAUKEE 7, WIS. 




















buyer aid merchandiser. 

Murray S. Klein, the second officer 
of the corporation, is a graduate chi- 
ropodist and podiatrist, who had been 
associated with Roaman’s for the past 
five years. 

The new department will operate in 
the same “‘ashion as Roaman’s has op- 
erated for the past 25 years, specializ- 
ing exclusively in fashions for larger 
women. Fashions that have been read- 
ily acceptable to these sizes are de- 
signed to fit larger women, thereby 
eliminating the stereotyped styles of 
the past. The shoe department will fol- 
low this plan faithfully. 


Mr. Haber has stated, however, that 
comfort will still be paramount. He 
stated, “We will endeavor to key our 
shoe styles to the current trends, keep- 
ing in mind that a larger woman still 
demands comfort. We will give her 
these features in the best quality that 
The vertically striped background on a curved seating wall produces the effect her money can buy. For the Spring 
of increased height, in the Roaman shoe department. Added fitting capacity ead season, for example, we expect to have 
@ minimum of confusion is achieved with the room-length leather wall sects, as . wide variety of styles in high fashion 
well as permitting the integration of function and design. The combination of the .)... _ . the sort of shoes that ac- 

curved and vertical straight line has a classic formality. . : : - 
quire instant success in the fashion 


picture.” 





New YorkK Criry—David Roaman, corporation, was formerly associated 


"- i soa 





president of Roaman’s Inc., at 20 W. 
39th Street here, has announced the 
leasing of the shoe department of his 
store at Haber-Klein, Inc. 

Joseph Haber, president of the new 
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for 14 years with the Blyn Shoe Com- 
pany, which operated a chain of 
women’s shoe stores in the metropolitan 
area, and with the Arthur Kent, Inc., 
chain, where he held the position of 


Mr. Klein will supervise corrective 
fitting for those women who need it, 
so that any woman coming into Roa- 
man’s for shoes will be assured of a 
perfect fit. 




















1245 E. ELIZABETH 


BENCHMADE COWBOY BOOT... 


#6010, high grade leather, Goodyear welt, leather lined. 
Design shown in tan and white. 
also available. 10 to 1'/2, individually boxed, $9.25 pr. 


JUNIOR MAJORETTE ... 


Joy-Lee brand, leather sole, rubber heel, high grade 
elk. Individually boxed and labeled. Brown or white. 
7 to 10, $3.50 pr. 10'/ to |, $4.20. 


IMMEDIATE DELIVERY 


BROWNSVILLE 
IMPORTERS 


Other designs and colors 


BROWNSVILLE, TEXAS 





TERMS: 2%—!0 DAYS 


NET 30. F.0.B. BROWNSVILLE 


























“~~ IMMEDIATE DELIVERY 
» GYM AND BASKETBALL SHOES 


profits for you! 


arch lift, 
Heavy 


sizes 7 to 12. 
BE SURE 
TO ORDER 
BY OUR NO. 
Y-—B175 


1006 OLIVE @ ST. LOUIS 1, MO. 


MCO SPORTS DISTRIBUTORS INC 


| 


ribbed suction, non-marked, securely 
stitched, rubber outer sole. Available in half- 


RETAILS READILY FOR $4.95 PR. 
WHOLSALE, PER PAIR, $2.40 
Minimum Order—One Case of 12 Pair (2% Tenth 
Prex., F.0.B. St. Lewis) 

WRITE FOR OUB SHOE AND SOX CIRCULAR 


GREAT LITTLE TIME SAVERS! 


PRICE TAG 


to harmonize with 
your trim colors. 





20 different color designs on tags IN-STOCK 
Tell us your trim colors and we will send samples 








Name Imprinted 
Any selection of prices desired. M. O. or Check with Order Please: 


DISPLAY CARDS: $1.00 Each; 3 for $2.25 
List of texts to select from will be sent on request. 
Detailed Information on Bi-Monthly Service at Your Request 


BOOT AND SHOE RECORDER 


209 SOUTH STATE STREET ° 


SPECIALLY DESIGNED RUGGED FOOTWEAR 
Here’s a fast seller for quick turn over and good | Size 1%" x 2%" 12 dozen—$3.00 
tte i ne oF: shoes, heavy —y 109 different CANADA: 
canvai ‘ nforcement. 
Shaped counters. Heavy foam robber insole with Prices In Stock 12 dozen—$3.30 
heel cushion midsole, fiber heel lift. With Store 144 Tickets $5.25 


288 Tickets 9.25 


Merchants Service Dept. 
CHICAGO 4, ILLINOIS 





W. H. Adams, President, 
Resigns from Fyfe & Co. 


Detroit, Micn.—William H. Adams, 
president of R. H. Fyfe & Co., is re- 
signing from the company, effective 
March 1, 1947. 

Mr. Adams, well-known in the retail 
and wholesale shoe field, began his 
career with R. H. Fyfe & Co., 39 years 
ago as a stock boy in the old store, 
located at 183-185 Woodward Ave. He 
received his training under the late 
Richard H. Fyfe and became manager 
of the Women’s Shoe Department, a 
position he held until he became man- 
ager of all women’s departments about 
12 years ago. He was elected presi- 
dent of the firm in 1940. 

Mr. Adams is a director of the Na- 
tional Shoe Retailers Association. He 
has been a director of the Detroit Shoe 
Retailers Association and active with 
this group for many years. 





Associated Shoe 
Merchants Meet 


New YorK.—The Associated Shoe 
Merchants recently held its first meet- 
ing of the new year, with President 
Louis Rosenfeld of New Haven presid- 
ing. 
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At the meeting the shoe industry of 
today was analyzed, emphasizing the 
shoe retailing position in today’s mar- 
ket. All present members of the associ- 
ation reported that they enjoyed a very 
successful year during 1946—and are 
expecting even greater success in 1947. 

New membership is now being offered 
for a few of the better type individually 
owned family shoe stores. For further 
information call Max Stein, Rm. 940 at 
the Marbridge Bldg., 47 W. 34th St., 
N. Y. C., Monday through Saturday. 





Middle Atlantic Shoe Travelers 


Elect Officers 


PHILADELPHIA, Pa.—The Middle At- 
lantic Shoe Travelers’ Association 
elected new officers at its twenty-sev- 
enth annual meeting and luncheon re- 
cently at the Benjamin Franklin Hotel 
here. 

The new officers of the association 
are: President, Ernest L. Florsheim; 
vice-president, Keith Pickrell, and sec- 
retary, I. Frank Oberfield, of Knipe 
Bros. Shoe Co. On the board of gover- 
nors are W. S. Thomas, Paul Lippin- 
cott, Sidney Horowitz, Edward Scatter- 
good, and Ralph Goldman. I. Frank 
Oberfield is chairman of committees for 


off-group shows. Keith Pickrell is 
chairman of the membership commit- 
tee. Other divisional chairmen are W. 
S. Thomas, Edwin Flax, J. J. Norcomb, 
Kenneth Romig, and August Meltzer. 





Joins Saks-34th as Shoe Buyer 


New York—Charles A. Cohen, 
formerly buyer of casual sport shoes 
and slippers at R. H. Macy & Co., has 
joined Saks-34th as buyer of women’s 
and misses’ shoes, slippers and casual 
sport shoes in the upstairs store, it 
Was announced recently. 

Stanley Simon, who has been assist- 
ant shoe buyer at Saks-34th, has been 
appointed buyer of men’s, boys’ and 
children’s shoes. 

Messrs. Cohen and Simon are re- 
placing Jack J. Frank, who resigned a 
short while ago. 





To Move Children’s 
Department 


New YorK—-James McCreery & Co. 
plans to move its children’s shoe de- 
partment to the sixth floor sometime 
during the year. The original open- 
ing date had been fixed for April or 
May, but unexpected delays have 
obliged postponement to a later time. 
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Rawhide Laces 


No. 1220 Machine Sewed 
Brown Smooth Cowhide Split 


Leather Laces 


No. 1221 Same in Boys’ 

No. 600B Boys’ Grain Split 

No. 1230 Women's Smooth Cowhide Split 
No. 1240 Women's Grain Split 


Sole 


Men's Sizes 6-12 
Minimum Order: 18 pairs 


Boys’ Sizes 2-5; 3-6 


FRED MEYER 


109-13 West Broadway 





This well-known, long-established Camp Moccasin 
house offers you sturdy, well-constructed, good fitting 


Men’s Genuine Hand Sewed 


MOCCASINS 


No. 500 Handsewed Army Retan 
Brown Orthopedic Sole 


. 700 Women's Smooth White Elk, with White Rubber 
2 


Terms: Net 10 days F.O.B. N. Y. 


We carry a complete line of Men's ond Boys’ Dress and 
Work Shoes. Write for further details. 


SHOE COMPANY 


New York 13, N. Y. 






$3.25 


«en? 


$2.00 
— : FOUNDED iss9 
$2.25 Our 48th Year 
2.00 


Women's Sizes 4-9 
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Juvenile Shoes 
Are Finer Shoes 
For These IMPORTANT : 





suvius =e am 


Fine Shoes For TOTS stores. 

te TEENS in reguier (3 | 17 GRATTAN ST. 
as well as full ortho- BROOKLYN 6 
pedic construction. | N. Y. 


REASONS — | 


1. Altschul's half century of fine 
shoemating is reflected in core- 
ful selection of materials and 
patterns. 


2. Altschul’s exclusive modern 
lasts, plus improved shoemaking 
techniques, are the foundation 
for superior fitting qualities. 


3. Altschul Shoes are sold with 
confidence by America's finest 
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Bid Announced On 
Army Convalescent Shoe 








lt was recently disclosed thet a new 
convalescent orthopedic shoe has been 
developed for the Army, for patients 
unsuited or not ready for orthopedic 
special measure footwear. The special 
lacing provides an elastic means of fit- 
ting the swollen or bandaged foof. 


Boston, Mass.—The Boston Quarter- 
master Depot has announced that a 
contract has been awarded to the Con- 
rad Shoe Company, North Abington, 
Mass., covering the manufacture of 
269 pairs of the Army’s recently in- 
troduced orthopedic convalescent shoes. 
The price per pair is $5.43. 

The Conrad Shoe Company and the 
J. M.*Connell Shoe Company had pre- 
viously manufactured these shoes. 

The orthopedic convalescent shoe was 
designed and developed by Nathan 
Hack, founder of the Hack Shoe Com- 
pany of Detroit. 
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United Kingdom Relaxes 
Import Controls 


WASHINGTON—Details of an ar- 
rangement with the British Govern- 
ment providing for importation into 
the United Kingdom of women’s shoes 
wholly or mainly of leather were made 
public recently by the Office of Inter- 
national Trade, Department of Com- 
merce. Since importation of shoes into 
England was prohibited during the 
war, the arrangement is a significant 
step in the resumption of prewar trade 
with England, OIT said. 

Each American producer of women’s 
shoes will be permitted to ship during 
1947 an amount not to exceed 50 per 
cent of the value of his average annual 
shipments to the United Kingdom dur- 
ing the years 1936, 1937 and 1938. Im- 
port licenses will be issued by the Brit- 
ish Government on the basis of pro- 
ducers’ statements on their prewar par- 
ticipation in the United Kingdom 
market. Statements must be certified by 
the Department of Commerce. 

Manufacturers, or their export rep- 
resentatives, desiring to take advan- 
tage of the British Government’s re- 
laxation of import control on shoes 
should submit a statement of their pre- 
war exports to OIT. This statement 
must be made on Form IT-558, “Re- 
quest for Certification of Prewar Ex- 
ports to the United Kingdom.” The 
quantity and value of the prewar ex- 
ports of women’s shoes to the United 


Kingdom must be reported at cost, in- 
surance and freight values. Fifty per 
cent of the average value should be 
indicated under section 6 of the form. 
A list in triplicate of the names and 
addresses of the British importers to 
whom the shoes will be shipped must 
be attached to the application. 

Applications should be mailed to the 
British Token Import Plan Unit, Brit- 
ish Commonwealth Division, Areas 
Branch, Office of International Trade, 
Department of Commerce, Washington 
25, D. C., the announcement said. 





U. S. Rubber Sales and Income 
Highest in History 


New York—Consolidated net sales 
and net income of United States Rubber 
Company in 1946 were highest in the 
company’s history, according to the 
55th annual report to stockholders re- 
leased by F. B. Davis, Jr., chairman of 
the board, and Herbert E. Smith, 
president. 

Net sales totaled $494,753,028, an 
increase of 4.9 per cent over sales of 
$471,506,473 in 1945. 

After deducting all charges, net in- 
ccme was $23,207,941, which was 4.7 
per cent of sales. After allowing for 
$8.00 a share on the preferred stock, 
this amounted to $10.23 a share on the 
common stock. Net income for 1945 
was $13,024,778, or $4.44 a common 
share. 
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TOPS IV 


Black patent or white leather 
Tap Tie, toe taps included. Med- 


ium width. 


Child Sizes 8% to 11, $2.25 
Misses’ Sizes 11% to 3, $2.40 
Giris’ Sizes 3% to 9, $2.60 
(Girls’ size run 3% to 7, 3% to 8, 
or 3% to 9.) 
Shipped only in units of 18 pairs 
of any of above size-runs. Stan- 
derd size assortments to case. 
Terms: Net 30 Days 


166 North 3rd Street, Columbus, Ohic 





Nordstrom Expansion Chal- 
lenges Northwest Shoe Retailer 


SEATTLE, WASH.—A challenge to shoe 
retailing in the Pacific Northwest are 
the four new shoe shops on the 2nd 
floor of Nordstrom’s, Fifth Avenue and 
Pike Street here—part of a program of 
expansion and improvement that has 
been proceeding for several months. 

The building program of Nord- 
strom’s includes: (1) an Arch Shoe 
Salon with an expert fitting staff for 
the footwear of Dr. M. W. Locke and 
Selby Arch Preservers, (2) a Young 
America Shop, devoted to children, and 
introducing another fitting specialty— 
a fitting platform under direction of a 
highly trained supervisor, (3) a Slip- 
per Bar and Joyce Shop that Features 
Joyce casuals and a wide range of slip- 
pers, (4) a Sport Center for gay and 
colorful footwear on the second floor— 
stocked with an array of shoes for ac- 
tive or leisure life, from casuals to 
sportswear. 

The new shops—each a separate unit 
—within the large area of the shoe 
realm created by the Fifth Avenue 
shoe retailers boast soft, scientific 
lighting which falls on a beautiful inte- 
rior decorating scheme, carried out by 
Nordstrom. 

Elevator service has been provided 
for the convenience of customers, and 
further building at the street floor and 
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-|NEW EASTER TRIMS 


— for essa SPRING WINDOW 


WRITE TODAY for free circular 
AND SAMPLE TICKETS 


MERCHANTS’ SERVICE, Dept. 


209 S. STATE STREET, CHICAGO 4, ILL. 


SELLING AIDS 
CARD AT LEFT IN 


LAVENDER and YELLOW 
SIZE: 8" x 14" 
FIVE OTHER TEXTS 
TO SELECT FROM 


$1.00 each; 3 for $2.25 


PRICE TICKETS 
In Bright Easter Colors 
MANY STYLES — 
109 PRICES 


F/ \ 30c doz.; 12 doz. $3.00 


id dct ss unity rt 









iI 


Tae ae 





NATURAL 
WOOD FINISH 


$2.25 each 








the downstairs store will be remodeled 
completed this Spring. Everett, Elmer 
and Lloyd Nordstrom, the principal ex- 
ecutives of the firm, look forward to 
having in Seattle one of the largest, 
most modern and most comprehensive 
shoe stores in the United States. 





Buying Slow at Chicago 
Travelers’ Show 


Cuicaco, Itut.—The first month of 
new year saw the beginning of the 
three-day shows planned by the Chi- 
cago Shoe Travelers Association. Jan. 
20, 21 and 22 were the dates of the first 
show of the year, and also the first time 
that this organization has extended the 
span of its regular monthly exhibits. 

Held, as in the past, at the Hotel 
Morrison, visiting buyers made their 
commitments very conservatively, 
swayed no doubt by the lessened activ- 
ity in shoe retailing throughout all 
parts of the country. Demand every- 
where was for calfskins, and this is a 
commodity that apparently no house 
could offer plentifully. Some exhibitors 
had none at all; some only in limited 
quantities. 

Those who still included gabardines 
in their line made an effort to sell them 
at reduced prices, but, even at lower 
selling levels, they moved slowly. Once 
again quite a number of plastics were 
available but, in this material too, 


buyers showed but little interest. 
Novelties, such as raffia sandals, 
were also seen, but met with the ap- 
proval of few buyers. The same was 
true of extreme platform types. Prin- 
cipal interest centered in spring mod- 
els, many buyers seeking the all-closed 
shoe. The low heeled shoe attracted 
less interest than usual, due to the fact 
that buyers were concentrating on the 
dressy shoe for Spring and Easter. 


Name Langston, Atkins 
To Advisory Committee 


L. E. Langston, executive vice presi- 
dent of the National Shoe Retailers As- 
sociation, and Edward Atkins, execu- 
tive secretary of the Popular Price 
Shoe Retailers Association, have been 
elected members of the Advisory Com- 
mittee for the First Annual Store 
Modernization Show, scheduled for 
Grand Central Palace, New York, week 
of July 7, it has been announced by 
John W. H. Evans, managing director 
of the show. 

Serving with Mr. Langston and Mr. 
Atkins are other leading figures in 
American retailing, who are cooperat- 
ing with industrial designers, architects 
and manufacturers of store equipment 
in presenting the “retail store of the 
future.” More than 100,000 retailers 
in 39 different trade classifications are 
expected to visit the show. 
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WEIGERT-DAGEN 
503 N. 12th ST. st. 


Permits for Latex Purchase 
Now Possible Under CPA 


WASHINGTON — Natural rubber latex 
now will be permited in rubber cement 
used in some shoe manufacturing proc- 
esses when specifically authorized by 
the Civilian Production Administration, 
the agency has announced. 

Because of the extremely short sup- 
ply of natural rubber latex, permission 
for its use in cemet for shoes must be 
limited to cases in which it is demon- 
strated that lack of this material is 
preventing the production of shoes of 
adequate quality. Estimated imports of 
natural rubber latex for 1947 will be 
only 40 per cent of the estimated de- 

@ mands of the rubber manufacturing in- 
dustry, according to W. James Sears, 
director of CPA’s Rubber Division. 

The amendment to rubber order R-1 
provides that a shoe manufacturer re- 
questing permission to use natural rub- 
ber latex cement must present his case 
on CPA Form 2242, including full de- 
tails as to manufacturing operations 
and the technical reasons requiring the 
use of natural rubber latex in specific 
operations. 





| Buy Savings Bonds 
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All that’s NEW in plastic displays 


Here's the big news in shoe sales-makers— functional 

displayers in clear plastic that give you “merchandise 

dominance”. Complete new line . . . Metal is back in 

a big way, too. Write now for complete information. 

It will pay you to do so. 

L. A. DARLING COMPANY, BRONSON, MICH. 
Displayrooms + NEW YORK and CHICAGO 


; 





Look to your friendly Darling Displays 
SHOE CO. DISPLAYS Distributor for everything you need in 
LOUIS 1, MO. display equipment. 


DISTRIBUTOR 


activities of local shoe organizations 
throughout the United States. She 
contended that these organizations had 
been strengthened by remaining under 
one national association. 

Because of Miss Weisler’s loyalty 
and understanding of the shoe business, 
the Spokane group unanimously voted 
her a liftime member, one of the high- 
est honors of the association and the 
first given to a woman guest. 

High condemnation was given to out- 
going officers Harold Hern, Charlie 
Lang, and Max Roge!l for their admir- 
able work. Bedri Saad, chairman of 
the yearly stag party, was cited for his 
efforts. 


Martha Weisler Honored 
By Retailers’ Association 


SPOKANE, WASH.—Newly-elected of- 
ficers of the Spokane Shoe Retailers’ 
Association were installed recently. 


Did You Ever Hear 
A Shoe Whistle? 


WASHINGTON, D. C.—Leander L. 
Cordi, an inventor from Redding, 
Calif., is the presumably proud owner 
of a patent on shoes that play the 
picecolos, according to a recent dispatch 
of Frederick C. Othman, United Press 
staff writer. 


Bellows are built into the soles of the 





MISS MARTHA WEISLER 


They are: Floyd Britton, president; 


Carl Lutz, vice-president, and Charlie 
Lang, secretary-treasurer. 

Highlight of the meeting was a talk 
by guest speaker Martha Weisler of 
Martha’s Advertising Service, Los 
Angeles. Miss Weisler described the 


shoes, it was disclosed, connected with 
a concealed kind of piccolo. A running 
(or walking) accompaniment of melodi- 
ous piccolo playing is thus produced. 
The number of this revolutionary pat- 
ent is 2,413,545, it was revealed. 
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WHITE CLEANER 


Step into the addi- 
tional profits SHU-SHINE 
"ads" 


for Nurses are building for 


in leading Journals | 


you by directing local 


Nurses to your shoe store for | 


their favorite white cleaner. 


Don't lose demand sales! 
Keep SHU-SHINE products | 
permanently displayed. | 
Order from your regular | 


jobber. | 


OSMIC CHEMICAL CO. | 
BROCKTON, MASS. 


Edison Brothers Hold 
Mid-Western Conference 


Cuicaco — Edison Brothers held a 
mid-Western conference in Chicago. It 
included four days of clinical study 
and was held at the Stevens Hotel. The 
general subject was “Efficient Manage- 
ment the Key to Successful Store Op- 
eration.” 

Jack Westbrook, as assistant vice- 
president of Edison Brothers, is regional 
manager for the Central Western Divi- 
sion, and has as assistants Bob Harper 
in Detroit, Ode Winkler in Cleveland 
and Dave Glaser in Chicago. 

Roy Oscarson, sales manager, re- 
viewed the company expansion and 
progress in 1946, each of the 29 stores 
being analyzed. T. L. Casey, manager 
of store operations, covered the subject 
of store operations cost. 

Charles Edison, as store personnel 
manager, discussed many angles of 
that important subject. 


Joe Fink, merchandise manager, | 


emphasized the importance of success- 
ful merchandising, and Jack Sarnoff as 
window director, gave an outline of 
the fine trims arranged for 1947. 

Two other top officials here from the 
St. Louis headquarters were Irving 
Edison, vice-president, and Sid Levin- 
son, assistant vice-president. 

Sid Levinson and Roy Oscarson, hav- 
ing worked up from the bottom, were 
able to give a fine picture of the oppor- 
tunities within the organization and 
the democratic principles which the 
five Edison Brothers insist upon as a 
sound basis for growth, and which 
rounded out a 25-year record last year 


with a total of. $67,000,000, all women’s | 


shoes and slippers except some 5 per 
cent of accessories. 

The evening session of the third day 
of conference was featured by a lecture 
of Dr. Joseph Dimont on psychiatry 
applied to employee and customer re- 
lationship. 
gers some excellent points on “How to 
Make Salesmanship a Human Rela- 
tionship,” in getting a good job of 
selling done day in and day out. 





New Woven Plastic 


Boston —One of the largest basic 
plastic producers is collaborating with 
The George Frost Company of Shirley, 
Massachusetts, in a nation-wide cam- 
paign to introduce Frostone, a new 
woven plastic material. 

Frostone, the registered trade name 
adopted to cover this plastic material, 
is being made available through the 
Frost affiliate, the president Suspender 
Company of Shirley, for such varied 
applications as ladies’ belts, fine lug- 
gage and handbags, shoes, uholstery, 
carriage straps, dog leads, basket 
handles, light cords, curtain pulls, 
watch straps and many others. 

Frostone webbing, available in widths 
from % to two inches, is a woven plas- 
tic material with both warp and filling 
of extruded plastic. 
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SERVES YOU 





} -a usual 
FITTING AID 


The original X-Ray Shoe Fitter 
was the FIRST fitting aid to let 
the customer SEE that his shoes, 
or his children’s shoes, were 
properly fitted. 


-@& frroven 
SELLING TOOL 


For many years the original 
X-Ray Shoe Fitter has proven it- 
self a valuable selling tool ...to 
seasoned sales people as well 
as ‘“‘green help.” 


-@ 
SERVICE 


Shoe merchants, both large and 
small, find that it pays to make 
use of the Promotional Services 
available to owners of the Orig- 
inal X-Ray Shoe Fitter. 


us to put you on the list 
ASK for the Original X-Ray 
Shoe Fitter. It's worth waiting 
for. The X-Ray representative 
in your territory can keep you 
posted on delivery schedules. 


a 


X- RAY 


SHOE FITTER 4c. 


3533 NORTH PALMER STREET 
WISCONSIN 
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Tri-State Show Held, Topped 
By Buffalo Retailers’ Dinner 


BuFFALo, N. Y.—The Tri-State Shoe 
Travellers held their first show of the 
year here recently, and all expressed 
satisfaction with the results. 

The show was held on the third floor 
of Hotel Statler, with fifty-five exhib- 
itors registered and many turned 
away because of lack of space. It has 
been arranged, however, for the use 
of the entire third and fourth floors for 
future shows. 

The general opinion at the show was 
that buying was good and prices much 
firmer. Leather shoes for men, women 
and children predominated, with a big 
demand for women’s high style vici kid 
and patent leathers, selling at $5, $6 
and $7. Both men’s and women’s more 
conservative types still remain short. 

The attendance at the show was by 
no means local, but drew many from 
Ohio, Pennsylvania and Canada. 

A dinner was held at the Hotel Mar- 
keen, after which nomination of offi- 
cers took place. All officers were re- 
elected except one new director. Of- 
ficers for 1947 are: Harry Levinson, 
president; Charles Craney, vice presi- 
dent; Edward Krug, financial secretary 
and treasurer; Al Levinson, recording 
secretary; David Siegler, sergeant-at- 
arms. Harold Cohen was elected a di- 
rector to fill the place of the late Ed- 
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ward Bendheim. All other directors 
are: Charles W. Reis, chairman; 
Charles J. Reichert, Harold Davis, Rob- 
ert Leighton, Ben Brown, Meyer Pol- 
insky, Edward L. Tweedy, Charles 
Stutz and Nat Goldstein. 

The next Tri-State Show will be held 
April 20-21, and due to still crowded 
conditions at the Hotel Statler it is 
advised that exhibitors contact Al Lev- 
inson, 35 Court Street, early for reser- 
vations for the next show. 

The Greater Buffalo Shoe Retailers 
Association held its annual dinner on 
the last day of the Tri-State Show. 

After the dinner Thomas L. Evans, 
treasurer of the J. N. Adam Company 
of Buffalo, read a speech prepared by 
John C. Watson, counsel for the State 
Council of Retail Merchants, who was 
ill. 

Earlier in the evening the instal- 
lation of officers took place, with the 
following elected for the coming year: 
Willard Lewis, president; Michael 
Santicole, vice president; Oliver F. La 
Reau, secretary; Benamin Etkin, treas- 
urer; attorney, Carl Hoffman; Board of 
Directors (Buffalo)—George W. Cooke, 
chairman; Charles W. Reis, George L. 
Seifert, Joseph J. Kirchoff, Herman 
Meyer, Fred Manning, Clarence Lan- 
ich, Sidney Williams, Benjamin Thome 
and Robert Smith. Directors ( West- 
ern New York)—Claude Kibler, Lan- 
caster; Frank Measer, Williamsville; 
Ray Emerling, Hamburg; William 


Latimer, Hamburg; Dunald Kenney, 
Lockport; Robert McFarlane, Niagara 
Falls; George Vallance, Niagara Falls; 
Fred Fick, North Tonawanda; Allen 
Brown, Springville and H. V. Donahie, 
Rochester. 





New Hampshire Retailer 
Winters in Florida 
27s ' 






Fia.—Bill 
owner of Collier's Shoe Store, in Peter- 
borough, N. H., is currently enjoying the 
tropical weather here as part of a 


Madeira Beach, Collier, 


three-month vacation. His son, Herb 
Collier, is in charge of the Collier Shoe 
Store, in his father's absence. The vaca- 
tioning Mr. Collier is reported fully con- 
tent with his lot, which includes basking 
on the beach and playing golf. 
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for SHOES 


THE POLISHAIS RIGHT 
IN CADIE CLOTHS 


cloth. Perfect for brown and 
Retails for 29¢ and 
59c. Packed 24 to 
the display carton. 
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Predicts Men’s Vogues 
For Spring 


Two-tone “Slip-On” sport loafers, in 
tan and white, and storm brogues for 
street wear, will be popular with men 
this spring, Charles S. Campbell, man- 
ager of men’s regular and corrective 
shoes in the store for men, Marshall 
Field & Company, has predicted. 

Black loafers also will be worn for in- 
formal evening wear, Campbell said. 

High shoes are back for country and 
sport wear, appearing in a new version 
known as “Estate Boots” will also be 
popular. Designed to protect ankles 
from flying sand, gravel and grass seed, 
they are suitable for wear on trap-shoot- 
ing ranges, golf courses and wooded 
paths. They also are appropriate for 
town wear in rainy weather. 

Black shoes are becoming more impor- 
tant for street and town wear, Campbell 
said, due to more coloring in clothes of 
the gray and blue shades. Black is a 
foil for these shades and does not de- 
tract from the color of suit, hose or neck- 
wear. 

Bright, clear colors, minus antique, 
with the desired shade tanned into the 
leather, also will be worn. 

Due to continuing G. I. postwar de- 
mand, heavy brogues are more popular 
than ever, Mr. Campbell said. Many 
have been streamlined so that they do 
not look too heavy for town wear. 
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CADIE POLISHING CLOTHS 





Add an extra profit to each sale by suggesting 
a Cadie Shoe Polishing Cloth. No polish, paste 
or brushes needed . . . the polish is right in the 








black shoes. 


source when you can hove 
the finest binding ovailable? 
Although our present supply of 
ARTUBE RIBBON is limited. we 
still have the binding you need in 
the width you need it. Our repre- 
sentotive will coll on you. 


THE ALLPEECE CORPORATION 


4059 Park Ave. 











New York 57, N.Y. 





Lane Bryant Opens 
New Store 

New York—Lane Bryant, specialty 
store in women’s fashions, maternity ap- 
parel and infants’ wear, opened a new 
store and building here recently at Fifth 
Avenue and 40th street. The ten-story 
basement and sub-basement building 
was formerly known as the Winfiéld 
building. 

Notables at the opening, which was 
attended by large crowds, were Mrs. 
Lane Bryant Malsin, founder of Lane 
Bryant, Inc., Gladys Swarthout, famed 
singer, and executives of the store. 

The new building has been completely 
modernized and redesigned by Kahn and 
Jacobs, architects, at a cost of $1,500,- 
000. The interior is decorated with 
warmly finished light wood walls and 
soft pastel carpeting, illuminated by 
a novel combination of incandescent and 
fluorescent light. 

The shoe department, located at the 
rear of the first floor handles a women’s 
and misses line, cleverly displayed in a 
series of show cases that line the walls. 
The shoe buyer for Lane Bryant, as for- 
merly, is Fred Beck. 

The opening of the store had been 
preceded by a testimonial dinner to Mrs. 
Lane Bryant Malsin, and a luncheon and 
theater party for 400 representatives of 
the press. 

George T. Palley is general manager. 


Shoe Chains Cite Need 
Of Style, Color Program 


New YorK—To insure maximum 
production of footwear, a more inten- 
sive program of color and style stim- 
ulation should be undertaken at once 
by tanners and shoe manufacturers, it 
was concluded at the first of a series 
of regional luncheon conferences re- 
cently, in Boston, by members of the 
Popular Price Shoe Retailers Associa- 
tion, which represents 52 shoe chains. 

Chain store officials said that an un- 
mistakable evidence of a heavy backlog 
ef consumer demand, for new, fresh- 
looking footwear, was perceptible, re- 
ported Edward Atkins, executive sec- 
retary of the association, and the 
consensus was that the industry was 
not prepared to meet that demand. 

The report of the meeting goes on to 
say: “This does not mean that the 
public is still not extremely price con- 
scious, neither does it mean that shoe 
prices are as low as they should be. 
Shoe retailers know there still remains 
a sizable and inexplicable gap between 
costs of hides and skins and prices of 
finished leather, a gap which must be 
closed before fullest production can be 
achieved.” 

Other regional meetings of the 
P.P.S.R.A. will be held in Los Angeles, 
and St. Louis. 
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Finished or unfinished, they're 
chrome tanned for long wear. Easy 
to work, hold stitches firmly, flex- 
ible and comfortable under foot. 
Used by leading manufacturers 
of casuals, athletic shoes, wo- 
men's street and dress shoes, 
children’s shoes ond slippers. 


John Flynn & Sons, Inc. 





Little Price Resistance 
On Wanted Shoes 


(CONTINUED FROM PAGE 139) 


ance in the lower brackets, however, is 
explained as being a resistance to 
value received rather than to price. As 
one manufacturer explained it the 
average woman had rather pay a few 
dollars more for a medium priced shoe 
because of its greater style, workman- 
ship and wearing qualities than she had 
for a cheaper shoe where the saving 
would be only of a short term nature. 

While consumer resistance thus is 
admittedly more pronounced at the 
upper and lower end of the price scale 
than it is in the middle the appearance 
of some order cancellations even in the 
center brackets probably could be taken 
as evidence that it has made itself 
known in all price classifications, at 
least to some degree. Cancellations. 
however, cannot be taken as positive 
proof of buyer hesitancy, as many can- 
cellations resulted from inability to 
deliver seasonable merchandise in time 
for consumer acceptance. 

Regardless of the degree of price re- 
sistance which has existed since de- 
control some manufacturers have ex- 
pressed an opinion that it is tending to 
die down somewhat and will continue 
in that direction during the Spring 
months. 


Sebruary 15, 1947 









J. G. Jones, Jr., general manager of 
the Rice O’Neill Shoe Co., finds “no 
noticeable resistance. All retailers in 


our line want more shoes. They were 
skeptical immediately after de-control, 
but. now our customers all over the 
country want increased quotas. We 
could sell a lot more pairs if we could 
make them.” 


No Prospects for Immediate 
Adjustment 


Though the industry would like to 
see prices go down they can see no 
prospects for immediate price adjust- 
ments. Labor costs are up and leather 
has not come down enough to permit 
any reductions at this time. One manu- 
facturer mentioned the possibility of 
the beginning of a downward trend 
possibly coming about within the next 
three months, depending, he said, on 
labor and leather costs and production. 

The president of Brown Shoe Co., 
John A. Bush, said that “with labor 
costs higher all along the line F cannot 
see lower prices at this time.” He added 
that this especially would be true in 
shoes made from wanted materials such 
as calf and suede, and even of kid, 
graded higher. 

Though the industry is hesitant to 
predict the direction price resistance 
will take during the remainder of the 
current year a good many manufac- 
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Be sure your store is cash- 
ing in on this selling idea. 


PROPR-BILT 
Children’ Shoes 


O'DONNELL SHOE CORP. 
Humboldt, Tenn. 





turers feel certain that much of the 
resistance will develop in the future 
as it has in the past from unknown 
braf®ds and merchandise in which the 
public has little knowledge of its value. 
Portions of the industry believe that 
resistance to extremely low priced shoes 
could be overcome if their value and 
brand were known. 

Milton Frank, executive vice-presi- 
dent of Wohl Shoe Co., a wholesale and 
leased department firm, offered an 
opinion similar to the above with the 
explanation of resistance in the lower 
brackets as being due to the fact that 
many shoes in this category lacked 
value. In an additional expression on 
value he said, “customers are demand- 
ing good values more today than ever 
before. Consumer resistance is an in- 
sistance on value rather than price.” 











MERCHANTS’ NEEDS 








NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


junior Model for children $12.50 


Available at special cooperative 
price if ordered through certain 
shoe manufacturers —fer this list 
and full details write te ..... 


THE BRANNOCK DEVICE CO. 


SYSACUM 2, MEW YORK 

















/ ADVERTISING 
os a GUTTER 
—here's how to get 


More Business! 


Ts Vincent Edwards Idea Clipping 
Service has over 2,000 sotisfied users. 
Each order filled according to what 


= wont; wholesalers usuolly request 
retail ods; monufocturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with whot's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term tricl offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special 
short term trial offer. 














New York Shoe Travelers 
Announce Dinner Committees 


New York City—The appointment 
of full committees to prepare for the 
41st anniversary dinner of the Boot and 
Shoe Travelers Association of New 
York, has been announced. The annual 
dinner, which is a stag affair with dress 
optional, will be held April 29th, during 
the National Shoe Fair here, in the 
Grand Ball Room of the Pennsylvania 
Hotel. 

It is reported that the sale of tickets 
so far indicates a capacity attendance 
in the Grand Ball Room, which seats 
about 1200. 

The committees for the dinner that 
have been appointed are as follows: 
dinner committee: D. E. Hoskinson, 
chairman, I. Haber, co-chairman; dis- 
tinguished guest committee: William 
C. Monsees, chairman, Thomas England, 
Ben Schwartz, Arthur Salomon, N. J. 


McManus, L. Sass, Warren Kolkebeck; 
seating committee: Saul Foster, chair- 
man, Matthew O’Connor, Harry Drake, 
Frank Duncan, William J. Wren, L. 
Sherman, Arthur Sterling; reception 
committee: George K. Burns, chairman, 
Charles Havranck, H. H. Callahan, 
George Daven, A. Favor, J. Holden 
Maurice Horn, J. Pinkerton, A. Mermel- 
stein, John Laycock, Abe Plotkin, E. A. 
Rainey; publicity committee: Edward 
Brown, chairman, Everit B. Terhune, 
Thomas R. Dash, George Knocke; ticket 


“selling committee: George A. Ecclesine, 


chairman, J. S. Smith, Harry Deines, 
Bert Drake, Lou Friedman, John S. 
Getty, W. Mossbacker, Charles Nahles, 
Milton Klein, G. Van Meter; entertain- 
ment committee: Barney Kimless, chair- 
man, Henry Kaye, William Bressler, 
R. Fredericks; program committee: 
David Sterling, chairman, J. C. Lilian, 
Herbert Spahn. 





Hold Merchandising 
Forum on Hosiery 


New York—Over 500 buyers and 
merchandisers attended the Hosiery 
Merchandising Forum on February 5 
at the Waldorf-Astoria. Sponsored by 
Knit Goods Weekly, a trade publication, 
the forum was the first event of its 
kind to be held by the hosiery industry 
in this country. 

L. R. Keefe, editor of Knit Goods 
Weekly, presided at the meeting. The 
speakers whom he introduced included: 
Beale J. Faucette, vice-president, Scott 
& Williams, Inc.; Louis R. Thun, Tex- 
tile Machine Works; Edward S. Marcus, 
vice-president and secretary, Neiman- 
Marcus Co.; T. H. Mueller, president, 
Julius Kayser & Co. and chairman of 
the executive committee, Brand Names 
Foundation; Ralph P. Grant, vice-presi- 
dent and general manager, Ivey’s, Inc.; 
Louise Diener, training director, Gimbel 
Brothers, Philadelphia; Stanley B. 
Hunt, Textile Economics Bureau, Inc.; 
Paolino Gerli, Gerli & Co.; Warren A. 
Beh, director of sales, Nylon Division, 
E. I. duPont de Nemours & Co. The 


subjects discussed were no-seam and 
full fashioned stockings, standard and 
store brands, hosiery buyers and sales- 
girls, rayon, silk and nylon yarn. 





Seam-Free Nylons Seen 


At Palm Beach 





New York City.—"Dancing Twins,” 
seam-free nylon stockings, have been 
seen often at the Palm Beach resort- 
wear fashion shows during the regular 
season. Special emphasis is given to the 
fit of the seam-free sfockings at the 
heel and the ankle, and their appropri- 
ateness with resort wear. 
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real source of profits. 
Inquiries invited 


=357 Fourth Avenue 


Our factoring service makee it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
= LYNCHBURG, VA. GRAND RAPIPS. MI( B. 


FOUNDED i1s08 


2 
WILLIAM ISELIN & Co.. INC. : 


NEW YORK 


1@S ANGELES. ARTF. 
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STYLE No. 210 
KLOMP 


@ REMOVABLE SPIKES 
@ GOODYEAR WELT CONSTRUCTION 
@ CHOICE SELECTED UPPER 

@ DEEP, RICH BOOTMAKER'S FINISH 











LEATHERS 


The PAR-BUSTER GOLFER 


IN TWO DISTINCTIVE STYLES 


IMMEDIATE DELIVERY 


MEN'S SIZES 6-12 
Cc & 0 WIDTHS 


@ REAL RAISED MOCCASIN TOES 
@ FULL LEATHER QUARTER-LININGS 
@ HUSKY NON-CURL LEATHER INSOLES 


@ WATERPROOF AVON SOLES WITH LOCKED-IN SPIKE RECEPTACLES 


‘MARATHON SPORTING SHOE CO., Inc. 116 DUANE STREET NEW YORK 7, N.Y. 














Resume Heavy Cattlehide Export Licensing 





O.1.T. Sets Quota For February at 60,000 Hides; One-Third of Last 
Years Exports in Early Months 


After meetings in Washington on 
Monday between the various govern- 
ment agencies interested in export con- 
trols, the Department of Commerce 
released the following statement: 

“The Office of International Trade, 
Department of Commerce, announces 
resumption of licensing for export of 
heavy cattlehides, winter grade. The 
quota for February is 60,000 hides. To 
determine future monthly quotas, the 
supply situation will be continuously 
reviewed. 

“Because of the modest size of the 
quota and the lateness of its determina- 
tion, it will be necessary to rely largely 
upon the recommendations of foreign 
purchasing missions in deciding to 
whom export licenses will be issued.” 

In letters written on February 5, 
Dr. John R. Steelman has stated that 
the complete removal of export license 
control of hides is not now contem- 
plated. 

This limited allocation of heavy 
winter hides constitutes an outcome of 
the bitter fight which went on between 
January 29 and February 3. The 


quantity involved represents less than 
3% of the total domestic take-off, and 
is approximately one-third of the 
quantity which was being exported in 
the early part of last year under the 
International Hide Control] Program. 
The Office of International Trade has 
allocated these hides to the following 
countries in the quantities shown: 
Netherlands, 14,000; France, 11,000; 
Sweden, 11,000; Belgium, 8,000; Nor- 
way, 6,000; Switzerland, 5,000; Fin- 
land, 2,500; Turkey, 2,500. 

Import licenses will be issued by the 
governments of these countries within 
the quantities indicated, and export 
licenses will be issued by this country 
to- foreign buyers who hold bona fide 
orders supported by import licenses 
from their countries. 

The hide market strengthened con- 
siderably recently, and the assumption 
could be made that the increases are 
directly attributable to the wide pub- 
licity given the question of export con- 
trols, both before and after the decision 
was reached in Washington. 


Comment on the export quota, at a 
regional luncheon conference of the 
Popular Priced Shoe Retailers Associa- 
tion in Los Angeles, was as follows: 
“If the export of so small a quantity 
of comparatively undesirable hides can 
influence prices so substantially, it is 
apparent that further liberalization or 
removal of export curbs would cause a 
sharp upheaval in prices of leather 
and shoes.” Immediately after the an- 
nouncement of the export quotas for 
February, it was said, prices of hides 
on the sport and future markets 
jumped as much as 10 per cent. 





Information Source Book 


CoLumsus, OHnIo — “Information 
Sources for Small Businesses” is the 
title of a handbook recently issued by 
the Bureau of Business Research of 
Ohio State University as one of a series 
of publications whose purpose is to give 
assistance to smal] business. 

This handbook is an annotated index 
of principal sources of information on 
problems connected with the establish- 
ment and operation of smal] businesses. 
A nominal price of 25c. has been placed 
on the publication. Requests should be 
addressed to Bureau of Business Re- 
search, Ohio State University, Columbus 
10, Ohio. 








Leisure Casuals Sell Themselves 


There's no “buyer-resistance” on these numbers. 
These are some of the finest sport shoes we've 
seen in years, from Mexico or the United 
States. 





The Indio, openwork around sole, benchmade, 


The Ranchero, a benchmade, shoe-ast : stchi ; 
huarache that is quality from toe to heel. oy been» A 9 na Ty se 
$5.50 per pair, pocked 24 to case. cans — 


Rio Grande Importing Company 


TERMS: NET 10 DAYS. FOB BROWNSVILLE 
BROWNSVILLE TEXAS 
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X-RAY SHOE FITTERS 


PRIMEX... ...... 


most imitated shoe fitter. 
Our circular tells you why 
o « Weihe . .. 

















PRIMEX EQUIPMENT CO. 
135 Se. LaSalle St., Chicage 3, Ill. 


X-RAY 


Headquarters | 


tubes 
sereens 
transformers 
and all | 
replacement parts 


MANUFACTURERS OF GENUINE 
ADRIAN X-RAY EQUIPMENT | | 


M. B. ADRIAN 


& SONS X-RAY CO. 
2507 S. Howell Ave. 
Milwaukee 7, Wisconsin 























CHILDREN'S OXFORDS 











SMOOTH ELK LEATHER 


Serviceable Non-Marking Brown 


Rubber Soles 
No. 865 





BROWN OR WHITE 


Sizes: 8-12 $1.85 124-3 $1.90 


Also No. 1035—Children's 3 Sole Process Ox- 
made of Fine Smooth Leather. 





1%-3 $2.70 
. Cases. Minimum order 18 . 
‘erms: Net 10 days F.O.8. N.Y. 


ALLIED FOOTWEAR CO. 


154 Deane Street New York 13, N. Y. 











Buy Savings Bonds 
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About Shoe People 


Frank C. Rand, chairman of the 
board of the International Shoe Co., St. 
Louis, Mo., has announced his retire- 
ment as president of the Community 
Chest of Greater St. Louis. Head of 
the Community Chest during the first 
year of its existence Mr. Rand, before 
the establishment of the Chest, was 
president of the Greater St. Louis War 
Chest. 

> > > 

Paul Weinfield has been appointed 
manager of the Marilyn Shoe store, 299 
King Street, Charleston, S. C., by S. 
and J. Simowitz, Inc., owners of the 
shoe group. Mr. Weinfield has had 
wide experience in shoe retailing and 
has been manager of some of the com- 
pany’s larger shops throughout the 
South. 

- * * 

Joseph Le Bourg has replaced George 
Farber as manager of The Bootery, 248 
Coral Way, Coral Gables, Fla. The busi- 
ness is owned by S. A. Futerfas of Co- 
conut Grove, who also owns and oper- 
ates the Variety Store of that place. 


» al > 


I. A. McDowell, after 34 years in the 
retail shoe business in Albany, Oregon, 
has sold his interest in the McDowell 
and Fairley Shoe Store, to Gordon 
Fairley and Harold Packwood, it has 
been announced. 

7 > > 


W. E. Huffman, of Los Angeles, for- 
merly Northern California representa- 
tive fer Buster Brown Division of the 
Brown Shoe Company, has been ap- 
pointed representative of the White 
House Division of the Brown Shoe Com- 
pany. He will handle their Robin Hood 
line for the entire California territory. 

> - > 


Hanan & Son, Chicago, have an- 
nounced the appointment of Miss Jo 
Scott as »uyer of all accessories for 
their stores. The buying of handbags, 
hosiery and small leather wares was 
formerly handled through the New 
York office. Miss Scott has been for a 
number of years secretary to Charles 
Lanchantin of this firm. 

> 7 > 


J. R. Epp, owner of Epp’s Bootery, 
106 South Santa Fe, Salina, Kansas, 
announced recently that his son-in-law, 
J. A. Mortimer, and L. A. Lindbloom, an 
employe at Epp’s Bootery for the past 
18 years, have become partners in the 
firm with Mr. Epp. 


° 2 | 


John F. Cloutman, local shoe manu- 
facturer of Farmington, N. H., has been 
re-elected president of the First Na- 
tional Bank in Rochester. 

> 7 7 

Terry Cates, of the Wright-Scruggs 
Shoe Company, Spartanburg, S. C., has 
been named vice-chairman of the Mer- 


chants’ Bureau of the Spartanburg 
Chamber of Commerce. 


> al al 


Mrs. Paul Chevilett, wife of the su- 
perintendent of Blum’s Shoe Company, 
Buffalo, N. Y., has left for California 
to visit her son and family. Her son 
writes the script for the Jack Haley 
radio program. 

> > . 

Known throughout the Brockton, 
Massachusetts shoe district as “Shows 
for Disabied Servicemen,” the Barbour 
Welting Company Caravan is still oper- 
ating, calling at hospitals and offering 
entertainment. 

Sponsored by Walter G. Barbour, 
vice-president, the Caravan group was 
formed four years ago. Although the 
war is officially over, the Caravan car- 
ries on the battle of warring against 
mental despair, loneliness and “hospi- 
tal nerves” that often assail men whose 
recovery requires time and patient 
treatment. 

* - 7 

Sam Case, of Panama City, Florida, 
has been appointed manager of the 
Panama City unit of the Kinney Shoe 
stores. Prior to his new assignment, 
Case was connected with the Kinney 
Shoe Stores in Atlanta, Georgia, and 
Jackson, Mississippi. 

> > > 

Allen O. Segar, of Jeffersonville, 
N. Y., has announced the purchase of 
a building on Main Street in Jefferson- 
ville, in which he plans to move the Se- 
gar Shoe Store in the near future. 

> « > 

Maurice W. Rose has returned from 
a successful trip to Europe, it was an- 
nounced by Blair & Ross, manufactur- 
ers and distributors of New York City. 

> + > 

Charles R. (Bulldog) Drummond, 
representative of Queen Quality shoes, 
was the guest of honor at a special 
press luncheon in Detroit, held by 
Frank and Seder’s department store. 

> . a 

Eugene D. Tressen has assumed the 
sole ownership of the Tressen Brothers 
Shoe Store, at 13735 Gratiot Avenue, 
Detroit, following the withdrawal of his 
brother Frank Tressen, from active 
partnership. Walter Tressen, a third, 
and younger brother, has established 
the Tressen Children’s Wear store. 


> > > 

Louis M. Ackman has resigned as a 
store manager of the A. S. Beck Shoe 
Corporation to become the general man- 
ager of the Felser Scott Shoe Stores, lo- 
cated in Washington, D. C., Maryland 
and Virginia, with general offices at 901 
H Street, N. E. Washington, D.C. Mr. 
Ackman expects to make his home in 
Washington. 


. > > 


Al Lewis has reopened a style studio 
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TIPS 
TURNOVER 


Me 


No. 4202 
TAN CALF SANDAL 


No. 4200 


Same as above 
—Black Calf San- 
dal — Matching Faille 
platform—ieather sole. 
Sizes: 4-9 M width 


ax $2.60 
color: Net 
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WOMEN'S OXFORDS 


Brown and white and 
all Brown Smooth Elk, 
Rubber Soles, 
Goodyear 
stitched. 


$3.10 net. At Once Delivery 
C widths. Sizes 4 to 9. 12, 18 or 36 pr. 
TROPICAL SHOE CO. 


1415 N. E. Second Ave. 
MIAMI, FLORIDA 
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under the name of Lewis Shoe Styles, 
after a lapse of five years, in the Mar- 
bridge Building, New York. Peter Eb- 
stein will be associated with the studio. 
> > > 
Sam Beason, representing Enna Jet- 
tick Shoe in metropolitan Chicago, is 
on a month’s vacation in Los Angeles, 
where he went to visit his daughter and 
grandson. 
> . > 
Joseph H. Everston, manufacturer of 
“18-teen” shoes in Milwaukee, Wiscon- 
sin, is on a month’s vacation in Miami, 
Florida. 
. al > 
Jack O'Connor, president of O’Connor 
& Goldberg’s 15 stores in Chicago, is 
now on a business trip in California, 
visiting the West Coast shoe factories. 
> . > 


Miss Emilie Krick Gump recently re- 
signed from Barnett’s Shoe Store, 
Long Beach, Cal., where she had been 
art and advertising director for their 
four stores for the last two years. Miss 
Gump has not made any immediate 
plans for the future. 

7 > > 

Robert Demerle, St. Louis, Mo., for- 
merly associated with the Hamilton 
Scheu and Walsh Shoe Co. has been 
appointed vice-president and general 
manager of San Loo, Inc., manufactur- 
ers of women’s handbags and women’s 
shoes. 

J . . 

Robert Firstman, Gardena, Cal., re- 
cently announced that he will open a 
family shoe store on March 15, 1947, at 
1034 Gardena Blvd. 

> > > 

A building on North Broad Street in 
the heart of the business section of 
Thomasville, Georgia, is now being re- 
modeled to house a shoe store to be 
operated by David Lipsey. Mr. Lipsey 
was for a number of years manager of 
the shoe department in Steyerman’s De- 
partment Store at Thomasville. 

> > > 

W. W. Graham, who formerly oper- 
ated a shoe shop at Bowdon, Georgia, 
has reopened his shop in the Bowdon 
Bulletin Building in Bowdon. 

> > > 

Sam Smith president of Yankee Shoe- 
makers, Inc., in Newmarket and Ports- 
mouth, N. H., has been named to the 
operations committee of the associates 
of Brandeis University, Jewish-spon- 
sored university in Massachusetts. 

. > . 

Claude W. Mantooth, Jr., recently of 
Long Beach, Calif., has returned to 
Tulsa, Okla., to become manager of the 
Pennmoor Shoe Salon, 518 South Main 
Street, Tulsa, according to a recent an- 
nouncement. 

> > > 

Robert C. Erb, president of the J. F. 
McElwain Co., shoe manufacturers, in 
Manchester and Nashua, N. H., has 
been elected to the board of directors of 
the New Hampshire Citizen’s Council 
for General Welfare. 
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Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Hollistoa, Messechesetts 
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MEN'S SHOES 
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WHEN STYLE'S 
IN THE PICTURE 


New York Offices, 508-510 Marbridge Bidg. New York 1. 
‘Wes Coasr Olives, 401-402 Haas Bidg.. Los Angeles 14, Caht 
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MOCCASINS 


ee 
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Top Value 
by VoLx 






“PATOMAC" 
Machine Sewn MOCCASINS 


| M-205 Women’s Brown... .2.60 pr. 
M-215 Boy's Brown....... 2.60 pr. 
| M-225 Men's Brown,...... 2.65 pr. 
“PATAPSCO” 
Hand Sewn MOCCASINS 
M-315 Boy's Brown....... 3.35 pr. 


| M-325 Men's Brown...... 3.50 pr. 


| 
| 


Wholesale Distributors 


P. H. VOLK & Co. 


2-4 W. LOMBARD ST., BALTIMORE, MD. 
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stvieo r ® SELLING ® ' 


IN STOCK 


WOMEN'S 


in Cc cAGO 


“BILLCO” PERF 





No. 2957 CA : 


Genuine 






sin oxford; Oak 
Leather Sole; Leather Heel: also in 
12/8 heel; Sizes: AA 6 to 9: B 4 to 


by 


| 
| 


9: C 4 to 9. : | 


Pack H 
~~ PP $ 75 
'% = pares pair 
Immediate Delivery-2%-10-Net-30-FOB Chicago 
- . 





Casuals « Sport Shoes « Slippers 


WILLIAM COHAN 


COMPANY 




















PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
20? So. STATE ST. CHICAGO 4 














Obituaries 





Daniel E. Watson 


Boston, Mass.—Funeral services for 
Daniel E. Watson, 60, prominent mem- 
ber of the leather trade in this city, 
who died recently at the Newton-Wel- 
lesley Hospital, were held with solemn 
high mass of requiem in Our Lady’s 
Church, Newton, in which city Mr. 
Watson had made his home for many 
years. Honorary pall bearers included 
a number of directors of the Boston 
Boot and Shoe Club, of which Mr. Wat- 
son was a vice-president, and in at- 
tendance, as well, was a delegation 
from the New England Shoe and Leath- 
er Association, of which Mr. Watson 
had been at one time a director. 

Mr. Watson was president of the cut 
sole company bearing his name, and 
was manager, also, of the cut sole de- 
partment of the Proctor, Ellison Com- 
pany of this city. He graduated from 
the Roxbury Latin School with the 
class of 1905 and from Dartmouth Col- 
lege four years later. During part of 
the war period he served as industry 
adviser on the War Production Board. 
Active in yachting circles, he was a 
former commodore of the Corinthian 
Yacht Club of Marblehead, Mass., and 
was a member of the board of gov- 
ernors of the North American Staticn 
of the Royal Swedish Yacht Club. 

Mr. Watson is survived by his widow, 
Mrs. Geraldine; a daughter, Margery 
C.; a sister, Mrs. Arthur O’Keefe; and 
a brother, Francis J. 


Charles H. Peters 


St. Louis, Mo.—Charles H. Peters, a 
founder of the old Peters Shoe Com- 
pany and a vice-president of Interna- 
tional Shoe Company more than two 
decades ago, died recently at his home 
here. He was 75 years old. 

Since 1936 when he retired as presi- 
dent of the Lindell Trust Company he 
had served as board chairman of the 
bank. Surviving Mr. Peters are three 
daughters, Mrs. Charles W. Rodewald, 
Mrs. Albert W. Dehlendorf and Mrs. 
Albert J. Scheu; two brothers, Frank 
E. Peters and George A. Peters, and 
two sisters, Mrs. Martha Urbach and 
Mrs. William J. Baggermann. 





Emmanuel Peck 


CINCINNATI, OHI0O—Emmanuel Peck, 
87, shoe sales representative for 50 
years died recently at his home. For 
many years he traveled throughout 
Michigan, Indiana and Illinois while 
employed by Sam B. Wolf Shoe Com- 
pany, Cincinnati, and later by the Tom 
Hamilton Company, children’s shoe 
manufacturers, St. Louis. 

He was a native of Sacramento, Cal., 
but had lived in Cincinnati for 60 years. 

Peck and his wife, Fannie, would 
have celebrated their 65th wedding an- 
niversary on March 5. A son, Edgar 
Peck, also survives. 





Albert Lester Slater 


Conasset, Mass. — Albert Lester 
Slater, 66, died at his home here re- 
cently, from a condition diagnosed as 
coronary thrombosis. He was buried 
in the Mt. Prospect cemetery. 

Associated at different times with W. 
H. McElwain, of Boston, Dunn & Mc- 
Carthy, Inc., of Auburn, N. Y., and 
Beck-Hazzard Chain stores, in New 
York City, Mr. Slater was active in the 
shoe business for thirty years. In 1925 
Mr. Slater retired. 

Surviving are his wife, Nina W.; 
two sons, Albert W. Slater, a shoe 
salesman for General Shoe Corpora- 
tion in the Michigan-Indiana territory, 
and Raymond E. Slater, of Leonia, 
New Jersey; and a daughter, Mrs. 
James E. Duffield, Jr., of London, 
England; and four grandchildren. 





Harry M. Glaser, Jr. 


CINCINNATI, OHIO — Services for 
Harry M. Glaser, Jr., 29, assistant pro- 
duction manager for the United States 
Shoe Corp. who died at his home, 1848 
Glendon Place, Roselawn, were held re- 
cently. 

Surviving are his parents, Mr. and 
Mrs. Harry M. Glaser of Glendon Place. 
The elder Glaser is president of the Cen- 
tral States Thread Corp., 119 W. 4th St., 
here. 





Unused Half Soles Offered 
For Sale by Government 


More than 7,700,000 pairs of surplus 
unused half soles which cost the Govern- 
ment about $1,541,985 will be offered 
for sale at new reduced fixed prices 
ranging from 6 cents to 8 cents a pair 
for the various trade levels, War 
Assets Administration announced re- 
cently. Orders will be accepted con- 
currently from priority claimants and 
other buyers including exporters from 
February 15 to March 7, 1947. 

The half soles are black, made of 
composition rubber, one-quarter inch 


thick, in sizes 6 to 11 inclusive. 

All 33 WAA regional offices will have 
samples and will supply detailed in- 
formation on the offering. However, 
orders should be sent directly to the 
nearest WAA holding region. Holding 
regions and their reported inventories 
follow: Salt Lake City, 5,701,499 pairs; 
Fort Worth, 1,158,350 pairs; Boston, 
568,594 pairs; Los Angeles, 281,486 
pairs. 

The fixed prices per pair are as fol- 
lows: exporters and wholesalers, 6 
cents; large retailers, 7.5 cents; repair- 
men and smal] retailers, 8 cents; shoe 
manufacturers, 6 cents. 
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Sales of Independent Shoe Stores 


Compiled by U. S. Department of Commerce, Bureau of 
the Census 


December, 1946 


-—————Dollar Sales——- -——~ 
Per Cent Change 
ee 


=_ 
Number Dec., "46 Dec., "46 


of Com- Com- 
Firms pared pared 
States Report- with with December 
ing Dec., "46 Nov., "46 1946* 
TS. stntinwanat 879 +12 +16 $12,439,396 
Alabama w: gape = Seeds’ ° “co eee 
BEER. o66 cc cciscccess . —_ aa. «meee 
Cs wensceavcens 7 +13 +15 49,259 
DEY  civacseedes 115 +5 +18 1,898,365 
PD | stenedeseewse 9 +36 +19 325,590 
Connecticut ..........- 19 +18 +26 209,441 
Delaware ..........-.. « sees eeee qoeeese 
BOR, GEG, ccccccccce. 13 +10 +8 216,458 
PE. dhtteedteedeces 7 +8 +11 97,482 
PD ‘iveseauniveenes 7 i) +12 264,323 
a re s — ae os ae 
DE \etethénseesses 78 +14 +12 942,388 
0 28 +16 +19 579,731 
a a er 24 +35 +17 238,650 
NG. dinadicanescesse 9 +9 +18 62,274 
I ES 3 eared aie  4©« Seaman 
eee ‘ — cate COUt«é‘( !;é*«é« 
TE ehvncaecseniaans 7 +10 +31 61,781 
ae ee 5 +16 +26 106,873 
Massachusetts ......... 46 +10 +34 544,640 
ee 44 +12 +19 470,731 
ee s — sone C(t ee 
PE “ene cadeste s a? De eke 
0, EE 33 —2 +12 272,290 
ED §cudubeceeceses s ClO a 
Pe weseseesus —_ 3 
DE: xceseesbescoaves s 
New Hampshire ....... 3 cae ‘ane eese 
Sy GD neccddoese 33 +s +24 596,350 
Se BED sescaceces s sése ee 
a 82 +14 +4 883,720 
No. Carolina .......... 8 ouse sods 202Oti(“tti‘é‘“ 
Sey SOUND woscneses a “se .. weather 
tl Tidubbeiscne<sens 43 +22 +22 697,234 
PED: dhaustcedaneeee 10 +9 +10 53,07 
ST. chadvecabeoctes 12 +9 +4 142,804 
Pennsylvania .......... 67 +13 +21 1,092,748 
Rhode Island .......... 8 +8 +28 87,000 
So. Carolina ........... ° vs oees seetes 
Seuth Dakota ......... ¢ — eee tw es 
CO ere 8 —'s eel 8 #0 
MT abtianeéesanoeennt 24 +114 +8 688.195 
ED gdetdbetuecsaeondd . . —a i . >. ene 
a s sew we sn 
WD ateicedetaceus 7 —2 +12 62,712 
Se 25 +10 +15 315,225 
West Virginia ......... 3 ae oes. seam 
EE, Gudewenagcese 46 +12 +16 $40,438 
WE, daeubsees 7 8 nea “- ~~ ween 
Ce. Es -waeccnenda 49 +17 +12 711,111 
Re Meee, ML ose cceces 7 +13 +11 631,088 
Portland, Ore. ........ 8 +8 —2 108,333 
is ey BE we ccscncn 14 —7 +12 147,430 
Sen Fran., Cal ....... il +1 +34 159,794 
Seattle, Wash. ......... 9 +12 +11 126.611 


2Includes reports received too late for inclusion in previous 
monthly totals. ? Number does not apply in all cases to the yea-to- 
date figures. * Insufficient data. ‘No data. ‘compared with $11,- 
077,992 in December 1945 and $10,716,987 in November 1946. 


Reports Shoe Sales Up in Ohio 


Cotumsus, O—Thirty-four independent retail shoe stores, 
representing all sections of Ohio, with dollar sales aggre- 
gating $436,354 during October, showed sales for that 
month 17 per cent ahead of October of 1945, and four per 
cent ahead of September, 1946, the Bureau of Business Re- 
search at Ohio State University has reported. This group, 
representing a cross-section of the trade, reported that sales 
for the first ten months of 1946 were 18 per cent ahead of 
the same period last year. 
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UP PROFITS! 


The exclusive construction features of 
PLAY-POISE—Shoes for Infants and 
Children—“ring up” profits for dealers 
everywhere. Nationally advertised in 
GOOD HOUSEKEEPING, PARENTS’, and 
THE JOURNAL OF BONE AND 
JOINT SURGERY. 
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= Fr ot thé Hee 
with Room ot the Toe 


we - TRA 
anaes anes THE ONLY CHILDREN'S SHOE WITH 


Fs WLLL Corcke Fté ~ 


THE FIT WITH A FUTURE 


THE VIRGINIA SHOE CO. INC. «+ Frederichsberg, Ve. 
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MOCCASINS 
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GOOD GRADE, STURDY 
MOCCASINS 


BROWN COWHIDE 
UPPERS 


Brown Orthopedic 
Rubber Soles 
Machine Sewn 








Immediate Delivery 


Men's Sizes 6!/2-12 . . .$2.00 

CO eae 2.00 

EE 1.95 
Other type moccasins in stock 


Write for Folder 


CONJOR SHOE COMPANY 
287 Broedwey New York 7, N. Y. 
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SADDLE OXFORDS 











WOMEN’S SADDLE OXFORDS 





Immediate Delivery 


Sizes 4 to 9, M and C widths. Sample pairs 
gladly sent on request. 


KRISCHER, ROGERS & FISCHER 
20 No. 4th St. Phile. 6, Pe. 



























MOCCASINS 
WOMEN’S MOCCASINS 
ci oper, brows 





Immediate 

Delivery 

M widths $2.50 
Sizes 4 te 8 net 


Brown—7100, White—7/0!, Brewe and White—7/62 


Semple Pairs giedly sent on request 


KRISCHER, ROGERS & FISCHER 
20 No. 4th St. Phile. 6, Pe. 
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Schoenfeld Made Sales 
Representative for Monomac 


Boston, Mass.— Newly appointed 
sales representative for Monomac Shoe 
Co., Haverhill, Mass., is Sam Schoen- 
feld, with offices at 515-17 Marbridge 





SAMUEL SCHOENFELD 


Bldg., 47 West 34th St., New York City. 
Schoenfeld is exclusive agent for the 
entire Monomac line which includes 
hand-sewn moccasins and a complete 
line of low-heeled shoes. 





Minna Morganstern Wed 


New YorK—Miss Minna Morgan- 
stern, long-time secretary of the Shoe 
Club of New York, was married re- 
cently here to Martin Marluck. Mr. 
Marluck is an executive in the dress 
industry in New York. The couple 
honeymooned in Atlantic City. 

Mrs. Marluck will continue in the 
capacity of secretary to the Shoe Club, 
it was revealed. 





Dayton Shoemen Hold Round- 
Table on Shoe Situation 


DayToNn, O.—Sixty shoe merchants 
and shoe managers of this city recently 
held a round table discussion here, 
with Clyde Taylor, president of the 
Michigan Retail Shoe Association, act- 
ing as moderator. 

The subject of the discussion was: 
“When will we get a normal supply of 
shoes?” and “When will the prices stop 
going up and straighten out to a 
standard basis?” Although no absolute 
answers were established, because of 
the difficult and tenuous nature of the 
material, it was reported that much 
important and revealing information 
was brought to light. 





Gets State Charter 


Decatur, ILL.—Folrath & Folrath, 
retailers of men’s and women’s shoes, 
211 N. Water Street here, is now known 
as Folrath, Inc., having been granted 
a charter by Edward J. Barrett, secre- 
tary of state, to sell, trade and deal in 
shoes, footwear and hosiery. 
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SANDALS 
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No. 502-2 
Genuine Brown Elk Sandal 





——™ oo 


TURNOVER 


Brown Elk-cov- 

ered platform — 

leather sole — wedge 
heel. 

Sizes: 4-9 M width 


$310, 


IN STOCK IMMEDIATE DELIVERY 


ie 


SHOE COMPANY 


a 


SANDALS 


il eel li iil 





erm erm 





— 


UNUSUAL VALUES AT 
EXTREMELY LOW PRICES 


$1.00 


~~ - Advertised 
at $5.00. 





to Retail 


No. 6461—Black Faille Fiat Sandal 

No. 6460—White Faille Flat Sandal 
Sizes 4 to 9—N and M Widths 

IMMEDIATE DELIVERY 


BARIS SHOE CO., INC. 
79-81 Reade St., New York, MN. Y. 
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News of the Salesmcht and Suypliers 


Compo Officers Visit West Coast 





Chotting over prospects 
Californie, are: 


end renewing on old acquciatance, in the warm sun of 
(left to right) William H. Bresachan, president of the Compo 





Shoe Machinery Corporation; Emmet O'Co 


or, m of the Compo offices at 


Les Angeles; aad William Solar, vice-president of the company. 


Boston, Mass.—On a recent busi- 
ness trip to the West Coast, William 
H. Bresnahan and William Solar, Presi- 
dent and Vice President of Compo Shoe 
Machinery Corporation, visited Emmet 
O’Connor, manager of the Compo Cali- 
fornia district at the new Compo offices 
at Los Angeles. The Los Angeles office, 


which was opened in December, 1946, 
is the most recent addition to the fast- 
growing Compo organization. 

While on the West Coast, Mr. Bres- 
nahan and Mr. Solar visited many fac- 
tories, retail outlets and shoe distribu- 
tors, renewing acquaintances in that 
area. 





Footwear Televised At Sales Conference 





G. W. Bicir, president of the Mishawaka Rubber & Woolen Mfg. Co., is shown 

congratulating W. C. Baird upon completion of 30 years’ service as o salesman of 

Ball-Band Footwear at the company's sales conference in Chicago. G. D. Babcock, 
vice-president and director of sales is at the left. 


MISHAWAKA, IND.—Ball-Band rubber 
footwear was televised commercially for 


February 15, 1947 


the first time at the Mishawaka Rubber 
& Woolen Mfg. Company’s Spring Sales 


Conference at the Palmer House in Chi- 
cago recently. 

Ball-Band’s 1947 Spring line, which 
was introduced at the conference, some 
by television, included such items as new 
red top boots for children; new side 
slide fastener gaiters of various hee! 
heights for women; fur-trimmed pull-on 
boots; and shearling lined boots. In 
addition new items, made by a unique 
process which completely seals the 
shoes in liquid latex, were presented. 

J. L. Duncan, manager of sales, pre- 
sided over the three-day sales meeting, 
introducing G. W. Blair, president, and 
G. D. Babcock, vice-president and di- 
rector of sales, who spoke on “General 
Conditions Affecting the Industry.” 


New Sales Representative 


NASHVILLE, TENN. — Raymond F. 
Hansen, World War II veteran and 
native of Nebraska, recently became 
the new sales representative for the 





RAYMOND F. HANSEN 


territory of North and South Dakota 
and Nebraska of the Jarman Shoe Com- 
pany, it has been announced. When not 
on the road Mr. Hansen lives at 3108 
Davenport Street in Omaha. 


Holland-Racine Announces 
Promotion and Ad Plans 


HOLLAND, Micu.—In an announce- 
ment mailed to all dealers recently, 
Holland-Racine Shoes, Inc., Holland, 
Michigan, outlined their National Ad- 
vertising Campaign for 1947, which will 
include a unique series designed to pro- 
mote the independent shoe dealer. 

The cartoon treatment used by the 
company will be expanded to include a 

(TURN TO PAGE 162, PLEASE) 
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Appoint J. J. Scott 


General Sales Manager 

Sr. Louis, Mo.—Tober-Saifer Shoe 
Manufacturing Company recently an- 
nounced the appointment of Jay Joseph 
Scott as general sales manager. 





JAY JOSEPH SCOTT 


Mr. Scott, a veteran shoe man, is 
widely known to shoe retailers through- 
out the country. He has held several 
important positions in the shoe field, in 
which he evolved plans that have placed 
independent merchants among. the 
foremost shoe retailers in America. 
From 1931, until he resigned in 1946, 
Mr. Scott headed the Merchants Service 
Department of the International Shoe 
Co., St. Louis, Mo. His own organiza- 
tion, J. J. Scott and Associates, ren- 
dered a wide range of business counsel 


and constructive promotional ideas to 
shoe merchants. 

Mr. Scott will direct the sales policies 
of the Tober-Saifer Shoe Company and 
will be available for advice and consul- 
tation to the dealers serviced by the 
Tober-Saifer Shoe Manufacturing Com- 
pany. 


Nettleton Purchases 
Rasmussen Company 


Syracuse, N. Y.—A. E. Nettleton 
Co., manufacturers of men’s and 
women’s fine quality shoes, have pur- 
chased the Rasmussen Shoe Co. of 
Westboro, Mass. The Rasmussen com- 
pany will make Lady Nettletons and 
will also continue to make shoes under 
the Saddle Master brand. It will con- 
tinue under the direction of Paul 
Rasmussen. 

Officers of the Rasmussen Shoe Co., 
as it is now organized, are as follows: 

H. W. Cook, chairman of the Board; 
Paul C. Rasmussen, president; R. S. 
Cook, vice-president and treasurer; 
Charles Christy, vice-president; and 
Ralph G. Boyd, secretary. 





Announces Appointments 


NASHVILLE, TENN. — The General 
Shoe Corporation here has announced 
the appointments of Herbert Corley as 
superintendent, and James Hamblen as 
personnel manager of its new Carroll- 
ton, Georgia, plant for women’s shoes. 





Goodrich Shoe Products Sales Parley Held 





Clarksville, Tenn.—The newly created Shoe Products Sales Division of the B. F. 
Goodrich Company held its first sales conference here recently at the company's 
plant, where many shoe products are manufactured. Among those present were: 
{front row, left to right) Fred A. Lang, division general maneger; James J. New- 


ger of the Clarksville plant; (rear 





mon, vice-president sales; C. R. $ 


row, left to right) W. C. Orme, division operations manager; J. H. Stockhouse, 
sales manager, replacement trade; L. E. Rohrbaugh, sales manager, manufacturers’ 
trade; and C. H. Caldwell, division advertising and sales promotion manager. 
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Veteran Becomes Eastern 


Sales. Representative 


New York—Veteran pilot of W.W. II, 
Fred W. Hancock will represent Fred- 
erick-Speier Footwear, Inc., in New 
England, New York City, and the Mid- 





FRED W. HANCOCK 


dle Atlantic Territory, it was announced 
recently. Mr. Hancock was associated 
with C. A. Grosvenor of Worcester, 
Mass., before he entered the Army Air 
Corps, where he flew 2,300 hours dur- 
ing four years of service in the Atlan- 
tic and CBI theaters of action. 


Holland-Racine Promotion 
Plan 


(CONTINUED FROM PAGE 161) 


consistent schedule through the Post, 
Collier's Liberty and Esquire. 

Commenting on the policy which 
prompts the campaign, Sales Manager 
L. J. Geuder, said: “Our policy of sell- 
ing only to the ‘Independent Retailer’ 
and not through factory-controlled out- 
lets extends our interest in his welfare 
beyond the usual buyer-seller relation- 
ship. To maintain and improve their 
position in the competitive days ahead, 
independent shoe stores will need an 
aggressive advertising and merchandis- 
ing campaign. This advertising is one 
stop in a long range program designed 
to assist our dealers with material not 
normally available to the individual 
merchant. 

“The 1947 advertising campaign will 
establish the identity of the ‘Independ- 
ent Retailer’ with nationally advertised 
Holland-Racine lines and stress the im- 
portance of his personalized service.” 

Copy for the series is unique, it was 
pointed out, in that the upper portion 
of each ad is devoted to straight sales 
appeal featuring either “Doctor,” “Nu- 
matic” or “Pace-Setter” shoes with the 
balance promoting the dealer who dis- 
tributes them. Supplimentary tie-in 
material is available to all dealers, the 
announcement said. 
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SADDLE OXFORDS 
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‘ WOMEN'S 
'“BILLCO” SADDLE 
















White Elk, 
with Brown or 
Black Elk Leather 
Saddle: New White Rubber Sole and 
Heel: Sizes: AA 6 to 9; B 4 to 9; C 


4'/q to 9. 

Packed 3% pair 

cases; Minimum x 4.) 

Order: 18 pairs pair 
(‘2 case) 


' Immediate Delivery-2%=-10 Net 30-FOB Chicago 
Sport Shoes « Slippers 


Casuals - 


WILLIAM COHAN 


COMPANY 
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Great Little Time Savers 
PRICE TICKETS: Size 1.” wide, 
24%,” high: prices 
Cardboard white. prices black. color | | 
designs . . . choice of Green, Blue. 
Orange, Brown. Lavender. Samples 
on request. 30¢ a doz. 12 doz. 
$3.00. 


MERCHANTS SERVICE DEPT. 
#209 S. State St., Chicago, iil. 














Joins Brown Shoe 


Company Sales Force 


St. Lours, Mo.—Chester F. Lord was 
recently named a salesman for the 
Forest Park Division of Brown Shoe 
Company, St. Louis, covering the New 
England and Eastern New York terri- 
tory, except metropolitan New York. 

Mr. Lord, who has covered this terri- 
tory for many years, will make his 
headquarters in Boston, Massachusetts. 


Februory 15, 1947 


25¢ to $12.00. | | 


Manske to Handle New Line 


In St. Louis Area 


Boston, Mass.—- Ervin C. Manske, 
who for ten years has represented the 
Colonial Tanning Company in the St. 
Louis area, will handle the company’s 
new suede calf in that territory. 





ERVIN C. MANSKE 


In the early days of his association 
with Colonial Mr. Manske represented 
the company only in the Split and Side 
Leather Division. In 1945 he added the 
Patent Leather Division, and now with 
the new Colonial Suede Calf his scope 
of operation will be greatly increased. 

The territory, in which Mr. Manske 
represents the Colonial Tanning Com- 
pany, includes all of Missouri, a large 
part of Illinois, and extends into some 
sections of Iowa. 





“Mobile Art” Ad Campaign 
Begun by Johansen 

Sr. Louis, Mo.—Johansen Bros. Shoe 
Company has launched an advertising 
campaign featuring an entirely new 
concept in shoe advertising known as 
“Mobile Art.” The campaign, which in- 
cludes ads in both full color and black 
and white, will present a varied copy 
theme according to a magazine’s type 
of readers, with still other adaptations 
for newspapers. 

“Mobile Art” obtains its reader ap- 
peal by the use of abstract designs 
created to center the eye on the par- 
ticular shoe illustrated in each ad. Ac- 
cording to the presentation of the cam- 
paign sent to dealers “Mobile Art” is 
described as taking form in a three 
dimensional structure—“usually wire, 
wood, steel, pieces of glass or light 
metals, combined into an abstract de- 
sign, balanced in such a way that the 
various forms are made to describe 
beautiful patterns in space as the air 
currents move them. They are pure 


fantasy, their primary purpose to 
satisfy an esthetic sense through 
rhythm.” 


A look-see at the series of ads re- 
veals, for example, a youthful shoe ad 
illustrated by such items as a pair of 
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BOWS 
“GLAMORIZERS” 
by ACE Bows 











ACE BOWS, INC. 
20th Street Brooklys 


212 32, N. Y. 
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TP" WE SELL ““& 
QUALITY SHOES 


Qvality Shoes Since 1932 


From the Nation's 
| leading Manvfact vrers 


M. K. WEIL SHOE CO. 
| While in Town See Weil 
K 1215 Washington Ave. 
St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5198-1 
79-81 Reade St., New York 7, H. TY. 




















clock hands, an ace of spades, and a 
candle burning at both ends all sus- 
pended above a wire which comes 
through a victrola record. 

Though the Johansen firm has with- 
held the revelation of which shoes will 
be featured in the series, full color ads 
are said to be scheduled each month in 
Harper’s Bazaar, and Vogue and black 
and white in Glamour and Charm. 


163 





et i ie 


er er er er or er 








wy 


“~~ 





SHOES 


~~ 








IMMEDIATE DELIVERY 


HEAVY DUTY 
PILOT SHOES 


Any quantity. Any size wanted 


$2.90 


Little Gent's 
sizes 10 to 13/, 
No. 8436 









¢ Brown smooth split upper. 

@ Full leather mid sole. 

e Leather eyelet stays. 

° ty No-Mark “Goodyear” sole and 
eel. 


Boy's No. 8436, sizes | to 6 — $3.10 
Men's No. 8437 sizes 6 to 12 — $3.24 


The 
PILOT SHOE CO. 
31. Hopkins Place 
Baltimore 1, Md. 
Honest-Made Since 1899 











or 





MOCCASINS 











BROWN SMOOTH RETAN SPLIT 
MOCCASINS 
Immediate Delivery 
Men's 6-11 2.40 

Boys’ 1-6 
Women's 4-9 
both 2.35 


Net F.0.8. Phila 






Also in 
Hand Sewn Golden Brown Retan 
Men's 3.25 Boys’ 3.25 
Men's White Elk 3.25 
Min. Order 18 or 36 prs. © 4 Eyelets 
Reinforced Plug * Orthopedic Sole 


KRISCHER-KLINE SHOES 
34 No. 4th St. Phila. 6, Pa. 
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George M. Groves Honored 


At Birthday Reception 


Cuicaco—George M. Groves, chair- 
man of the board of Groves Shoe Com- 
pany of Chicago, celebrated his 78th 
birthday with a reception for friends 
at his Evanston home. Born February 
12, 1869, Mr. Groves this year reversed 
usual procedure and sent his own birth- 
day card to his friends. 

Since 1894 Mr. Groves has been con- 
nected in an executive capacity in the 
shoe business. Starting in 1894 with 
H. Lobdell & Co., he gained the experi- 
ence that was the foundation of his 
own firm of Groves & Rood founded in 
1902. In 1926, when Mr. Rood retired 
he formed the Groves Shoe Co., turning 
over the presidency to his son, D. F. 
Groves, in 1940 when he assumed the 
chairman of the board’s functions. 

Although the active administration 
of the company is handled by D. F. 
Groves, who is responsible for making 
the Groves Eileen line nationally known 
through national advertising, George 
M., Groves is at his desk every morning 
lending his years of experience to the 
expanding Eileen program. 

Mr. Groves has seen the shoe indus- 
try overcome a wide range of obstacles 
and has the utmost confidence that the 
industry will do it again. His solution 
for present day problems is threefold— 
overcome production difficulties, exer- 
cise price caution and sell aggressively. 


Big Newspaper Campaign 


MANCHESTER, N. H.— The Sundial 
Shoe Company, makers of shoes for all 
the family, begins the largest advertis- 
ing campaign in the company’s history 
on March 2nd. Three hundred line copy, 
covering the full line, will break in 38 
newspapers east of the Mississippi. The 
campaign will run weekly, through the 
Spring season, for 14 weeks. 

As additional support in the metro- 
politan New York City area, full color 
pages will be run in March, April, and 
May in This Week Magazine, Sunday 
supplement of the New York Herald 
Tribune. The combined circulation of 
the 38 newspapers and This Week Mag- 
azine amounts to over 7,500,000. 

A complete line of dealer mats has 
been prepared, tying-in with the na- 
tional campaign. There are other forms 
of supplementary advertising material 
available such as window material, di- 
rect mail, consumer folders, novelties, 
and even highway signs. Radio tran- 
scriptions have been recorded for deal- 
er use. 





Changes Location 


Los ANGELES, CALIF.—Meer of Cali- 
fornia Shoe Manufacturing Company 
has moved from 212 South Spring 
Street, this city, to 1623 West 7th 
Street, it was announced recently by 
Siegfried Meer. The company makes 
high grade suede ladies’ shoes. 





Stanley Barlin Returns 
From Armed Services 


New YorK.—Stanley Barlin, former- 
ly Pittsburgh representative of the 
Crescent Shoe Company, 132 Duane 
Street, has been transferred here to as- 
sist with merchandising and sales. Mr. 
Barlin was recently discharged from 
the Armed Services. 

Mr. Barlin’s wife, Mrs. Ruth Barlin, 
is retiring from coverage of the ter- 
ritory which she assumed during her 
husband’s absence. 





Zimmerman Store Relocated 


BALTIMORE, Mp.—The Zimmerman 
Shoe Store, here, now located at 336 
N. Howard Street, will move to a newer 
and larger store at 225 W. Saratoga 
Street, on March 1, it was announced 
recently by Frank Zimmerman. 

The new store will be renovated and 
equipped with new furnishings and fix- 
tures. The entire first floor, according 
to the announced plans, will be used for 
selling and stock, and the basement will 
be an additional stockroom. Fluores- 
cent lighting and air-conditioning will 
be used. 


Simon Kessler 


BALTIMORE, Mp.—Simon Kessler, re- 
tired shoe merchant here, died recently. 
Mr. Kessler, 78 years old, who for over 
40 years had his place of business at 
Bond and Pratt Streets, died at his 
home, 5014 Denmore Avenue. 

He leaves his widow, Mrs. Annie 
Kessler; five children, Mrs. M. Jacobs 
Abrams, Mrs. Harry Polakoff, Mrs. 
Raphael Levitan, Cecil and Hyman 
Kessler; and a brother, Samuel Kess- 
ler. 


New Children’s Shoe Firm 


LEWISTON, Me.— The Crest Shoe 
Company has just been incorporated, 
with factory at 3 Middle St., Lewiston, 
and will make for the volume trade a 
complete line of misses’ and children’s 
cement-construction dress shoes. Offi- 
cers are: E. F. Abbott, chairman of the 
board; Robert H. Adams, president; 
E. F. Abbott, Jr., treasurer; and M. T. 
Plummer, clerk. Gordon Mann, for the 
last five years sales manager for the 
Interstate Shoe Co., of Manchester, 
N. H., is general manager. 





Johnson, Stephens and 
Shinkle Report Income 


St. Louis, Mo.—The Johnson, Ste- 
phens and Shinkle Shoe Co. reports a 
net income, for fiscal year ended No- 
vember 30, of $413,068, equal to $2.03 
per share on the new common stock, 
which was split two for one in Septem- 
ber, as against a net of $215,563 or 96 
cents per share on the present number 
of shares for the fiscal of 1945. 
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? OVER 7,000,000 PAIRS 
AT ) 
7" “BELOW-COST” PRICES 








SHOE MANUFACTURERS 
SHOE REPAIR SHOPS 
SHOE FINDINGS DEALERS 
RETAILERS—EXPORTERS 
COMMERCIAL BUYERS 


Long-wearing and tough, these composition rubber half soles 


12 tron 
Va inch Thickness 
Men's Sizes 6 to 11 























add strength and miles of service to new or worn shoes. They Customers in These States Should Send Orders Te: 
are black in color and feature springy flexibility and a non- 
slip type of surface. UNUSED, they are available at less Montana, Wyoming, Uieh, Sof Leke City, Uteh 
than 14 of acquisition cost. Arizona, North Dakota, Building 3 
The availability of size assortments cannot be guaranteed. South Dakota, Colorado, 1710 South Redwood Road 
All orders will be equitably apportioned in keeping with lowa, Minnesota, Idaho, Telephone: 7-5411 
stocks of available sizes. These half soles are packed 80 to Nebraska, New Mexico, Nevada 
144 pairs per carton. The cartons are 1 to 2.8 cubic feet and Les Angstes, Calltesnto 
weigh 54 to 110 pounds. California, Oregon, Mede O’Dey Builds 
Washington Hill Street & Washington Bivd. 
Shee Manof actu ers Large Small Retailers Teleoh Sik d 2311 
Whotesaiers Retailers and Shoe P 
7 +l niente roel Texas, Kansas, Okichoma, Fort Worth, Texes 
Price —F.0.B. Location... $.06 per $.075 per $.08 per 
Minimum Purchase ...... 5,184 3,456 864 kouttana, Acheneas, Uitsssust, P. ©. Box 1407 
Maximum Purchase ..... Unlimited Unlimited 4,320 Mississippi, Alabama, Texas and Pacific Office Bidg. 
— Tennessee, Georgia, Florida Telephone: 3-538! 
" PURCHASER'S ORDER mus 
Patent Stitetgaiinwenry wil © Seresyetenenermetymatege Meine, Vermont, Mew Hompabir 
Bevreserved to fl orders received Asm Aamitinration sandard/condl, © Massachusetts, Connecticut, 
from Federal Agencies by 5 p.m. terms and conditions and no other New York, New Jersey, Pennsylvania 
on March 7, 1947. All other orders terms or conditions shall be binding on ¥ — mm — 
received by [P= on this date will War Assets Administration.” Delaware, Maryland, Virginia, 
be filled in t ‘ollowing uence: 
(1) Certified Veterans of World EXPORTERS: our busines is solicited West Virginia, North Carolina, . G50 Waritngien Sheet 
j - ,0ri uctec vi ev " 2 
Sete ey ay you will be considered asa wholesaler, South Carolina, Kentucky, Ohie. taphenes eitesS SESS 
chasers. All orders received after should be reterred to Office of Inter: ‘Indiana, Illineis, Michigan, 
this date wi filled wit t re- Trade ‘ompe 
| to sulesitien. : «tye ates Wisconsin, Rhode Island. 
OFFICE OF GENERAL DISPOSAL ete, 








s 


& 
Offices located at: Atlanta - Birmingham - Boston - Charlotte - Chicago - Cincinnati - Cleveland - Dalles ap 
Denver - Detroit - Fort Worth - Helena - Houston - Jacksonville - Kansas City, Mo. « Little Rock - Les 
Angeles - Lovisville - Minneapolis - Nashville - New Orleans - New York - Omaha - Philadelphia - Port- 
land, Ore. - Richmond - St. Lovis - Salt Lake City - San Antonio - San Francisco - Seattle - Spok Tulse 
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GIRLS’ SHOES 


errr 


GIRLS’ LEISURE SHOES 








Net 10 Days 





F Packed 36. prs. to a case 
Also Available with Stitched Moccasin Vomp 
Look for Us at Columbus, 0. & Tampa, Fla. Shows 


POLONER SHOE CO. 
156 Duane Street New York 13, N.Y. 








CELLULOID SHOE FORMS 














color 
Immediate p- ——- aSirtbe =~ also 
yn FORM details and Shoe Findings 


LYONS & COMPANY 
120 Ouone S?., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 




















CHILDREN'S SANDALS 





=~ 








SMOOTH ELK LEATHER 
Retan Leather 





Colors: BROWN, RED, WHITE 
Sizes: 5-12 $1.65 — 12'/2-3 $1.75 


No. 845—Same os above with Serviceable, 
Non-Marking Brown Rubber Soles. 
Sizes: 5-12 $1.55 — 124-3 $1.65 
Packed 36 pairs to case 
Minimum Orders—18 pairs 
Terms: Net 10 days F.O.B. N. Y. 


ALLIED FOOTWEAR CO. 
154 Duane Street New York 13, N. Y. 
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BROWN—Sizes: 4 to 9 | 





Becomes Southern 
Sales Representative 


PHILADELPHIA, Pa.—The Keystone 
Slipper Company here has announced 
that Jack Rauch, of 833 West 39th 
street, Miami Beach, Fla., has been ap- 





JACK RAUCH 


pointed to represent the company in 
the South. 

Mr. Rauch has imported shoes and 
slippers for the last five years and is 
well known by the trade throughout 
the South. His father, Norman Rauch, 
represented the Keystone Slipper Com- 
pany for many years in the same ter- 
ritory. 

The Southern territory, in which Mr. 
Rauch will be a representativ2, in- 
cludes: Virginia, Kentucky, Oklahoma, 
Florida, Alabama, North Carolina, 
Tennessee, Texas, Georgia, South Caro- 
lina, Arkansas, Louisiana and Missis- 
sippi. 


Joyce Reduces Prices 


Announcement of a reduction in price 
of the majority of Joyce international- 
ly known leather shoes was made re- 
cently by Wiliam H. Joyce, Jr., presi- 
dent of the firm. The reduction became 
effective February 1 and includes ship- 
ments on that day. Long range plan- 
ning prompts this price reduction move, 
it was announced. 


C. A. Oney Appointed 
Representative 

NASHVILLE, TENN. — John Ezzell, 
sales manager of the Richland-David- 
son Shoe Company, Division of General 
Shoe Corporation, has announced the 
appointment of C. A. Oney of New 
Braunfels, Texas, to represent the For- 
tune and Davidson line of men’s shoes, 
and the Treasure Chest line of boys’ 
shoes in South Texas. 

Mr. Oney succeeds the late Leo Car- 
lock, who died in Dallas during the 
November Southwest Shoe Fair. The 
South Texas territory is not new to 
Mr. Oney, who traveled there for sev- 
eral years representing the Hood Rub- 
ber Company. 





St. Louis Manufacturer 
Cuts Prices 


Str. Louis, Mo.—“In an effort to pre- 
vent the inflationary trend in shoe 
prices,” Hamilton, Scheu & Walsh Shoe 
Co. has informed its customers and sup- 
pliers that prices of Penaljo shoes would 
be reduced 30 cents a pair and closed 
back shoes made by the firm would be 
reduced 65 cents a pair, effective im- 
mediately. 

“We are lowering our prices in the 
expectation of lower leather prices that 
has been forecast by the declining hide 
market,” said C. D. P. Hamilton, 3rd, 
in the letter which announced the reduc- 
tion. “Demand for shoes at today’s 
ridiculous prices,” he continued, “is 
bound to fall off, and we believe that the 
intelligent approach in order to en- 
courage production is to make more 
shoes at lower prices.” 





Handles U. S. Sales for 
Slipper Company 

New York Crry—Joseph B. Nadler 
has been appointed to handle all sales 
to the volume trade in the United 
States for the Central Slipper Com- 
pany, Inc., from the New York sales 
offices of the concern, 1170 Broadway. 





Opens New Plant 


SEDALIA, Mo. — G. W. Thomasetti, 
oresident and owner of Thomasetti’s 
Shoes, Inc., has just opened his new 
plant in Cole Camp, Missouri, located 
about 22 miles south of Sedalia, Mis- 
souri, where the original Thomasetti 
line is manufactured. Superintendent 
of the new plant is Mr. R. E. Baldwin. 

Three is 15,000 square feet of space 
in the new plant. At present the factory 
is making about 200 pairs per day, but 
full capacity will be between 1500 and 
1600 pairs. 


Lowers Price of Casuals 


New York—The Johansen Bros. 
Shoe Company, Inc., has announced 
that prices of the Johansen Junior line 
of casuals were reduced February Ist. 

According to Harry B. Johansen, ex- 
ecutive vice-president of the company, 
“Maintenance of retail shoe prices at a 
level higher than absolutely necessary, 
is contrary to the best interests of both 
the shoe industry and of our retailers. 
Nothing can be more disastrous than 
trying to maintain an uneconomic price 
structure which later might develop 
into a precipitous drop in prices. Re- 
ductions in the principal categories of 
raw materials which make up the 
Johansen Junior line, have definitely 
not been large enough to justify a price 
change. We feel, however, that a lower 
manufacturer’s profit also is indicated 
at this time, in the best interests of all 
concerned.” 
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Celebrates 87th Birthday, 71st 
Year in Shoe Industry 


CINCINNATI, OHI0—Leslie V. Marxs, 
chairman of the board of directors of 
L. V. Marks Company, Cincinnati shoe 
hanufacturers, celebrated his 87th 
birthday and also began his 71st year 
in the shoe industry recently. 

Marks, who looks 20 years younger 
than his 87 years, daily visits the firm’s 
offices here. He is an inveterate cigar- 
smoker, smoking 12 to 15 a day. The 
three factories operated by the L. V. 
Marks Company are located in Augus- 
ta, Vanceburg and Falmouth, but the 
home offices of the firm are maintained 
in Cincinnati. 


Appoint New Manager 
Of Goodyear Plant 


New York—Appointment of Dr. S. I. 
Strickhouser as manager of the Provi- 
dence, R. I. plant of United States Rub- 
ber Company was announced recently 
at the company’s general offices here. 
He succeeds M. G. Burnett, who has 
been appointed consultant on the staff 
of Ernest G. Brown, vice-president and 
general manager of the mechanical 
goods, general products and Lastex 
yarn and rubber thread divisions. 

Dr. Strickhouser has been assistant 
manager since 1945 and earlier had 
been development manager of the 
Providence plant which manufactures 
golf balls, rubber heels and soles, Las- 
tex yarn, rubber gloves, rubber sheet- 
ing, hot water bottles and various other 
rubber products. 





Grant Wage Increase to 
Massachusetts Shoe Workers 


HAVERHILL, Mass. — As the result of 
negotiations held during the last two 
months, twenty-eight Haverhill s hoe 
manufacturers employing approximate- 
ly 1,000 workers, have granted wage in- 
creases of from 12% to 14 per cent 
over the scale in effect last September 
1. The new scale went into effect on 
January 29. 

The workers involved are members 
of the United Shoe Workers of Amer- 
ica (CIO). Announcement of the agree- 
ment was made by Joseph C. Goyette, 
manager-treasurer of the union’s ex- 
ecutive board, who said the union vote 
to accept the agreement was unani- 
mous. 





Buys Back Heel Company 


HANOVER, Pa.—Charles H. Coulson 
recently purchased the Coulson Heel 
Company from Rubber Industries, Inc. 
—Division of Continental Services, Inc., 
New York, N. Y. 

The business will now be known as 
Coulson Heel Company, with Charles 
H. Coulson the sole owner. The busi- 
ness will be operated as in the past, 
before Rubber Industries, Inc., pur- 
chased the business from Mr. Coulson. 


February 15, 1947 





Sees Need for Sound Values in 1947 





Selesmen and officials of D. Myers & Sons, shoe manufacturers and distribetors, 
attending the Spring sales conference of the company, were as follows: front row 
(lett to right}, Albert Fine, Robert Harrison, Jack Croner, Elken R. Myers, Eiken L. 
Ries, Oscar W. Hacker, D. H. Orr, Charlies Shipley; center row: Morx Kaufmann, 
Lester Caplan, Frank Smaikin, Walter Werner, Dave Russick, Low Mirsky, Ed Giasser, 
Meyer Rosenberg; back row: Ted Newhoff, Jr., D. R. Daniel, Charies Shipley, Jr., 
Harry Goodman, Sam Mensh, Joseph Zion, Charlies Arnold, Stam Strouse. 


BALTIMORE, Mp.—Asserting that the 
“honeymoon” was over, and that smart 
styling, sound value and complete con- 
fidence in the article to be sold are es- 
sential to win the more discriminating 
post-war retail customer, Elken L. Ries, 
sales manager of D. Myers & Sons, ad- 
dressed the salesmen of the company 
in the Hote] Stafford at a Spring sales 
conference recently. Mr. Ries said that 
to meet this trend a decision was made 


in 1946 to make a new and improved 
product. 

Other speakers were Elken R. Myers, 
president, and Marx Kaufmann, vice- 
president of the Theodore A. Newhoff 
advertising agency. Details of the ad- 
vertising program and its benefits to 
salesmen and retailers were advanced. 

Following the dinner, an open dis- 
cussion of present-day problems was 
held. 





Expands Sales Force 


Abraham Rosenberg, Sales Manager 
of Yankee Shoemakers, makers of Little 
Yankee Shoes, announced recently that 
Walter P. Palmer and Wiley C. McNeill 
have been added to the fast growing 
national sales force. 

Mr. Palmer will represent Yankee 
Shoemakers in Pennsylvania. For the 
past 17 years, Mr. Palmer has covered 
this territory for J. Edwards and 
Company. 

Mr. McNeill will cover South Caro- 
lina, Georgia, Florida and Mississippi. 
Mr. MeNeill’s shoe experience goes back 
more than 10 years. Formerly he was 
with Given Bros. and Guarantee Shoe 
Company of Texas. 





Building New Factory 


St. Louis, Mo.—The Midwest Shoe 
Supplies Co., Inc., is building a new 
factory and offices at a cost of apvroxi- 
mately $100,000, which M. F. Sullivan, 
president, expects to be completed about 
May 1. The new structure will contain 
some 10,000 square feet of floor space. 

The new factory wil] produce rubber 
cements, dressings and other liquids 
used in shoe manufacturing. 


Bergren Company Moves 


Cuicaco, I1n.—A. J.. Bergren Com- 
pany, distributors and wholesalers of 
shoe store supplies and specialties, has 
moved from its former location, at 325 
W. Monroe street, to 35-37 N. Wacker 
Drive, this city, it has been announced. 


Opens at New Address 


New YorK—The Shane Shoe Com- 
pany, Inc., recently opened their busi- 
ness at a new location, 76 Reade street, 
here. The company jobs quality shoes. 








Renovates Sales Office 


New York—The sales office of Huss- 
co Shoe Company, in the Marbridge 
Building here, has been renovated and 
redecorated, it was announced recently. 
The office now has a modern interior, 
composed partly of glass-brick, and is 
fluorescent-lighted. 


Open New Office and Plant 


MILWAUKEE, Wis. — The Badger 
Glove and Slipper Company held the 
grand opening of its new, modern office 
and plant here recently at 2365 North 
31st street. 
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SALESMEN WANTED 
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SALESMEN WANTED 











Looking for 


G. Howie Selzem! 


To sell Nationally known and advertised Manufacturer’s 
line All-Leather Women’s Casuals. Must have acquaintance 
of Dept. Stores, Volume chains, and Good Retail Units. 


Prefer full-time men. 


Straight comm. basis:—Territories open —Texas, 


New 


Mexico, Oklahoma, Kansas, Arizona, Colorado, Arkansas, 
Tennessee, Kentucky, Mississippi, Louisiana, Illinois, Wis- 
consin, Michigan, Virginia, W. Virginia, North & South 


Carolina. 


Address Box 572, care BOOT AND SHOE RECORDER 
100 East 42nd Street. New York 17, N. Y. 











EDWARDS-WAY SHOES 


Salesmen wanted to carry this well-known Line of Juvenile 
Shoes in Eastern Pennsylvania, Upper New York State, North 
Carolina, South Carolina, Georgia, Tennessee, Kentucky and 
Alabama. Only experienced men who know trade in these 
States should apply. Non-conflicting side line can be carried. 


Give complete details in reply. 


PAYES SHOE COMPANY 


25-27 No. Fourth Street 


Philadelphia 6, Pa. 











EXPERIENCED SALESMEN 


To sell nationally distributed manu- 
facturer’s line of Women’s Popular- 
Priced, High-Styled Dress Sandals and 
Evening Shoes. In-stock department 
maintained. Territories open: Texas 
and Oklahoma; Alabama and Louisiana; 
North and South Carolina; Georgia 
and Florida. Can be handled in con- 
junction with other non-conflicting 
line. Commission basis only. Supply 
references and list of accounts now 
selling. 
Reply to 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 
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SALESMEN WANTED 


To represent attractive Line 
GROWING GIRLS and Wom- 
en’s GOODYEAR WELT Sport 
Types and Walking Shoes for 
following territories: New Jer- 
sey, Maryland, Florida, Georgia, 
Alabama, Wisconsin, Minnesota, 
Tennessee, Kentucky and Upper 
New York State. 


Address Box 506, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 





| 








REPRESENTATIVE 
FOR NEW JERSEY 


Nationally known Midwest- 
ern Manufacturer of Chil- 
dren’s, Misses’ and Growing 
Girls’ Shoes has opening for 
a Salesman in the State of 
New Jersey. Business solidly 
established over a period of 
many years with New Jer- 
sey’s outstanding merchants. 


All inquiries will be kept strict- 
ly confidential. Please give full 
information regarding yourself 
in first letter. 


ADDRESS 562, CARE 
BOOT & SHOE RECORDER 
100 EAST 42nd STREET 
NEW YORK, N. Y. 








SALESMEN WANTED 


HAVE OPENING FOR SEVERAL EXPERIENCED 
SALESMEN to carry EILEEN footwear exciu- 


GROVES SHOE CO. 
GROVES SHOEMAKERS, INC. 
311 W. Mearce St., Chicago 6, Ill. 











SALESMEN WANTED 


For Georgia, Tennessee, Louisiana, 
North and South Carolina, to carry 
well established Boston Wholesaler’s 
Complete Line of Women’s Leather 
Shoes to retail at $4.00-$5.00. Sizes 
7-11 on Sports featured; commission 
basis; Give references, etc. 


Address Box 559, care BOOT & SHOE RECORDER 
10 High Street, Boston 19, Mass. 











CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under any of o i 

for each insertion. When a box number is desired, addressed to any of cur stieen. 1h woras mens bo ended tur ie pon RA 

Gnstaed onsen ayn GT eo pene (8 used, count each word (street number is one word) at word rate. 
nce. nd c men | acco opened classified 

advertising ept for reguiar advertisers on contract. 7 2 ee — = 

The rate for all dispiayea or boxed in Classified advertisements is £7.00 an inch with a maximum of 46 words per inch. 


all Advertisements for this page must be in our New York Office 10 deys preceding publication date = 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Good list of active 


EXPERIENCED SHOE SALESMAN 


for NEW ENGLAND STATES 
wanted by CHAS. KEMLER SHOE COMPANY 


New England Distributor of Tyer Brand pro yp Saree well estab- 
lished wholesale firm ‘complete lines of 
Men’s and Boys’ Dress Shoes 
Men’s and Boys’ Work Shoes 
Women’s and Children’s Oxfords and Boots 
Rubber and Tennis Footwear 
coke =p cee: many dhe | 
man. State age, trave e nee, previous 
inquiries kept confidential. Write Chas. Kemler, 144 Lincoln Street, 
Boston, Mass. 


Other territories also available 











SALESMEN WANTED 


Reliable manufacturer of Women’s 
and Misses’ Sport Oxfords, with large 
in-stock department, interested in 
capable salesmen for following terri- 
tories: Texas, California, Ilinois, 
including Chicago and Milwaukee; 
Pennsylvania and Central New York; 
Washington and Oregon. Replies held 
in strict confidence. Straight com- 
mission basis. Some established trade 
in each territory. 
Address Box 524, care BOOT & SHOE RECORDER 
10 High Street, Beston 10, Mass. 


SALESMEN WANTED 
East Mcnufacturer, carry Line of 
Women's McKay-Welt, on ly Btitehed Sport 


well — men te commect themselves with « 

established concern. Write terri desired 

and qualitications. _ 

Address Box 566, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 

















SALESMEN WANTED 
BY BOSTON WHOLESALER 


Splendid opportunity for men with 
established trade, to earn large com- 
missions selling a popular price line 
of Women's Aill-leather Novelty 
Shoes. We carry a large stock and 
can make immediate delivery. All 
territories open. Write, giving full 
details as to past experience. Side- 
line men acceptable. 


Address S73, care BOOT & SHOE RECORDER 
19 High Street, Boston 10, Mass. 


SALESMEN WANTED 


To handle outstanding Line of 
Women’s Novelty Shoes in the six to 
nine dollar retail price field. Must 
have following in medium priced 
Women’s Novelty Retail Stores. Small 
Chains and Department Stores. Excel- 
lent drawing account and opportunity 
for high earnings. Following terri- 
tories open: Washington. Oregon, 
Northern California; Pennsylvania; 
Texas; Illinois; Washington. D. C., 
Delaware, Maryland. 

Address 581, eax BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 














SALESMEN WANTED 


To sell Manufacturer's Line of Growing Girls’ 
Sport Welts direct to Chain Stores and Re- 
tail Accounts, on commission basis. State 
territory you cover and references. 


Address Box 568, care BOOT & SHOE RECORDER 
10 High Street, Bosten 10, Mass. 


‘SHOE SALESMAN 


FOR 
GREATER LOS ANGELES 
Also for the Southwest 


Progressive shoe wholesaler has good 
opening for a salesman to cover the 
greater Los Angeles district. Previous 
shoe traveling experience not essen- 
tial but desirable. Write giving full 
details if past experience, age, etc. 


Address Bex 575, care BOOT & SHOE RECORDER 
Room 307, 5410 Wilshire Bivd., Los Angeles 46, Cal. 














Long Established and Well-known 
New York Distributors of Men's 
and Women's Medium Priced 
Shoes, have the following terri- 
tories open for experienced sales- 
men: 

1. New York State (omitting Hudson 
River towns), plus New England 
States. 

2. Virginia, North and South Carolinas 
3. Midwestern and Southern States. 
Give detailed information 

ete 

















EXPERIENCED SALESMEN 


To carry outstanding line of popu- 
lar priced Men's Dress and Work 
Shoes. Give territory covered, 
age, and present line now selling 
in first letter. Non-conflicting com- 
panion line may be carried. 


M. DOBREIN & SONS, INC. 


159 Lincoln Street Boston 11, Mass. 





SALESMEN WANTED 
For competitive Line of Casuals, Playshoes, 
Sport Shoes, Slippers for Ladies and Mes. 
Territories open: 
Michigan, Indiana, Ohio. 
Virginia, West Virginia 
We have following in these States. Expe- 
rienced men write for further information to 
FRED JACOBS SHOE & SLIPPER Soarennyren 
200 Church Street, New York 13, N. Y 








HIGH CALIBER SALESMEN 
WANTED 


Territories open: New England and 
West Coast. These territories open to 
a high type Shoe Sclesman with 
years of experience in the territory 
on high grade Women’s Shoes. We 
are selling the finest stores in the 
country at present. Give full details 
first letter. 


Address G67, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMAN WANTED: 
Leading Pennsylvania Wholesaler specializing 
in GOVERNMENT SURPLUS FOOTWEAR; 
; Play Shoes, Sandals and 
Shoes wants sideline salesman for Ohio; 
South; Middle West: and Coast. Tremendous 
In-Stock Department. 5 to 15% Commission. 

563, care BOOT & SHOE paeseses 
100 East 42nd Street, New York 17, 








SALESMEN WANTED 
Selling the Department Stores and Men's 
Trade, fast selling Line of Men's Loungers 
and Leisure Type. This line con be 
handled successfully with enather line. 


1. Tonos, Oklahome, Arkon, Louisions, 
2. Wincls, Wisconsin, Missouri, tewe, 


Write stating caperience, lines, and quelificetions. 
Address: Bex 561, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








YANKEE SHOEMAKERS 


Of Newmarket, New Hampshire 
have openings for 


4 SHOE SALESMEN 
im the following territories 


. > 
3. Michigan-Indiana 


4. Wisconsin-Minnesota 
Nerth Daketa-Seuth Dakota 
Must now reside in sales territory. Give 
ce, background, references. Ie- 


experien 
plies will be kept confidential. Write: 
Abraham Rosenberg. Sales Manager. 


YANKEE SHOEMAKERS 


Newmarket, N. H. 

















NEW JERSEY 
UPSTATE NEW YORK 


Solesmen wanted for these four territories 
for New York Distributor of Juvenile Shoes. 
608, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York, BH. Y. 








February 15, 1947 














SALESMAN WANTED 


SALESMAN WANTED 


SALESMAN WANTED 











SALESMEN 


To handle Athletic footwear. All territories 
are open. Our line may be carried with other 
nen-competitive lines. Commission, Bonus. 
Our organization knows of this ad. Inqwiries 
strictly confidential. 


Address 565, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED BY ESTABLISHED 

FIRM to carry Side Line of Men's, Wo 
men’s, and Children’s fast moving Sandals, Slip- 
pers, Playshoes, and Casuals. All territories; 
5% commission paid weekly on initial and re- 
orders. Good men will find us more than coop- 
erative. Write full particulars. Address #501, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





S ALESMEN WANTED for Ohio and Indiana; 

also for Florida, rgia and Alabama. to 
carry nationally advertised line of top quality 
Juvenile and Growing girls welts, both Ortho- 
pedic and regular styles. Address Box #521, 
care of Boot and Shoe Recorder, 209 So. State 
Street. Chicago 4. Ill. 


SALESMEN, EXPERIENCED, for a fast 
growing Miami Jobber, to sell a fast line of 
Women’s Play Shoes and Sport Oxfords, 
Children’s Shoes, and Men’s Play Sandals and 
Slippers, in stock, for at once delivery. Draw- 
ing account if proven satisfactory; for the States 
of Georgia, Carolinas, Alabama, and Northern 
Florida. Can carried as sideline. State 
qualifications and references in letter. Apply: 
TROPICAL SHOE CO., 1415 N. E. Second 
Avenue, Miami, Florida. 





SALESMAN WANTED FOR THE POPU- 
LAR BUSKIN BOOT—a soft-soled Play 
Shoe for Women and Children. Popular priced. 
Write NORMAN-HALL 








High commission. 
COMPANY, 717 South Tenth Street, Minne 
apolis, Minn. 

We have that “some- 


SHOE SALESMEN: 
thing new and different,” the miracle shoe 
that the market is waiting for. New style and 
new construction, with a dozen very desirable 
features. Patent applied for. Exclusive. To 
retail about £7.95. Une sample Women’s Shoe 
is all you need to do a good job. In writing, 
give full details, experience, lines carried and 
territory covered. Address #567, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





EXCEPTIONAL OPPORTUNITY 


Have openings for a select few aggres- 
lesmen, 25 to 


sive sa 2 45, who are not 
afraid to work, to represent well and 
favorably known manufacturer, selling 


nationally advertised line of 
foot appliances. 

Must have car and be free to travel. 
Should have good working knowledge ‘a 
corrective fitting—retail experience help- 
ful. Full time selling required. 

For men who qualify, we offer steady, 
pleasant employment with earnings far 
above the average. 

_ following territories are now avail- 
able: 

1. Pennsylvania and New York. 

2. New England States. 

3. Ewe, geet territories in the 


Southeastern 
4. Michigan, Indiana, Ohio. 
P paete are a good territories and will 
et excep’ returns tn honest, aggres- 
sive hard-working men. san 
Write, stating past experience 
qualifications, enclosing recent photo. 


SCOTT FOOT APPLIANCE 
1701 Webster St., Omehe 2, Nebraska 


and 











SALESMEN WANTED FOR LEADING 

WHOLESALER’S LINE of Women’s Sport 
Welts, Casvals and Slippers—We have the repu- 
tation for having demand Shoes at all times; 
Will entertain side line if not conflicting— 
Prefer full time, experienced men—Will coop- 
erate fully—S% commission paid weekly or 
monthly—Following established territories open: 
Ohio, Missouri, Colorado, Kansas, Nebraska, 
North and South Dakota, Arkansas, Louisiana, 
Mississippi, Alabama, Georgia and Florida. 
Have active accounts in each State to turn 
Send complete details in first letter. Ad- 
dress: Box #603, care of and Shoe 
Recesder, 209 South Stat Street, Chicago 2, 





SA! ESMEN WANTED: CHILDREN’S 
STITCHDOWN SHOES AND FULL 
LINE SLIPPERS AND CASUALS. 5% 
Commission. References. ROMVIC CO., 186 
William Street, New York City. 











ALESMAN: OUTSTANDING LINE OF 

STITCHDOWNS; Factory direct; makeup 
cases only; strictly commission basis; territory 
open: Kentucky, Tennessee, Virginia, West 
Virginia, North Carolina, South Carolina. Seek- 
ing man experienced in this territory, to sell 
volume operators, Jobbers, Chain Stores, large 
retailers. Write giving age, experience, terri- 
tory traveled, how traveled and reference. Ad- 
dress #576, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





ALESMEN FOR WELL-KNOWN LINE 

OF RUBBER FOOTWEAR; Following ter- 
ritories open to sal n with blished fol- 
lowing on a side line basis. Ohio, Maine, New 
Hampshire, Vermont, Massachusetts, Connecti- 
cut, Pennsylvania, Maryland, Delaware, Ken- 
tucky, Indiana. Address #579, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


ALESMEN: Men’s High Grade, Fast Selling 

Line, in-stock, and make ups. Lloyd & 
Thomas brand and other well known raakes; 
all territories; commission basis. L. R. COHEN 
SHOE CO., INC., 81 Reade Street, New 
York 7, N. Y. 


ALESMAN, EXPERIENCED, TO CARRY 
SIDELINE Women's Popular Priced, all- 
leather Sandals from well established manufac- 
turer. States open: Idaho, Montana, Nevada, 
Utah, Arizona, Wyoming, Colorado, North Da- 
kota, South Dakota, Nebraska, Kansas, Okla- 
homa, Missouri, Arkansas, Vermont, New 
Hampshire, Maine. Address #587, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 


S ALESMEN WANTED for Fine Quality 
Women’s, Misses’, Children’s and Infants’ 
Moccasins, Manufacturer — Liberal commission; 
protected territory, all territories. In applying 
give details of other lines carried. Address 
#590, care Boot & Shoe Recorder, 100 East 
42nd Street. New York 17, N. Y. 


SA! ES OPPORTUNITY: Manufacturer of 
Men’s High Grade Compo Style Line of 
Mules, Sandals and Casuals, also Compo Operas, 
in outstanding patterns, has territories open for 
experienced salesmen. State in detail experi- 
ence, territory covered and reference. Address 
#593, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 




















ANTED: ONLY EXPERIENCED MEN 

for well established, popular-priced line of 
Men’s and Boys’ Shoes, in-stock. Straight com- 
mission basis. Territories open: Wisconsin, 
Indiana, Illinois, North Carolina, South Caro 
lina, Georgia, Minnesota, Iowa, Nebraska, Colo 
rado, California and Southwest. Address #555, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





EXPERIENCED SALESMEN having a broad 

acquaintance with Shoe Retailers and De 
partment Stores to cover Texas, Oklahoma, or 
Missouri for well-known manufacturer of Wo- 
men’s Casual Shoes. Address #556, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
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EXPERIENCED SALESMAN WANTED 
by well established Wholesale House in Los 
Angeles, for Arizona, New Mexico, Texas, Utah 
and Idaho, carrying men’s Work and Dress, 
Children’s, and Growing Girls’ Shoes, Tennis, 
and Slippers. Address #594, care.Boot & Shoe 
<a 100 East 42nd Street, New York 17, 


a. 


H'G# GRADE JUVENILE LINE, Midwest 
Shoe Manufacturer, New Jersey and lower 
half of New York, including New York City; 
Must have following and have thorough knowl- 
edge of Children’s Shoes. Please do not apply 
if you do not have these qualifications. Strict 
confidence. Address #596, care Boot & Shoe 
a ae 100 East 42nd Street, New York 17, 














GALESMEN WANTED: TO SELL MANU: 
FACTURER’S LINE of California Hand 
Laced Women’s Leather ms; can 
be handled with other non-conflicting Shoe Line. 
A fast selling, excellent product. made in Cali- 
fornia. State territory covered, and give refer- 
ences. Address: Box #601, care of Boot and 
Shoe Recorder. Room 307, $410 Wilshire Blvd, 
Los Angeles 36, Cal. 





Tennis Footwear; can be carried as sideline; 

stock: immediate delivery; 5% commission 
Most territories open. Address #602, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


SALESMEN WITH FOLLOWING to sell 
in 





SHOE SALESMEN to carry Popular and 
Medium Priced Men’s Hose as sideline. All 
territories open. References with first letter. 
Address #605, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





ALESMEN WANTED: By Mid-West Manu- 

facturer, Soft Sole, Intermediate and Hard 
Sole Baby Shoes, sizes up to 8. All territories 
open. Address #609, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York 17, 
ae 





SIDE LINE SALESMAN WTD. 





Factory LINE. QUALITY SHEARLING 
HOUSE SLIPPERS, padded sole and Cali- 
fornia process—$4.00 and $5.00 retailers. All 
territories open. Men selected must be well 
established in territory. LOOMIS MFG. CO.. 
2900 So. Michigan Avenue, Chicago 16, Ill. 





LEADING WHOLESALER, expanding, wants 
salesmen for Children’s Shoes and Men’s 
Casuals. Many territories open to men with fol- 
lowing. Address #537, care Boot & Shoe 
Recorder. 100 East 42nd Street, New York 17, 
y. ¥. 





SIDELINE SALESMEN WANTED 
Experienced men, by Wholescier specializing 
in Men's and Boys’ Dress and Work Shoes, 
Camp Moccasins and House Slippers. Im- 
mediate delivery. Choice territories avoil- 
able. Contact 


IRVING BROWN SHOE COMPANY 
2? So. Wells Street Chicago 6, Illinois 











] NCREASE YOUR INCOME WITH LIT- 
TLE EFFORT. Add SAN JOS pace-setting 
Play Sandals to your line, Men’s, Women’s, 
Misses’, Child’s and Infants’. Best quality, pop- 
ular priced. Nationally advertised; 5% commis 
sion; State territory desired. Address: Box 
#577, care of Boot and Shoe Recorder, 1221 
Locust Street, St. Louis 3, Mo. 





IDELINE SALESMEN WANTED to take 
on complete Line of Plastic Shoe Fixtures. 
All territories open. Very liberal commission 
basis. Address: Box #582, care of Boot and 
Shoe Recorder, 1221 Locust Street, St. Louis 3, 


Mo. 


SIDE LINE SHOE SALESMEN, on Commis- 
sion hasis, non-conflicting line; All territories 
open. Write for full information. CARMAN 
PLASTIC SPECIALTIES, 1524 No. Ashland 
Avenue, Chicago 22, Ill. 








IDELINE SALESMAN WANTED to sell 

Shoe Ornament; Commission basis 
only. All territories open. Address #586, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





S !DELINE SALESMEN CALLING ON 
SHOE CHAINS, by manufacturer of Shoe 
Bags; all territories; Write particulars. Ad- 
dress #592, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SIDELINE SALESMEN WANTED by long 
etabliched Wh 3 7, of 


Men’s popular 
priced dress and work Shoes: in stock proposi- 
tion, selling to retail trade. Address #595, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





Boot and Shoe Recorder 














SIDE LINE SALESMAN WTD. 


HELP WANTED HELP WANTED 








O'?. vot Men's HOUSE with fast moving 


following. 
— a or 100 East 42nd Street, New York 17, 





SALESMEN WANTED TO HANDLE SIDE- 
LINE of Quality Calf, Lizard, and Snake 

for high grade Women's Shoe Stores. 
State references, territories covered, lines pres 
ently bandling. Address: Box #600, care of 
Boot and Shoe Recorder, 209 So. State Street, 
Chicago 4, Til. 








ge nye - SALESMAN WANTED for pop- 
riced, s line of 


P 
Wok Shoes, Moccasins, ‘Athletic Sui 
Slippers, Specialties. Most States a 
Straight Commission. Address #606. care 
& Shoe Recorder, 100 East 42nd Street. os 
York 17, N. ¥. 


LINE WANTED 














ATTENTION 
SHOE MANUFACTURER! 


i have covered Metropolitan New 
York and surrounding area for 
past 25 years, calling on Retail, 
Department, Chain Stores and Mail 
Order Houses. Let me hear from 
you if your product has merit. 


Address 557, care BOOT & SHOE RECORDER 





100 East 42nd Street, New York 17, N. Y. 








ANUFACTURERS’ ATTENTION! Sales 
representative for better grade Leather 
Footwear selling large Department Stores and 
Chain Organizations Ohio, Indiana, Illinois and 
including St. Louis, is open for Manufacturer’s 
Line. I also travel eight local men covering 
New York State, New England, also Southern 
States, and maintain Los Angeles and Boston 
offices. Address: Box #558, cars of Boot and 
_— Recorder, 10 High Street, Boston 10, 
ass. 


Sa eg WITH GOOD CONNECTIONS, 
olume Business, in New England, New 
York and Southeastern States desires Line of 








A GOOD OPPORTUNITY 
FOR 
THE RIGHT MAN 


Splendid opportunity for a wide-awake man 
with a thorough knowledge of soft-sole Felt 
Slipper Production. 

Familiarity with sewing machines ond work- 
saving attachments necessary. Also ability to 
make patterns and samples. 

Salary commensurate with ability, and bonus 
based on results. 

Replies—written, personal, or phone—will be 
held in strict confidence. 


S. GOLDBERG & CO. INC. 
20 EAST BROADWAY HACKENSACK. N. J. 


























LINE WANTED FOR SALE 


ANUFACTURER’S LINE OF CHIL- 


“DREN’S SHOES, General Line of Sport 
Shoes or Sandals, Bows, Ornaments or other 
Shoe Store Accessories. Have excellent follow- 


ing among Chains, Volume Users. Best of ref- 








erences. Address $604, care Boot & Shoe Re Immediate shipment Men's Army Shoes. Re- 
corder, 100 East 42nd Street, New York 17, built. Top quality. Continuous supply. 
N. Y. 

SCHULTZ SHOE CO. 





908 N. 10th Street, St. Louis, Mo. 











ATTENTION MANUFACTURERS | | 
AND WHOLESALERS HAVE 5.000 FEET ALLIGATOR SKINS— 


Ge on Gp tee Cae ee lar all colors; will sell 
ge sizes; rs; wi at cost price. 
yy territories — wen iw yeu in j Address #589, care Boot & Shoe Recorde r. 100 


communicate at Eas: 42nd Street, New York 17, N. 
Asseristivn, WEST COAST sHoe i 
TRAVELE ERS ASSOCIATES. ROOM 320. 


BLOG. 219 WEST SEVENTH STREET, "tos EXCELLENT OPPORTUNITY 


ANGELES 14, CALI 
Western Pennsylvania, two stores, stocks ond 














Women’s Style Shoes. Is also very 
Model Cutter and Designer and can handle Fac- 
tory’s Style problem from Design to Clicker 
Dies. Address #570, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


FLosraa ESTABLISHED WALK-OVER 

STORE for over 25 years; best post-war set 
up; 250,000 triding territory; all year around 
business. wishes factory connection for a line 
of Nationally known Women’s Shoes to retail 
from $8.95 up. Address #584, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 








R tate SALESMAN WITH 18 YEARS’ 
HIGH GRADE SHOE EXPERIENCE, 
to represent Manufacturer, in the fol- 

a territory: Texas, Oklahoma, Louisiana. 

Prefer Ladies’ Novelty, or general line of 

Medium Price Shoes. Capable of self financing 

with right concern; also can arrange for per- 

sonal interview. Address #585. care Boot & 

Shoe Recorder, 100 East 42nd Street. New 

York 17, N. Y¥. 





VE KNOWN, AGGRESSIVE SALES- 

MAN, southeastern States, Interested adding 
leading Manufacturer’s Line Ladies’, Men's, or 
Children’s Shoes, preferably nationally adver- 
tised. Address #599, care Boot & Shoe 
a 100 East 42nd Street, New York 17, 


February 15, 1947 





fixtures for sale ot less than inventory prize. 
Goods inventories ee and nse 


Ory 
POSITION WANTED | | ot $14,000. All fixtures ot + 008 All complete 
$23,000 cash. Volume $75,000. Can be in- 
| creased. Two nationally known known shoe brands. 
MARRIED MAN, THIRTY YEARS OLD, Stocks ~~, Fy -*- _ 3 ba ae 
Ten years’ Family Retail Shoe experience . a health, Only inte interested — h- 
in all phases of store operation, desires posi- need apply. 
tion with progressive shoe organization, or would 
partnership with reliable party. Best Address 588, care BOOT & SHOE neconogn 
of references. Address #597, care Boot & Shoe | 100 East 42nd Street, New York (7, §. 
Recorder, 100 East 42nd Street, New York 17, 
N. 


: 




















W HOLESALE SHOE BUSINESS FOR 
SALE: Well established Jobbing Business 
serving the Mid-Western States; Popular price 


Deer MANAGER: Experience, heavy 
Line of Shoes for the Family. Good Rubber 


volume units; original promotion ideas; en- 


thusiastic; References. Address #571, care and Tennis Franchise. A proven money maker; 
Boot & Shoe Recorder, 100 East 42nd Street, { must sell on account of health and other out- 
New York 17, N. Y. | side interests. Priced right for quick sale. Ad- 





dress #578, care Boot & Shoe —— 100 
R ETAIL SHOE MAN, 25 years’ experic East 42nd Street, New York 17, N. Y. 
at present managing Ladies’ Shop in Detroit, 





wishes to make change; Capable taking full 
Gamat Aas Ge Ghai: tm > eae, Be SHOE X-RAY MACHINE 
dress #574, care Boot & Shoe Recorder, 100 FOR SALE 


East 42nd Street, New York 17, N. Y 
| For further particulars, 

















Fi! TTING ROOM en. ee WRITE 

ience, Ladies’ igh Grade ex- 
cellent references. Good in training help. Ad- PARLOR CITY SHOE CO. 
dress #580, care Boot & Shoe Recorder, 100 #@ Court St. Binghamton, New York 
East 42nd Street, New York 17, N. Y. 


171 











BUSINESS OPPORTUNITY 





WANTED TO PURCHASE 


WANTED TO PURCHASE 











BUSINESS OPPORTUNITY 
Popular Priced Women’s Specialty 
Shop in Middle Atlantic City of 
250,000 population has excellent 
proposition to offer persons who are 
interested in Leasing Space in 
Store for purpose of featuring Pop- 
ular Priced Women’s Shoes. Choice 
location in heart of Shopping Dis- 
trict, near Department Stores, 
Women’s Wear Stores, 5 and 10 
Chain Stores, and Shoe Stores. 
Store recently remodeled and 
streamlined. 





564, care BOOT & a om 
100 East 42nd Street, New York 17, N. 











1215 Weshiegtes Avease—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert late cesh—esy quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES POR 15 YEARS 


M. K. WEIL SHOE CO. 








BARIS BUYS 


Quality Shoes for Men, 
Women and Children 
FOR CASH 
BARIS SHOE CO.., Inc. 

WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 





SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St., New York 13. N. Y. 











WANTED TO PURCHASE 








WANTED 


Brown and Black, two and four 
inch Gore for Shoes, any quantity. 


Submit samples and lowest cash price 


528, care BOOT & SHOE ~~ om 
100 Eact 42nd Street, New York, N 














MOSINGER BROS. 


SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 
Wire - ‘phone or write immediately 
FINE FOOTWEAR 
OVER A QUARTER CENTURY 
1235 WASHINGTON AVE. 


ST. LOUIS, MO. 











WILL BUY SHOE STORE, Nationally ad- 

vertised brands, New York,. Connecticut, 
Long Island, New Jersey; 6 o'clock closing. 
Address #560, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





Witt PAY CASH for shoe stock surplus— 
odds and ends—Short term leases assumed. 
Ss. se 153 Greenwich Street, New York 
6. N. Y¥. 





WANTED TO PURCHASE OR LEASE 
A Model “A” Splitting Machine 


(Upper Leather Band Splitter), 
new or used. 


Write to COBBLERS, Inc. 


1212 Stanford Avenue, Les Angeles 2!, California 








MY HOBBY 
Buying, Selling Shoes for 35 yeors 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896) 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs’’ 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 








WILL BUY CLOSE CUTS AND 
COMPLETE STOCKS 

of i 

I noe Shoes for Men, Women and 


FOR CASH 


CROTTEAN GATTI SHOES, INC. 
147 Duane Street, a A York 7, N. Y. 
Telephone: 2-4548 














MERCHANTS’ NEEDS 








GET TOP VALUE 


In Selling Your 
* SURPLUS STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Phene—LOMbard 2062 











Fischer Self Adjusting Bunica 
Protector 

Relieves Pressure ca Buniea, Pro- 

tects Eo Joliet. Preserves 

Shape of Hides Defermity. 

Ash Your Shoe Finding: 
Jobber 

Est. over 40 years 


THE FISCHER MFG. CO. 
Milwaukes |i. Wis. 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 


98 DUANE ST. YORK 
Telephone WOrth 2-2515 











SHOE FORMS REFINISHED 


We repeir and refinish Shoe Forms, like new, 
at a great savings. Chain Stores profit by 
will —- 2 pair FREE is 
newest shades for approval. Samples returned 
with complete details. 


SPRA-LAC REFINISHERS 
58 Sering Street, Waterbury 22. Connestiost 











MERCHANTS’ NEEDS 





MAKE SIGNS, PRICE CARDS, easily, 
quickly. Includes “Make Own” Pen Inks, 
Brush Paints, Cardboards. Instructions $1.00. 
JENTEN, P.O. Box 252, West New York, 
New Jersey. 





CHAIN-STORE TYPE 


SHOE MAT SERVICE 


NOW AVAILABLE 
Complete ads shipped weekly, Newest merchandise 
always featured Nominal cost. Write for details. 
LARSON ADVERTISING COMPANY 
315 No. Seventh St., St. Louis, Missouri 














FOR LEASE 





LEASE: SPACE FOR TOP GRADE 
SHOE DEPARTMENT, Binghamton, New 
York, in oldest and largest Men's Clothing 
and Furnishing Store. Address 3583, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





MERCHANTS* NEEDS 








SPECIAL 
OFFERINGS 


40” Brown Nylon shoe laces, 1000 or. 
prs. Packed bulk . . . 3¢ a pr. 


17” Heavy cotton beot laces, fiat 
metal tip, brown. Packed bulk 
. 60 per gr. laces. 


27” Cotton shoe. laces. black, 
packed bulk . . . 80 per gr.laces. 


MEYER A. GOETZ 


275 CANAL ST.. N. Y. CA 6-5643 











Boot and Shoe Recorder 
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Ace Bows, Inc. ... ‘cue second 163 
Acme Backing Corp. .. .. ...--- 111 , 
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— Allied rvotwear Co. 156, 166 
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Dungan-Hood & Co. .__..... .«.-.++. $2 eS S ry bled : 
Edgewood Pr General Shoe Corp. 31 | The “Muscle Builder” shoe enables you to offer a necessary 
Ss Ss Mis § «ccu- sence 3 
_—— seer, Co. Bge>7 sae+seseosee 2 | service to your young customers — and build for yourself a 
. . A **-* ** 
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Herbst Shoe Mfg. Co. ... .... .... 114 Monomac Shoe Co., Inc. ; 128 | Scholl Ribbon © orp. ; ome 132 
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Holland-Racine Shoes . ; Pa 2 Mutual Shoe Company . 120 Simon, S. W. Leather Co ‘ $1 
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Iselin, Wm., Co., Inc... ‘ -. 154 Nunn Bush thes Co. trd a... | Tanners Council of America 71 
J g ps Taylor, Thomas, & Sons, In 14 
arman Shoes ... : ina 2 O'Donnell Sh - _. | Trimfoot Company .. 96 
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Keith, Geo. E. Go... ... ... 25, 93 | Osmic Chemical Co. .. 1Ge | ~rectet. Albert, & Gens ue 
Kickerinos ...... mere nite aii ae United Last Company . 121 
Kidskin Group .. Front Cover, 73 to 78 Para Thread Co. — +»; United Shoe Machinery Corp 
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That’s why Invincible Roll 
Setting Aluminum Eyelets 
in large sizes are so prac- 
tical and desirable for 


children’s shoes. 





COLORS 
They are available in Pink and 
Blue as well as in all other 
standard colors. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


174 Boot and Shoe Recorder 
















Condowa Sask 


Style 2146 


Brown Heathe: 


Among the World’s Finest Products! 


Your Nunn-Bush shoemaker, by precept 
and purpose, is a man of ideals. Trained 
to strive for high objectives, he earnestly 
applies his skills to make no less than 
the world’s finest shoes for men. This 


Nunn-Bush habit of purposeful craftsman- 
ship can and does produce footwear of 
truly fine quality. And it has produced 
Ankle-Fashioning...the Nunn-Bush added 
comfort and extra style mileage feature! 


NUNN-BUSH SHOE CO - 





White Campus Buck 





MILWAUKEE 1, WIS. 





I am the America that is to be... 


strong and resourceful. 


I am her leadership in an era of peace among nations, 


I am her great cities; her quiet towns; 

her fertile farms; her giant industries; her famous 
colleges; her churches and hospitals. 

I am her inventiveness; her tolerance; her honor. 
I am her planners; I am her doers. 


I am the YOUTH OF AMERICA. 





The power 
and prestige 
of advertising 
TY 
MAGAZINE 
are building 
sales and 
goodwill for 
Stride-Rite 
dealers 










| 


Keenly aware that the destiny of the nation 
marches forward on the strong, straight, 
normal feet of its citizens-to-be, Stride-Rite 
builds shoes of finest materials; employs 
only seasoned, skillful shoemakers. Pre- 
tested lasts and complete sizes and widths 
are provided to meet every fitting problem. 


Stride-Rite shoes support young feet 


firmly and allow ample room for growth. 


GREEN SHOE MFG. CO., BOSTON, MASS. 











